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Ford Buildouts 
Cut Car Output 
To 60 Trickle 


Lark, Imperial Roll 
First New Models; 
2,300 Corvairs Built 


By Martin L. Whitmyer 
Staff Writer 

E~= output in the U. S. should 

decline to its lowest level of 
the year this week as Ford Motor 
Co., the only manufacturer still 
producing 1959 models, goes down 
for changeovers. 

The loss of output in the shut- 
down of assembly lines at Ford 
and M-E-L divisions should off- 
set 1960 model output at Chrys- 
ler Corp., Studebaker and the 
Chevrolet Corvair plant at Wil- 
tow Run, and drop car production 
below the estimated 33,100 units 
turned out last week. 

Last week’s output compared 
with the 72,597 cars rolled from 
U. S&S. assembly lines a week earlier, 
and the 26,118 units built during the 
week ended Aug. 23 last year. 


* Aa * 


UILDOUT schedules at Ford 

Motor show Mercury’s Metu- 
chen (N. J.) plant going down for 
changeovers today (Aug. 24); Ford 
division’s plants in Atlanta, Ches- 
ter, Pa.; Chicago, Dallas, Mahwah, 
N. J.; Norfolk, Va., and St. Paul, 
Minn., and the Ford-Edsel line at 
Louisville building out Wednesday 
(Aug. 26), and the Mercury lines 
at Wayne, Mich., and St. Louis go- 
ing down Friday (Aug. 28). 

Ford division plants at Kansas 
City, Los Angeles and San Jose, 
Calif.; the Mercury plant at Los 
Angeles and the Lincoln-Thun- 
derbird lines went down last Fri- 
day (Aug. 21). 

Ford plants in Dearborn and Lo- 
rain, O., went down Aug. 14 along 
with Chevrolet, Oldsmobile and 
Buick. Only Chevrolet plant in op- 

eration is at Willow Run, and all 
cars being produced there are Cor- 
vairs. 

* * * 
IRODUCTION of 1960 model cars 
continued on a token basis last 

week ag only 10 percent or 3,320. of 
the 33,100 units turned out by the 
industry were of next year’s vari- 


Chevrolet, with its Willow Run 
plant working five days, contin- 
ued to accelerate its Corvair lines 
and turned out 2,300 cars during 
the week, Studebaker, which be- 
gan output of 1960 models Thurs- 

(Continued on Page 37, Col, 3) 





Top Cars 


New-car registrations for six 
months, plus nine states for July: 
1959 1958 
Pos. Pos, 
Chev. 665,761— -1 
Ford 505,486— 2 
Pontiac 123,363— 6 
Plym.  203,718— 8 
Olds, 169,274—— 4 
Rambler 80,196— 7 
Buick 142,529—% 
Mercury 171,478— 8 
Cadillac . 68,577—10 
Dodge 69,374— 9 
Stude. 21,185—14 
Chrysler 32,761—11 
Edsel 22,198-—13 
DeSoto 26,707—12 
Lincoln 15,557—15 

9,118 Imperial 8,503—16 

294,483 Misc. 164,564 

Total All Makes 
3,108,514 2,391,226" 
Further details on Page 28. 


Make 

762,274 
740,556 
202,676 
197,077 
196,233 
179,254 
135,702 
77,581 
16,277 
713,331 
69,043 
32,227 
24,389 
23,174 
15,119 
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2 
This view of the Mercedes-Benz 220-S illustrates the lower and more sirgamlined body 


Sleeker, Lower Mercedes-Benz— 


deal 





of the new six-cylinder d by Daimler-Benz. The lowered and broader 
grille blends functionally into the body's sleek lines. Moderate use 6f chrome: em- 
phasizes the neat lines which retain traditional Mercedes-Benz styling gharacteristics. 
With new front and rear wraparound windshields, the overall windéw area is 35 
percent greater than on previous models. The engine of the 220-S. has. an output of 
124 horsepower at 5,200 r.p.m. The 220-SE features a fuel injection engine with an 


1959 Car 


Sales Hit 


Two-Thirds Marker 
With 6-Million Pace 


By Robert M. Lienert 
Associate Editor 

HE four-millionth new-car reg- 

istration of 1959 will be record- 
ed next Wednesday (Aug. 26), 
according to Automotive News’ es- 
timates. 

The milestone this year will be 
passed nearly three months ear- 
lier than it was in 1958, when the 
four-millionth new car was reg- 
istered Nov. 18. 

Market analysts believe eventual 
1959 registrations will still reach 
six million units—possibly more if 
an early settlement of the steel 
strike comes about and if 1960 





output of 134 horsepower at 5,000 r.p.m. (Other photos on Page 35.) »- 


models enjoy exceptional public ac- 





Senators to Ask Dea lers 
For Territory Views: 


By William Uliman 
Washington Bureau Chief 
EMBERS of the Senate Inter- 
state and Foreign Commerce 
Committee plan to sound out auto 
dealers in their home communities 
during the recess of Congress in 
preparation for action on territory- 
security bills in the next session in 
January. 

This was learned last week in 
an exclusive interview with Sen- 
ator A. S. Mike Monroney, head 
of the auto marketing subcom- 
mittee. 

Senator Monroney said that at a 
meeting of the full commerce com- 
mittee it was concluded that: it is 





ceptance. 
* - * 

T IS believed that the fourth 

quarter this year will see a 

greater volume of new-car deliver- 
ies than have the closing months 
of most recent years. 

The prediction of a six-million- 
unit year this year persists de- 
spite the fact that No. 4,000,000 
will be sold this year on the same 
date as in 1957 and a few days 
later than in 1956—both years in 
which the 12-month total fell just 
short of six million. 

Included in this year’s “first four 
million” are an estimated 330,000 
imports, about the same number as 
were included in the first four mil- 
lion sales of 1958. 

The difference, of course, is that 
it has taken three. fewer months 
this year to move those 330,000. 

Last year, the 12-month total for 


too late for action inthis session. 
~ * 7 


7S committee members agreed, 
however, to sound out dealers 
mainly on two bills—thé Schoeppel 
(NADA) bill, which is referred to 
as the “penalty bill,” and the Mon- 
roney measure, which i§-termed the 
“bonus bill.” 

Monroney has. stated: that from 

(Continued on Page 4, Col, 1) 





Preview Time 
See Page 2 for individual re- 
ports on the first four. press pre- 
views of ’60 mode uick, Ca- 
dillac, Oldsmobile and,Pontiac. 











Rise and Fall of an Auto Dealer 


By Kenneth C. Kelley Jr. 
Staff Writer 


QOMBTEING went wrong with an 
auto dealer’s dream this ‘sum- 
mer in Clinton, Mo. 

R. Cleo Woody had what looked 
like a very successful Cadillac- 
Oldsmobile dealership in Clinton, 
about 70 miles southeast of 
Kansas City. 

His dream was to bring a big 
city-type dealership, with all of 
its services, to a smaller communi- 
ty. He figured it would take him 
10 years to build up the dealership. 
Then, he figured, the dealership 
would work for him. 

Woody seemed to. be well on his 
way to making the dream come 
true. His dealership was prospering 
and he had opened a branch in 
nearby Warrensburg. Oldsmobile 
outsold Chevrolet in Clinton last 
year. 

+ * * 


HEN, something happened to 

Woody’s dream. They're still 
trying to find out just what went 
wrong. 

The “they” in this case includes 
Woody himself, others who had 
money in his dealership, his law- 
yer, a receiver in bankruptcy, 
the Federal Court in Kansas City 
and Commercial Credit Co. 

The first report on Woody's 
troubles was a short story in 
Automotive News which ‘merely 
said that three of Woody's creditors 
had filed. a.petition for involuntary 
bankruptcy. Commercial Credit, the 





story. said, was suing. to recover|11 years ...I believe I am entitled 
56 new cars. - to an equal writeup as this article 


sige ite did not mention all of the facts.” 
WHEN the story appeared, To agree to do the story was 
Woody wrote to “AUTOMOTIVE! easy, To get “all of the facts” 


News. proved impossible. Even Woody’s 
“IT have been an Oldgmobile and| attorney, Don Willson, said, “We 
Cadillac dealer here for the past (Continued on Page 36, Col, 1) 
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To the Victor— 


Barney Townsend, 13, of Anderson, Ind., sped to victory in the 1959 All American 
Soap Box Derby at Akron. Congratulating the champ are his parents, Mr. ond Mrs. 
Woodroe Townsend, Vice President Richard M, Nixon and Chevrolet General Man- 
ager E. N. Cole, whoxpresented the, winner's trophy to Barney. (Story on Page 35.) 





| Metropolitan, $20; 


imported cars was 377,548. This 
year, it may exceed 500,000. 

* * * 

the three-millionth regis- 

tration’ of this year recorded 

June 26, it took 52 selling days to 

boost the new-car total from three 

million to four million, Last year, 

it took 75 selling days to cover the 

same stretch. 

The sales pace this year has 
proceeded as follows: 59 selling 
days to move the first. million, 48 
days for the second and 43 days 
for the third. 

The average so far has been a 
million new-car registrations every 
51 days, That is not too far off the 
blistering pace of 1955, when deal- 

(Continued on Page 4, Col, 2) 





Discount Revised 
By Three Makes; 
Corvair Is 21% 


HEVROLET, Pontiac and Olds- 
mobile will increase their deal- 
er discounts from 24 to 25 percent 
at the beginning of 1960 model 
year. The extra one percent will go 
into a holdback' fund which will: be 
paid to dealers in a lump sum at 
the end of the year. 

Chevrolet dealers also have 
been informed that their discount 
on the new Corvair will be 21 
percent, including the one per- 
cent holdback. | 
Observers viewed the Corvair dis- 
count figure as an almost certain 
indication that the suggested re- 
tail price of the compact car will 
be under $2,000. ae 


HE move also aroused specula- 

tion that Ford’s Falcon and 
Chrysler's Valiant would carry 
dealer discounts of 20 or 21 per- 
cent, and that the other. members 
of the Big Three might revise the 
discounts on their standard-sized 
cars, 

The new setup replaces the 
“retroactive discount”. program 
that has been. in effect for Chev- 
rolet, Oldsmobile and Pontiac 
dealers in recent years. 

Under- that plan, Chevrolet deal- 
ers in designated metropolitan 
areas received a year-end ‘lump- 
sum payment of $17.50 for each 


‘|car ordered from the factory, Deal- 


‘ers in “multiple-point” cities re- 
ceived $12.50 per car, and dealers 
in “single-point”. cities got $7.50 
per car. 

Corresponding payments to Pon- 
tiac and Oldsmobile dealers were: 
multiple-point, 
$15, and single-point, $10:. 

* ok * 


if bare new arrangement elimin- 
ates the dealer-discount dis- 
crepancy between Buick and Chev- 
rolet-Oldsmobile-Pontiac _ retailers. 
Buick dealers have been’ working 
under a 25 percent discount (in- 
cluding the holdback) for some 
years. 

Actually, the new setup does not 
mean that a dealer will pay any 
less for his cars when they are de- 
livered to the showroom. But it 
does mean that his year-end bonus 
per unit will be larger. 

Consider, for example, a car 
bearing. a factory list price of 
$2,000. Today, a Chevrolet dealer 
receives a 24 percent discount, 

(Continued on Page-4, Col, 1) 
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Moving Cars in Cleanup... 





Factory Invoice Ad Stirs Storm 


By John K. Teahen Jr. 
Staff Writer 

N ADVERTISEMENT which 

carried a photostat of a fac- 
tory invoice—complete with prices 
—kicked up a bit of a storm in 
Kansas last week. 

It was inserted by R. D. Mc- 


on every car. 

The ad brought a howl of pain 
from a nearby dealer who com- 
plained that factory invoices should 
not be to public view. He 
also didn’t think it was quite 
cricket for an NADA director to 
use such tactics. 


> * . 
R. D. MecKAY SR., chief of the 
Wichita dealership, is NADA 
director for Kansas. He was presi- 
dent of the national association in 





Pontiac Market 
Of 425,000 Seen 


Knudsen Vows Fight 
To Lead Mediums 


XULTANT over Pontiac sales 
this year, General Manager S. 
E. (Bunky) Knudsen disclosed 
Thursday that extensive styling 


to third place in 
1959 with 200,938 

ons. This 
almost equalled 
total Pontiac 
sales of 229,707 
cars last year, 
when the long- 
suffering General 
Motors division 
wound up in 
sixth place be- 
hind arch-rival 
Oldsmobile and 

a Buick. 

8. E. Knudsen “With our 1960,” 
Knudsen said, “our dealers are face 
to face with a vigorous and im- 
proved new model] which promises 
a superior strength and ability to 
carry the fight to the wire next 
summer.” 





* * * 


i supeas joined with other GM 
general managers last week in 
forecasting total new-car sales for 
1960 of 6,900,000 cars. 

Styling changes adopted for the 
60 Pontiacs are headed by a new 
V front end that replaces the 


Answering complaints from long- 
legged motorists, Pontiac has re- 
duced the size of the steering wheel 
and thereby provided additional 
room between the wheel and seat. 
A slenderer Hydra-Matic transmis- 
sion and lower engine position in 
the chassis will reduce the front- 
compartment tunnel two inches in 
width and one inch in height. 

Pontiac will not offer air suspen- 
sion or fuel injection on 1960 mod- 


els, 
+ + om 


FN gorena where Pontiac claims im- 

provement include heating and 

air conditioning, rear suspension 
(Continued on Page 33, Col, 3) 








been good—“We’re moving cars’”— 
and acknowledged that Plymouth’s 
bonus program is helping him of- 
fer new cars at such a small profit 
margin. 

Plymouth dealers can pick up an 
extra $30, $75 or $150 per car dur- 
ing the rest of the model year by 
reaching factory-assigned sales 
goals. 


* * * 


LSEWHERE in new-car mer- 

chandising, a veteran Midwest 
auto man questioned the tactics of 
dealers who list various standard- 
equipment items in their ads with 
the implication that the customer 
is gettirig something for nothing. 

He complained that he had 
seen many advertisements which 
spoke of directional signals, wind- 
shield wipers and “five wheels 
and tires” as though these fea- 
tures were extra-cost options. 

One of the more interesting ads 
in this category was inserted by 
a Texas Chevrolet dealer who offer- 
ed a Biscayne two-door at a special 
price and declared: “Accessories 
include Synchro-Mesh transmission 
. . » 12-volt, 36-month battery... 
Hi-Thrift economy six-cylinder en- 
gine.” 

An observer wondered: “Is any- 
one really gullible enough to be- 
lieve that a battery, a straight 
stick and a six-cylinder engine are 
‘accessories’ on a Chevrolet?” 

* » . 


THE promotion front, Bubba 
Oustalet, Inc. (Ford), Gulfport, 
Miss., divided 1,000 silver dollars 
among persons who purchased a 
new car or truck out of stock dur- 
ing a two-day period. 

“If only one new unit is de- 
livered, that customer will receive 
all the money,” the firm said, “If 
five are delivered, each buyer will 
receive 200 silver dollars.” 

Don Allen Chevrolet, Pittsburgh, 
offered to give buyers the cash dif- 
ference between the value of their 
tradeins and the downpayment on 


a new car. “If your car is worth 
$1,000, you get up to $915 cash and 
a new ’59 Chevrolet,” the dealership 


‘declared. 


In Albuquerque, N. M., Lloyd Mc- 
Kee Motors cut its interest rate to 
3% percent on 50 new Plymouths 
and DeSotos. The company form- 
erly had advertised a 4 percent rate. 

* * * 

REAUX BALLARD BUICK, 

Louisville, described and priced 
36 new cars in an ad tied to Buick’s 
current rebate program. 

“If we exceed our sales quota 
during Buick’s August clearance, 
we get an extra discount,” Ballard 
explained. “To be certain we do ex- 
ceed our quota, we have cut prices 
drastically.” 

Buick dealers who meet their 
August quotas receive a bonus 
of $80 for each new unit sold 
during the month. There’s an 
additional payment of $100 for 
each new car sold in excess of 
quota. 

Another Louisville dealer, Hull- 

(Continued on Page 33, Col, 1) 








Trico Assessed Costs 


In Infringement Suit 


BUFFALO. — The Second 
U. 8S. Circuit Court of Appeals 
has assessed $5,135 in costs 
against the Trico Products Corp., 
the defendant in a patent in- 
fringement suit. Trico was sued 
by Anderson Co, and Productive 
Inventions, of Gary, Ind, for 
alleged infringement on a patent 
for a curved windshield-wiper 


The suit was dismissed last 
year, and the Indiana corporation 
appealed to the Circuit Court 
which upheld the dismissal. Two 
months ago, however, the appeals 
judges sent the case back for a 
new trial, The reversal ruling 
was filed here formally and with 
it the bill of costs to be assessed 
against Trico 








Wolfram Sees 


Olds Gain; 


Economy Engine Offered 


By Robert M. Finlay 
Editorial Director 
PORECAsTING a rising medium- 

priced market in 1960 in spite 

of the new compact cars, Oldsmo- 
bile will offer trimly styled 1960 
cars with more comfortable seating, 
a lower horse- 
power engine us- 
ing regular gaso- 
line, and greater 
maneuverability. 

Jack F. Wol- 
fram, general 
manager, told 
newsmen at a 

Press conference 
last week that he 
expected total 
sales for 1960, in- 
cluding imports, 
would be 6,900,000 passenger cars, 
up 10 percent from this year, 

With shipment of all 1959 cars, 
Oldsmobile dealers have on hand a 
48-day supply, which, he said, 
should carry them through to the 
introduction of the new cars in 
their showrooms Oct. 1, News ma- 
terial on the new models is for 
release Sept. 27. 

a oo * 
OLFRAM said that despite the 
steel strike deliveries of the 
1960 models would be normal for 
some time. 

While the automotive spotlight 
has turned to the efforts of the 
Big Three makers to recapture the 
low-priced market with compact 
cars, Oldsmobile keeps its sights 
fixed firmly on its own market— 
the new-car buyers who want su- 
perior cars. 

Thus Wolfram accented the 
superior qualities of Oldsmobiles, 
the quality construction, quality 
dealers and superior service. 

That this pays off can be noted 
in the excellent sales record Olds- 
mobile has chalked up while some 


4. F. Wolfram 


medium-priced makes have flound- 
ered. 

So it was no accident at the press 
preview that Wolfram spoke of 
“the more comfortable, superior, 
full-sized automobiles.” 

* * * 


UF TO Aug. 10 this year, Olds- 
mobile has sold 238,472 cars, 
compared with 198,326 in the simi- 
lar period of 1958. This, he said, 
represented a 21 percent sales in- 
crease and a 26 percent penetration 
in the medium-priced class. 

He noted that sales of all me- 

(Continued on Page 33, Col, 4) 











Coming Sept. 14... 





Imported cars, having 
of the market. 


Dealer Guide to Imported Cars 


passed through 
invasion, breakthrough and expansion, are entering a new phase 


Competition has come to the import field and, with skyrocketing 
numbers of the small cars on the 

used units have developed. 

Important aspects of the imported-car market will be analyzed 
in the Sept. 14 issue of Automotive News, Highlights will include 
dealer census figures, reconditioning and marketing tips, prices, 
penetration studies, advertising and promotion plans, service and 
parts stories, a list of distributors and feature articles. 


successive sales stages of 


road, problems of service and of 














For New Cars in 1960 








By Pete Wembhoff 

Editor, Automotive News 
S. NEW-CAR sales next year 
* should rise to 6,900,000 (up 
600,000 over 1959), but foreign car 
registrations are expected to drop 
from 600,000 this 
year to 500,000 in 
1960, Cadillac 
General Manager 
James M. Roche 
told newsmen in 
Detroit last week 
as the 1960-model 
press preview 
season got under 


way. 
4 The decline in 

: ' import registra- 
James M. Roche tions is expected 
to result from competition from 
the new U. S. compact cars. 

Because of production limitation, 

Cadillac will share only slightly in 
next year’s gain, he said. Total 
Cadillac production in 1959 will 
approximate 154,000 cars, with a 
capacity of 156,000 units booked for 
next year. 

Roche said Cadillac has a 
small amount of plant space 
available in Detroit to expand 
slightly, but that much more will 
be needed to take care of antici- 
pated growth during the 1960s. 
Pointing out that Cadillac held 

the line on 1959-model prices, 
Roche expressed hope that prices 
might remain stable for 1960. How- 
ever, he pointed out that it was 
still too early to tell because of 
the steel situation. 





ADILLAC has sufficient steel on 

hand to produce 1960 models 
for dealer sampling up to an- 
nouncement day Oct. 2. After that 
it is a question mark, he said. 


Assembly of new models will 
start Sept. 8, with about 50,000 cars 
slated for the remainder of 1959. 

Despite a 10-month model year 
because of last fall’s strike, Cad- 
illac produced 142,272 of the 1959 
models, an increase of 17 percent 
over 1958, and recorded the third 
best model year in history. 

Specific details of the 1960 models 











Business Barometer 


Automotive News Economic Index — 
106.5 Percent of Last Week 
101.9 Percent of Like Week Last Year 


Auto Production ............... 72,597 67.1 121.6 
Truck Production .............. 11,059 103.5 85.2 
Auto Registrations—yYear to date. . 3,108,514 ve 130.0 
Truck Registrations—Year to date. 475,281 AAS 134.8 
Steel Production—tTons ......... 335,000 105.3 20.5 
waene Production—Tons.... 325,729 96.7 109.1 
S$ Coal Output—tons tineveee 6,850,000 95.2 86.5 
Oil Refinery Output—Borrels .... 48,171,000 97.8 101.4 
Electric O Kilowatt hours.... 13,648,000,000 99.8 106.2 
Berometer Freight Car Loadings 322,632 98.5 95.1 
Department Store Sales index .. 131 108.3 109.2 
Steck Market Price Index....... 433.1 99.0 123.7 
U.S. Government Spending 

—Fiscal year to date ............ $11,183,877,000 aie 101.1 
Commerciel and Industrial Loans $28,688,000,000 100.4 pee 
Savings Deposits ................ $30,759,000,000 100.0 101.6 
Used-Cer Prices—Average........ $1,029 99.4 109.2 
Business Foilures ................ 269 98.2 102.7 
Common Common 
Stocks Aug. 19 Aug. 12 1959 Range Stocks Aug. 19 Aug. 12 1959 Range 
AMC....... 42Y_ 43%, 4914-25 _, POE yar 51% 53%, 57%-39% 
Chrysler... 63% 64%, 72%-50% Mack...... 43_ 44% 49%-32Y%, 
Ford....... 76% 77% 814%,-50% — aaaetes 11% 11% 15%- 9% 
GM........ 53% 55%, 58%-45 White...... 52% 54 60 -40% 


(Aug. 24, 1958) 


Last Week Last Year 


Roche Eyes 10% Sales Rise 














were ruled off the record, but 
Roche said “continuity of design is 
perhaps Cadillac’s most distin- 
guished external feature” for the 
new year. Length, wheelbase and 
horsepower are unchanged for 1960, 
while brakes have been improved 
by reducing heat 30 percent, he 
revealed. 

Refinements and improvements 
have been made in the grille and 
bumpers, while interior options 
have been increased. The Hydra- 
Matic case has been slimmed in the 
front compartment, and the instru- 
ment panel is new and more read- 
able. 

a oa * on 
| Napalge-ange~ is again being placed 

on the 60 Special, which has a 
minimum of ornamentation. The 
1960 El Dorado Brougham will be 
introduced Dec, 1. ; 

Roche revealed that air-condi- 
tioning units were installed in 40 
percent of the 1959 models, while 
air suspension was ordered on 7% 
percent of the ’59s—a drop from 
the 12 percent installed on 1958 
cars, 

Cadillac’s dealer and distribu- 
tor organization was 
Praised by 
plishments of the year are a 
substantial testimonial to the 


Cadillac dealers maintained a 20- 
day stock of new cars throughout 
the year and kept a 28-day turn- 
over on used cars, Roche declared. 

After being presented in Detroit 
last week, Cadillac’s stage show an- 
nouncement musical will go on the 
road to Chicago, Boston, New 
York, Atlanta, Kansas City, Hous- 
ton,’ Los Angeles, San Francisco, 
and Portland, Ore. 


Rollert Unafraid 
Of Compacts, Maps 
20 Pct. Buick Gain 


LINT.—Buick’s new boss is con- 
fident that his plans for a sales 
comeback will be undisturbed by 
the new trio of U. S. compact cars. 
Predicting more of a rollback 
for imports than for medium-priced 
makes, including 
Buick, General 
Manager Edward 
D. Rollert sum- 
med his thinking 
up thusly for a 
press preview 
Friday: 

“There will 
always be a 
good market for 
medium - priced 
cars in this 
country. There 
will always be some people who 
will want a better car as they 
impreve their station in life.” 

Rollert, who took over as Buick 
chief May 1, was notably restrained 
in projecting the summit he ex- 
pects the onetime third-place seller 
to reach this year and next. 

With 134,752 Buicks registered in 
the first half, Rollert estimated that 
the 1959 calendar year would con- 
clude with sales between 280,000 
and 290,000. That would compare 
with a 1958 registeration of 263,871 
Buicks. 

As for next year, Rollert con- 
fessed he would be “very happy” if 
sales rose 20 percent above the 
final 1959 level. He made no pre- 

(Continued on Page 33, Col, 1) 





E. D. Rollert 
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Dealer Forum 


by Robert M. Finlay 

















VERHEARD this conversation 

between a couple of auto men 
the other day: 

“What's new and good?” one 
asked, expecting a light-hearted 
answer. 

His friend crossed him up, He 
replied thoughtfully. 

“Well,” he said, “I guess things 
aren’t too bad. If you forget that 
dealers are giving their business 
away. Then, too, the makers are 
pricing themselves out of the auto 
business. 

“Labor goes on asking a little 
more each year, The prices creep 
up. Finally the auto makers have 
reached a point where they have 
vacated the low-priced field, and 
they cannot get it back. 

“Oh, our auto makers can build 
a smaller car, all right. But can 
they build a smaller car cheaper? 
And can they build into this smal- 
ler car sufficient quality and attrac- 
tiveness so that people will buy it 
in quantity? 

“How can you beat makers in 
other countries who can get crafts- 
manship at a dollar an hour or 
less when our makers get slipshod 
workmanship for $2.75 an hour? So 
the chances are that the new 
American compact cars will take 
business away from the larger 
American cars, rather than from 
the imports.” 

* + * 


— too, salesmanship has 
gone to pot in this country. 
No one sells cars any more,” he 
said. “We just advertise for people 
to come in and take them away at 
the best price they will give us. 

“But, aside from those points, 

things aren’t so bad.” 

Sometimes it seems that every- 
thing about the auto business is 
dim, but you know it can’t be. 
There are dealers and salesmen 
who are working hard to sell on 
a basis that will win them long- 
time customers. 


And there are makers who are 
working mightily to build quality 
into American cars. 

oo + 


Sad Sales Stories 


ON’ THIS problem of getting 
good salesmen, however, there 
are many sad stories to tell today. 

Auto retailing students say that 
there is a vacuum where once 
there was salesmanship, This, they 
say, will lead to future trouble for 
the industry. 

For example, Bob Young, who 
heads Automotive Enterprises, 
which prepares material for dealers 
on the basis of broad automotive 
experience. Young has travelled for 
an automotive financing organiza- 
tion and later operated dealerships 
in Wisconsin and New Orleans. 

In the old days, he points out, 
bright young men were inspired 
to begin careers in auto selling 
by the promise that they might 
become dealers on their own or 
become factory executives. Only 
those with the ability made it, 
but the opportunity was always 
there. 

“Yet,” Young said, “what dealer 
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today recruits salesmen on that 
basis?” 


Young says that the only place 
you see dealers trying to develop 
management men on this basis is 
among the chain dealerships, with 
the goal to develop chain man- 
agers. Be 

* 


One Goal for All 


b feanie conceives of a dealership 
operation in which all opera- 
tions work together to build good- 
will and future sales, Under such 
an operation, the salesmen become 
management representatives who 
sell through service. 

When an owner complains 
about service, the service man- 
ager reports to the sales man- 
ager, who sends a salesman out 
to try to adjust the complaint. 
He makes a written report. 
Young conceives of the service 

department as being the foundation 
of the business, but believes it 
must be represented by a sales de- 
partment oriented toward building 
goodwill. More often than not, serv- 
ice personnel are not of the tem- 
perament to represent management 
to the public. 
* * * 
Organization 
— has sought to bring or- 
ganization into the business by 
devising a salesman’s portfolio, and 
notebooks listing the duties and 
responsibilities of the sales man- 
ager and the service manager. 

In the salesman’s portfolio are 
materials for customer inspiration 
(like brochures on the car and ma- 
terial on quality construction), a 
list of assigned and potential cus- 
tomers, a list of hot prospects 
(mainly for checking with sales 
manager) printed forms for sales- 
contact reports, forms for listing 
complaints, a record of the sales- 
man’s deliveries (for follow- 
through), a record of lost sales, 
passenger car and truck data, 
printed price lists, finance rate 
charts and purchaser statements, 
appraisal and bill of sale forms and 
blank memo forms. 

Included in the material for the 
sales manager is a checklist 
guide, which brings the various 
items for which the sales man- 
ager is responsible to his atten- 
tion on a monthly basis. 

Under management facilities are 
listed showroom as a salesroom (is 
it attractive and neat with an at- 
mosphere conducive to making 
prospect feel friendly to the deal- 
er?), closing room, inventory 
control, use of registrations, adver- 
tising, selling equipment, demon- 
strators, truck demonstrators, dis- 
play. : 

Under “Providing Organization 
Section”: Number of salesmen, 
exclusive salesmen, combination 
salesmen, truck specialists, sales- 
men’s qualifications, finding new 
salesmen, employment procedure. 

Training Salesmen Section: In- 
spect sales portfolios, sales man- 
ager’s control, training new sales- 
men, contact reporting. 

Director-Developing Section: 
Prospect system, finding prospects, 
qualifying prospects, closing pros- 
pects, following work pattern, con- 
tinuous training, demonstrations, 
appraisal procedure, accessories 
selling, morning conferences, morn- 
ing meetings, night training meet- 
ings, building morale, stimulating 
activities, effort comparison, field 
work, compensation, new-car deliv- 
ery, competitive selling, time sell- 
ing, showmanship in selling. 

Business Management Section: 
Choosing good business, inventory 
turnover, expense controls, profit, 
relation of volume to profits. 

Used-Car Section: Working with 
manager, balancing inventory, sell- 
ing ratios, avoiding repossessions. 

Miscellaneous Section: Building 
goodwill, coordination with other 
departments, quotas—potential, or- 
ganizing my work. 

The sales manager who checks 
over these items once a month will 
be reminded of areas in which he 
wants improvement. 





McRobert, Slack Vie 
For NADA Director 


SALEM, Ore.—C, A. McRobert 
and Lyman Slack, former presi- 
dents of the Oregon Automobile 
Dealers Assn., are candidates for 
NADA director from Oregon. Mc- 
Robert is the current director. 

The three-year term will begin 
in 1960. Slack is a former Pack- 
ard general sales manager, 





Analyzing Reserve Figures 





By Kenneth C. Kelley Jr. 
Staff Writer 
7s credit customer is becoming 
just a little bit less important 
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Percentage of New Cars Financed 
1953 1954 1955 1956 1957 1958 1969 
61 54 52 63 57 62 55 
58 48 52 60 56 60 57 
59 50 56 61 56 55 57 
56 48 54 66 63 60 58 
54 50 58 67 61 56 56 
56 55 65 66 60 62 60 
s&s & 6 38 6 OM) shea 
54 65 72 74 68 72 
57 67 67 80 70 80 
60 71 16 79 78 73 
63 64 65 64 64 54 
67 52 62 58 61 55 
RES Seee 58 57 62 67 64 63 57* 
* Average for first half of 1959. 
* * * * * > 




















Action on Financing Bills 
Put Off Till ’60 by Senators 


WASHINGTON. — Hearings in- 
volving auto-financing legislation, 
which were recessed a couple 
months back, have been postponed 
again until Feb. 15, it was an- 
nounced last week by Senator Estes 
Kefauver, chairman of the Senate 
Antitrust and Monopoly subcom- 
mittee. 

The bills are S. 838, introduced 
by Senator Joseph O’Mahoney, 

Wyoming Democrat, and S. 839, 
introduced by Kefauver, Tennes- 
see Democrat, and cosponsored 
by Senator Thomas C. Hennings 
jr., Missouri Democrat. 

Both measures were designed to 
prohibit auto makers from en- 
gaging in the financing of their 
products, They were inspired by the 
announcement some time earlier 
that Ford Motor Co. was planning 
to set up an auto-financing sub- 
sidiary similar to General Motors 
Acceptance Corp., an offspring of 
General Motors. 

Introduced early in 1959, the leg- 
islation met stiff opposition and 
found little support. 

It was backed mainly by in- 


Dodge, Plymouth 


Continue Rebates 


DETROIT.—Dodge and Plym- 
outh have extended their rebate 
programs until the end of the 
model year. The Plymouth event 
ends Oct. 10, and the Dodge cam- 
paign concludes the day before the 
’60 models are introduced. 

Each dealer has been assigned 
three “profit levels,” or sales 
quotas. Plymouth dealers receive 
$30 per car for hitting the first 
level, $75 per car for reaching the 
second and $150 per car for attain- 
ing the third. 

Dodge dealers get $50, $100 and 
$165 per car for achieving their 
assigned profit levels. 


W. Va. Dealers 
To Hear Galles 


WHITE SULPHUR SPRINGS, 
W. Va.—NADA President H. L. 
Galles jr. will discuss “NADA Ac- 
tivity in Washington” at the 26th 
annual convention of the Automo- 
bile Dealers Assn. of West Virginia. 

A. A. Lally, Stokes Tax Controls, 
New York City, will speak on “Ex- 
pense Controls and Business Man- 
agement” at another session today. 
“Competition and Customers” will 
be the topic of Paul M. Millians, 
vice-president of Commercial 
Credit Corp. 


Taber Estate Tops Million 


HARTFORD, Conn. — Russell P. 
Taber, founder and president of 
Taber-Cadillac here, left an estate 
embracing 4,800 shares of Taber- 
Cadillac valued at $665,616, In addi- 
tion he owned other securities 
worth $385,000. 











dependent financing firms to 
ward off a possible monopoly in 
the financing field by the Big 
Three. During the early hearings, 
it was indicated that Chrysler 
Corp. also was planning a financ- 
ing setup. 

Auto buyers would be adversely 
affected by passage of the two bills, 
it was contended by the manufac- 
turers. 





Phoenix Council 
Refuses to Ban 


Sunday Car Sales 


PHOENIX, Ariz.— Despite the 
support of both the Phoenix New 
Car Dealers Assn. and the Phoenix 
Used Car Dealers Assn., a proposed 
ordinance banning Sunday auto 
sales was rejected by the City 
Council, 4 to 3. 

Ed Fitzgerald, general manager 
of Courtesy Chevrolet and PNCDA 
president, addressed the Council in 
support of the ordinance, Joe De- 
Mascio, PUCDA president, also 
called for approval of the proposal. 

Opponents of the measure charg- 
ed that such an ordinance would 
be an infringement of constitu- 
tional rights. 

The proposed ban also had the 
support of several ministerial as- 
sociations and labor groups. 

Mayor Williams, who cast the 
deciding vote, told the Council 
meeting that the issue had brought 
more mail, wires and comment than 
any other single issue in his two 
terms on the Council. 

All auto dealers had been closing 
on Sunday by mutual agreement 
until recently, when several newly 
established outlets decided to do 





business on Sunday. 


Industry Sees Decline 
In Credit Customers 


to the auto industry, Federal Re- 
serve Board figures on the per- 
centage of new cars that are fi- 
nanced show. 

The figures, which go back only 
as far as 1953, show that the per- 
centage of cars financed shot up 
to 62 in the boom year of 1955. 
In 1953, credit sales amounted to 
58 percent of the total. The next 
year, 57 percent of sales were 
financed. 


In the face of declining volume 
in 1956, the auto industry became 
even more dependent on the in- 
stallment buyer than it was in rec- 
ord 1955. Credit sales hit 67 per- 
cent in 1956, the highest percentage 
on record, 

* * + 
ons 1956, the percentage has 
been moving downhill. In 1957, 
credit sales were down to 64 per- 
cent of the total, Last year, the 
figure was 63 percent. 

Installment sales amounted to 
57 percent of total sales in the first 
half of this year, but the figure 
is misleading. The prime buying 
season for credit users lies just 
ahead. The increase in installment 
sales in the next few months will 
undoubtedly pull up the year’s av- 
erage a bit. 

The FRB bases its figures on 
installment contracts acquired by 
banks, finance companies, other 
financial institutions including 
credit unions plus the auto paper 
held by dealers. 

The month-by-month breakdown 
on the percentage of deals which 
are financed shows a marked re- 
lationship with the model year, 


HE month after the bulk of the 

new models are introduced is 
likely to show a much smaller pro- 
portion of cars financed than the 
preceding month, 

For instance, 78 percent of deals 
were financed in October, 1957, the 
month that most of the 1958s were 
going on sale. The next month saw 
financed deals fall to 64 percent 
of the total. Sales to fleets probably 
account for a part of this fall off 
in credit business, 

After the introduction season, 
the proportion of credit sales does 
not usually show any great gains 
through the winter months, Cred- 
it sales then pick up through the 


period. 

The proportion of credit sales has 

hit a peak of 80 percent during two 

cleanup months—September of 1956 
and 1958. 





Canadian Import Dealer 
Named to FADA Board 


HAMILTON, Ont.—Frank W. 
Baillie, owner of Queensway Volks- 
wagen, Ltd., Volkswagen distribu- 
tor in Hamilton and the Niagara 
Peninsula area, has been named a 
director of the Federation of Auto- 
mobile Dealer Assns, of Canada. 

A former Ford dealer, Baillie is 
the first Canadian small-car deal- 
er to be appointed to the FADA 
board. 





On the House... 








(not billion/—or 


Wemhoff 
amounted to $58 billion (not million/—or an average of $390 per 


person... 








Cleanup time is bringing the expected drop in 
dealer profits, as noted by the Chicago-area Ford 
dealers whose net profit per new car was $49 in 
July compared with $63 in the first six months... 
Portland (Ore.) dealers are re-instituting a study 
of dealer advertising .. . 

Dealers can score a public-relations scoop by 
furnishing driver-training cars for local high 

schools ... Georgia dealers voted 108 to 15 to hold 
their 1960 convention in Nassau . . 
first year of the income tax (1918), $80 million 


ed. In 1958, personal and corporate income tazes 


Jim Roche, Cadillac general manager, told newsmen the other 
day: “In 57 years, Cadillac has sold 2,221,000 cars, of which 1,457,000 
have been in postwar. In other words, we have sold nearly twice 
as many cars in the last 14 years as in the first 43.” ... Iowa led the 
nation by obtaining 66 new NADA members during recent drive... 
American autos are the most popular items at the U. S. exhibition in 
Moscow; color television was picked second by Russian visitors. 


. During the 


82 cents per person—was collect- 


—Perte Wemuorr, Editor, 
Automotive News 
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For Action Next Year... 





Senators Quiz Dealers on Security 


(Continued from Page 1) 


a public relations standpoint the 
odds would favor a territory- 
security plan under which deal- 
ers would be rewarded for selling 
within their areas of service re- 
sponsibility rather than a pro- 
gram under which they would be 
penalized for selling outside of a 


prescribed area. 

It was suggested that auto deal- 
ers get in touch with the commit- 
tee members, either individually or 
at local meetings, in their commu- 
nities during the recess. 

Members of the committee are: 

Warren G. Magnuson, Democrat, 
chairman, Seattle, Wash. 

John O. Pastore, Democrat, 
Providence, R, L. 

Monroney, Democrat, Oklahoma 
City, Okla. 

George A, Smathers, Democrat, 
Miami, Fa. 

Strom Thurmon, Democrat, Aik- 
en, 8. C. 

Frank J. Lausche, Democrat, 
Cleveland, O. 

Ralph W. Yarborough, Democrat, 
Austin, Tex. 

Clair Engle, Democrat, Red Bluff, 
Calif. 

E. L. Bartlett, Democrat, Juneau, 
Alaska, 


Discount Revised 
By Three Makes; 
Corvair Is 21% 


(Continued from Page 1) 
meaning that he pays $1,520 for 
unit. 


the 

He also has $17.50, $12.50 or $7.50 
credited to his bonus account, de- 
pending upon whether he is a met- 
ropolitan, multiple-point or single- 
point dealer. 

A 1960 Chevrolet with a factory 
list price of $2,000 will also cost 
the dealer $1,520. Another $20 (one 
percent of the list price) will go 
into his year-end bonus fund. 

* * 


TRADE circles interpreted the 
Corvair 21 percent discount as 
meaning that the factory is going 
to fulfill dealers’ hopes for a retail 
price under $2,000. 

Many price analysts believe that 
it would have been extremely dif- 
ficult to keep the sticker price 
under $2,000 if the discount had 
been 24 percent. 

They explained that it’s simply 
a question of mathematics—a 24 

discount is equivalent to 

a 31.6 percent markup, while a 
21 percent discount carries only 
@ 26.6 percent markup. 

At 21 percent, the Corvair dis- 
count igs in the same area ag the 
Studebaker Lark and the Rambler 
American. Dealer discount on these 
makes is 20 percent. 

Although dealers have tradition- 
ally resisted any lowering of their 
discount rates, many Corvair mer- 
chants probably will agree with 
the Detroiter who declared: 

“I’m selling my '59s for about 3 
percent over my cost. If I can make 
8 or 9 percent on the Corvair, who 
cares what the discount is?” 





Vance Hartke, Democrat, Evans- 
ville, Ind. 

Gale W. McGee, Democrat, Lara- 
mie, Wyo. 

Andrew F. Schoeppel, Republi- 
can, Wichita, Kans. 

John ‘Marshall Butler, Republi- 
can, Baltimore, Md. 

Norris Cotton, Republican, Leb- 
anon, N, H. 


1959 Car Sales Hit 
Two-Thirds Mark 
On 6-Million Track 


(Continued from Page 1) 
ers ripped off a million sales every 
44 days on the average. 
Last year, it took an average of 
66 days to move each million new 
cars. 





* * * 


Wirt 103 selling days left in 
1959 after the four-millionth 
registration takes place, dealers 
would reach six million with one 
day left in the year should the 
current pace be maintained. 

The heavy inventory of unsold 
units this year should enable 
dealers to maintain a better pace 
of selling through the production- 
changeover period than they 
have in past years. 

If the steel situation permits the 
makers to schedule continued, 
allout production of ’60 models 
after their early start, dealers will 
be able to continue selling right 
through late summer and early au- 
tumn without an appreciable letup. 

It seems probable that the five- 
millionth registration of the year 
will be recorded before Halloween. 
Only seven years in history have 


Clifford P. Case, 
Rahway, N. J. 

Thruston B. Morton, Republican, 
Glenview, Ky. 

Hugh Scott, Republican, Phila- 
delphia, Pa. 


Republican, 


| IS likely that they will begin 
action in February. 


The committee members, while 
home, will endeavor to seek out 
opinion concerning territory se- 
curity among both dealers and 
public and, a spokesman stated, 
they will welcome anyone who 
wishes to talk or give opinion 
on the matter. 
Meanwhile, the Case New Jersey 
poll on territory security is pro- 
ceeding at a moderate rate, but 
gaining more replies each day, with 
sentiment maintaining the same 
ratio as reported last week, approx- 
imately 7 to 4 for “some form of 
Government intervention” in the 
territory security proposal, with 
three of the seven satisfied with 
either the Monroney or Schoeppel 
bill-and the remaining four evenly 
divided between the two. 





Foreign-Car Display 
Attracts 30,000 


ALBUQUERQUE, N. M.—About 
30,000 persons attended a two- 
day foreign-car show sponsored 
by the Princess Jeanne Mer- 
chants Assn. at the Princess 
Jeanne shopping center here. 

Ken Katter, association presi- 
dent, indicated the show will be- 
come an annual event. Seven 
dealers displayed 30 cars in this 
year’s show. 





seen that many cars sold in the 
full 12 months. 








‘Secret of Midland Ave.’ 
Is Still Chrysler’s Secret 


By Joseph M. Callahan 
Engineering Editor 

HRYSLER CORP, invited 50 

newsmen to breakfast in De- 
troit last week to hear about the 
“secret of Midland Avenue,” but 
any reporter who expected to learn 
anything new about the Valiant 
went away disappointed. 

The “secret” was that a one- 
story building on Midland has 
served as the “nerve center” for 
the 200 engineers who have work- 
ed on the development of the 
Valiant for the past 13 months. 
Speaking at the meeting were 

Paul C. Ackerman, corporate en- 
gineering vice-president, and sev- 
eral other top executives who dwelt 
in vague terms on the concepts and 
philosophy behind the Valiant. 

Harry E. Chesebrough, general 

manager of Plymouth-DeSoto-Val- 
iant division, did say that the Vali- 
ant would be displayed to news- 





oe 


papermen next month in Miami 





This Is the Valiant?— 


Bob Sinclair, fourth from right, explains to newsmen a few of the details of a 
“buck" containing the dashboard, front seat and windshield of the Valiant. Sinclair 
headed the Valiant ‘task force." Extreme right: Jack Minor, director of marketing 


for the Plymouth-DeSoto-Valiant division. 








Beach and will be on the road in 
November, 

He said about 250,000 sales are 
expected for the car during the 
next model year. It will be pro- 
duced only in the Hamtramck 
(Mich.) plant “to start with.” 

* * 


WyOtaNG that Chrysler has been 
experimenting with and de- 
veloping smaller cars for 25 years, 
Chesebrough said that in 1949 the 
corporation had gone so far on 
such a development program that 
the car was named—the Cadet. 

The Valiant evolved from the 
work of a special car committee 
created by L. L. Colbert, Chrys- 
ler president, in the spring of 
1957. 

This committee, headed by Chese- 
brough, laid down these require- 
ments for a Chrysler economy car: 

1, Smaller than standard Ameri- 
can cars, but with good engineer- 
ing and styling. 

2. Outstanding for its low initial 
price. 

3. New and different—not a 
scaled-down Plymouth. 

4. Comfortable for a family of 
six. 

+ * + 
5 OUTSTANDING for its fuel 

*® economy. 

6. An able accelerator and cap- 
able highway performer, 

7. Larger than current imports 
because of the more demanding 
needs of the American motorist. 

8. Provide luggage capacity for 
a family weekend trip. 

9. Offer pride of ownership in 
appearance and interior appoint- 
ment. 

Alan G. Loofborrow, director of 
engineering, told about the de- 
velopment of the task force which 
was supported part-time by 700 
other engineers and coordinated by 
his 31-year-old executive assistant, 
Robert M. Sinclair. . 

Loofborrow said 32 cars and 57 
experimental Valiant engines were 
involved in the testing schedules. 

One of Chesebrough’s final em- 
phatic points was that “too much 
generation of interest in cars not 
yet available,” does a great disserv- 
ice to this industry and this coun- 
try by causing the postponement 
of ’59 sales. 











Curtiss-Wright's Air-Car— 


Here is a prototype of the Model 2500 Curtiss-Wright Air-Car which is slated to 
go into production in November at the South Bend division of C-W. It’s a four- 
passenger, 300-horsepower vehicle which, according to C-W, travels over any unob- 
structed terrain or over water at a height of six to 12 inches. The company is working 
on prototypes of an Air-Truck and an Air-Bus. 


* * * 





McRae Hired as Stylist .. . 





Air-Car Output Near 


By John K. Teahen Jr, 
Staff Writer 
URTISS-WRIGHT CORP. plans 
to begin producing its wheel- 
less Air-Car in November, and 
Duncan McRae, the man who 
styled Studebak- 
er’s Lark, has 
been hired to de- 
sign the body. 
McRae and his 
assistants — some 
of them were 
members of his 
styling staff at 
Studebaker-Pack- 
ard — also are 
working on an 
Z j Air-Bus and an 
Duncan McRae Air-Truck. These 
vehicles, like the Air-Car, would 
be built at Curtiss-Wright’s South 
Bend plant. 

Elsewhere, two companies that 
hope to crash the four-wheel 
market have run into difficulties. 

Checker Motors Corp., Kalama- 
zoo, Mich., still isn’t ready to an- 
nounce distribution for its Superba, 
and the makers of the Charles 
Townabout, an electric car, said 
production plans have been set 
back 12 months. 

” 





* * 


yes Checker plant has been 
closed by a strike since June 
12, the day after Superba output 
began. 

The Charles has run into finan- 
cial problems. Costs of manufactur- 
ing in this country appear too high 
and a site is being sought in Ger- 
many or Japan, according to Dr. 
Charles Graves, executive vice- 
president of Stinson Aircraft Tool 
& Engineering Corp., San Diego. 

Stinson has built several pilot 
models of the Charles. 

Curtiss-Wright’s Model 2500 








A Smaller Spare— 


Latest candidate for replacement of 
the spare tire is the new Firestone Tempa 
Spare—a miniature pneumatic that tucks 
away in half the space required by a full- 
sized spare, but is more than adequate 
in a highway emergency. The temporary 
replacement tire is said to operate effi- 
ciently on any wheel position with prac- 
tically no decrease in car stability, com- 
fort and handling. Its section width for 
replacement of a 7:50-14 conventional 
tire is five inches as compared to 7%, 
inches, The combination Tempa Spare 
wheel and tire has a 22-inch overall di- 
ameter compared to 27 and weighs 20 
pounds as compared to 39 pounds for 
the conventional unit. 





Air-Car is a four-passenger, 300- 
horsepower vehicle that rides on 
a cushion of air six to 12 inches 
above the surface. 


C-W says it can travel over any 
unobstructed surface, including wa- 
ter, swamp or mud, A two-passen- 
ger experimental model was tested 
last spring. 

The vehicle will not be offered to 
the public at first, but will be sold 
to industries to meet special re- 
quirements, Industry sources re- 
port, however, that Curtiss-Wright 
has long-range hopes of making 
the Air-Car competitive with con- 
ventional autos. . 

* oe * 

CCORDING to C-W, the Air-Car 

has a top speed of 60 m.p.h. It 
has two gasoline engines—one in 
the front and one in the rear— 
which power two large fans that 
draw air down to provide the cush- 
ion on which the car rides. 

There are louvers at the sides 
and at the front and rear to de- 
flect the air, and the vehicle is 
braked by manipulating the louv- 
ers. The Air-Car is able to turn on 
its own axis. 

Curtiss-Wright also has a pro- 
totype freight vehicle which 
would carry payloads up to 7,500 
pounds, A pickup type which 
would carry a 2,500-pound pay- 
load is said to be under develop- 
ment, as is an Air-Bus. 

Roy T. Hurley, C-W president, 
said that “roads” for his air vehi- 
cles can be built for as little as 
$500 per mile. 

He said that his company is pre- 
pared to provide “complete eco- 
nomical transportation, including 
treatment of roadway surface with 
Curtiss-Wright coal-based road- 
paving binder for stabilization and 
dust control.” 





Press to Preview 
Ford Falcon Via 
Closed-Circuit TV 


DETROIT.—Ford Motor Co, will 
stage a nationwide news confer- 
ence via two-way closed-circuit tel- 
evision in introducing its new econ- 
omy car, the Falcon, Sept. 2. 

The Sept. 2 preview date gives 
Ford an eight-day head start on 
Chevrolet’s Corvair, which is sched- 
uled to be previewed Sept. 10. 

Henry Ford II, has invited 2,000 
press, radio and TV representatives 
to attend simultaneous telecasts in 
21 cities across the country to view 
the new car, receive background 
information on why Ford is en- 
tering the economy-car field, and 
discuss the impact which the Fal- 
con and its competitors may have 
on the U. S, economy. 

The use of a two-way audio-vis- 
ual system will enable newsmen to 
ask direct questions of Ford offi- 
cials assembled in Dearborn. It will 
mark the first such use of closed- 
circuit television. 

The telecast will originate from 
Ford’s Central Office Building in 
Dearborn, It will include remarks 
by Ford and Ernest R. Breech, 
chairman of the board; a _ back- 
ground presentation on develop- 
ment of the Falcon, and pictures of 
the car in both black and white 
and color. 



































Sound Selling TODAY 
Assures Repeat Sales TOMORROW! 





The way in which you sell that car now determines whether or not your customer 
will be sold on you come trade-in time. Advise a reasonable down payment... 
and help him work out terms which realistically fit in with his ability to repay. 
Don’t let your customer stretch out his repayments over a longer 

period of time than he actually needs. The wise use of Associates Pleasant 
Purchase Plan can help build more sales for you today . . . and tomorrow. 


Ask the man from Associates for full details. 








ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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In VW Takeover... 





Porsche Dealers Stung 
By Termination Wave 


BELLEVILLE, Ill.—Porsche 
dealers in the Midwest are hopping 
mad over impending loss of their 
selling arrangements. 

Reassignment of the Porsche dis- 
tribution rights to Volkswagen dis- 
tributors in 31 states has brought 
termination notices, effective Aug. 
31, to Oliver C. Joseph, Inc., Belle- 
ville, and at least five other dealers 
- Illinois, Minnesota and Wiscon- 

n. 

With Oliver D. Joseph as the 
sparkplug, these dealers have 


sa 
ing relief in court, But Joseph 
admitted last week that he had 
run up against a stone wall in 
trips to Chicago, Washington and 

New York. 

“We all have done a good job 
selling Porsches in the Midwest,” 
Joseph told Automotive News last 
week. “Now Volkswagen comes 





along and takes Porsche away from 
us just because we don’t sell their 
cars. It doesn’t seem fair.” 

Joseph visited NADA headquar- 
ters in Washington and was in- 
formed by attorneys there that the 
Porsche terminations were not sub- 
ject to the good-faith law, because 
none of the cancellees had ever 
executed written franchise agree- 
ments with the former national im- 
porter, Hoffman-Porsche Corp., of 
New York. Oral arrangements are 
specifically exempt from the law’s 
coverage, 

Hoffman-Porsche Corp., controll- 
ed by famed car importer Mark 
Hoffman, has been redesignated 
Porsche distributor for 17 states 
and the District of Columbia. Pre- 
sumably Hoffman will retain 
Porsche outlets in these states, 
whether they sell VWs or not. 

A new firm, Porsche Car Im- 
port of Chicago, has been award- 





ed distribution rights for 10 
states served by VW distributors 
in Chicago and St. Louis, An ex- 
ecutive of Porsche Car Import is 
Will a. van de Kamp, former 
—— of VW of America, 

c. 

Porsche cars will be distributed 
henceforth in the Far West, South- 
west and Deep South by four other 
VW distributors, 

In seeking to retain his Porsche 
deal, which has netted him 70 unit 
sales in five years, Joseph fired an 
$80 cablegram to Ferry Porsche in 
Stuttgart, West Germany. The re- 
ply was brief: 

“See our attorney in New York.” 

The attorney, a former New York 
police commissioner, sympathized 
with Joseph and his colleagues, 
but pointed out that the VW dis- 
tributors were getting the top hand 
in choosing their dealers. 

Finally, Joseph was visited in 
Belleville by the top three of the 
Porsche organization in the U. S. 
and the Midwest—Vice-president 
O. Erich Filius, Sales Manager 
Wolfgang Raether and van de 
Kamp. 


Joseph said the visitors com- 
plimented him on the selling job 
he had done in this town across 
the Mississippi from St. Louis. But 





Late Report... 





last week declined $6 to reach 
had declined. 


of 221.4 units. 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 
News’ index. It was the second week in a row that average prices 


Most of last week’s loss was accounted for by the latest models 
—’59s were off $54 and ’58s dropped $40, although ’53s joined the 
losers with a $9 setback. A new low was reached by ’58s. 

Other models moved upward with increases amounting to $16 on 
"57s, $12 on 52s, $7 on ’55s and ’54s, and $2 on ’56s. 

At a group of representative auctions last week, the average 
consignment was 268.9 units, highest reported since early July. 
The sales ratio was 65.6 percent, lowest since early March. A week 
ago, the sales ratio was 76.4 percent on an average consignment 


Auction reports start on Page 25. 


$1,029, according to Automotive 











they stood firm on their decision to 
drop him, and van de Kamp em- 
phasized the expanded service pro- 
gram planned by both VW and 
Porsche. 

Joseph is a pioneer import dealer 
here, as well as being a veteran 
Chrysler Corp, retailer. He handles 
Renault, BMC makes and Jaguar 
in addition to Dodge, Chrysler, Im- 
perial and Plymouth. 

“They told me I'd still have 





DOCTORS PLAN TO BUY 
118,000:NEW CARS 
THIS YEAR 





One out of three physicians intends to buy a new car this year! 
A recent survey shows that 99.4 per cent of the doctors respond- 
ing own at least one car. In fact, 75 per cent own two or more 

cars. Most important of all, they intend to purchase over 118,000 
new cars in 1959. Such characteristics as—above average income, 
multiple car ownership, frequent replacement—make the doctor 
the kind of prospect you and your dealers want to build sales now and 





for the future. Too busy to develop regular TV, radio or newspaper habits, the doctor is often missed 
through conventional media. But—he does read ‘‘The Newspaper of American Medicine''—the 
A.M.A. NEWS—regards it with consumer confidence—makes buying decisions accordingly. Write 
for copy of “Automobiles: Current Ownership and Buying Preferences of the Physician,” available 


without charge from the A.M.A. NEWS. 


SELL A QUARTER OF A 


~ AMA |x 





MILLION DOCTORS EVERY OTHER WEEK 


BWS 


“THE DOCTOR'S OWN NEWSPAPER" 


The A.M.A. NEWS is published by 
the American Medical Association 
535 N. Dearborn St., Chicago 10, Ill. 
475 Fifth Ave., New York 17, N. Y. 

1919 Wilshire Blvd., Los Angeles 57, Cal, 





plenty of volume with my other 
makes,” he said. “That’s small con- 
solation for having built up Porsche 
in this area and contributing to 
their racing promotions.” 

Joseph’s activities led to a con- 
ference between NADA officials 
and Raether, at which the 
Porsche executive promised that 
dealers who had done a “good 
service job” would not be discon- 
tinued. 

The hassle also has prompted a 
step-up in the drafting of a model 
import franchise agreement by an 
NADA committee headed by James 
C. Downing, of Atlanta, 

Belleville already has a VW deal- 
er, and thus Joseph was shut out 
of any possibilities of adding VW 
to his stable. He resigned himself 
to his fate, as cutoff day approach- 
ed, with this thought: 

“Gratitude? What’s that?” 


Staley Reveals 
Shifts in Sales 
At Chevrolet 


DETROIT. — Top-flight promo- 
tions in the Chevrolet sales organi- 
zation have been announced by 
K. E. Staley, general sales man- 












E. P, Feely L. H, Averill 


ager. The moves are effective 
Sept. 1. 

E. P. Feely, assistant general 
sales manager for the Eastern half 
of the United States, becomes exe- 
cutive assistant general sales man- 
ager, a position formerly held by 
Staley, Others involved: 

L. H. Averill, assistant general 
sales manager for the Western half 
of the United States, to succeed 
Feely. 

L. N. Mays, assistant general 
sales manager over the central of- 
fice staff, to succeed Averill. 





N. J. Johnson 


N. J. Johnson, assistant Pacific 
Coast regional manager, to succeed 
Mays. 

R. D. Lund, national sales pro- 
motion manager, to succeed John- 
son, 

F. T. Hopkins jr., zone manager 
at Wichita, to succeed Lund. 

L. E, Craig, now on special Chev- 
rolet assignments, to succeed Hop- 
kins. 

Feely, the new executive assist- 
ant general sales manager, has for 
the past 3% years directed Chevro- 
let wholesale operations, first for 
the Western half and later for the 
Eastern half. Previously, he was 
manager of the national fleet de- 
partment in Detroit and regional 
manager in Washington, D. C., and 
Flint, He has been with Chevrolet 
since 1924. 


L. N. Mays 





























see How Rambler Popularity 
Has skyrocketed In Just 3 Years! | 














Here’s Proof Why Rambler Is America’s No. 1 Sales Success Car! 


seca we RANMIBLER! 


—-------~- + 5 2 2-5 





| 

















| 

We Have the Product for the | a ane. ts Sa Ee 
‘Exploding;Compact Car Market... | or. Ne. sue wos min oe camps nome | | 
You Ha ve the opportunity: as ebligation and my inquiry will be hold tm the stlewet confidence, | | 




















AUTOMOTIVE NEWS, AUGUST 24, 1959 








Hall Executives Check Double Headlight— 


” vice-pr 





Checking the design of a double headlight at the C. M, Hall Lamp Co. headquarters 
idents; Harry D. 





in Detroit are, from left, Drew S. Holt and Eng 
Hirsch, president, and Joseph H. McCann, vice-president. 





‘If You Can Serve, You Can Sell’? ... 





50 Years as an Auto Supplier 


By Robert M. Finlay 
Editorial Director 
INCE the birth of the auto busi- 
ness, thousands of nimble- 
minded individuals have become 
entranced with the dream of rich 
rewards they might attain by hitch- 
ing their wagon to the auto maker’s 
star. There is something irresistible 
about the idea of multiplying a 
product by the annual auto output. 
This adventure has led thou- 
sands of suppliers to great for- 
tunes. Thousands, too, have ac- 
quired only ulcers, Yet all agree 
that the ride is exciting and 
rough. F 
That it also has long-term pos- 
sibilities for those who can stand 
the exhilaration is attested by C. M. 
Hall Lamp, “which is marking its 


i 50th year as an automotive supplier. 


* * ca 
ly pod all of the 50 years have been 
easy. Along the way men have 
grown weary, machinery has gone 
out of date. 
Five years ago, it looked as 





though Hall had reached the end of | 


the line. Today it is hustling with, 
youthful vigor, headed by a man a| 
year younger than the company. 

Harry Hirsch, who built a produc- 
tion reputation in New Jersey be- 
fore taking over leadership of Hall 
in 1954, works with a simple busi- 
ness philosophy towards the auto 
makers: 

“If you can be of service to 
them, you can do business with 
them.” 

Quick-witted, neryvous—he’s lost 
48 pounds since February by living 
mostly on fruit and meat—Hirsch 
says some suppliers let competition 
pass them by. 

“They try to do business with 
equipment fit for the 1920s when 





Rippy Closes Deal 


ST. LOUIS.—Ed Rippy (Chrys- 
ler-Plymouth) has discontinued his 
dealership here. Shop and office 
equipment and 20 used cars were 
sold at public auction, 








For past, present and future use in your place of 
business, the Weaver Twin Post Lift beats ’em all. 
No new model car has ever obsoleted the Weaver 
Twin Post Lift—It handles all new models —or 
older models —long, medium or short wheelbase. 
Model EC-102, is rail-less, and provides unobstructed 
chassis accessibility ... Current model Weaver Twin 
Post Lifts, with standard adapters easily handle jobs 
that can not be raised safely on other lifts. 

Because of its utility and anti-obsolescent qualities, 
the Weaver Twin Post should be THE LIFT for 
you. For complete details, see your Weaver jobber 
or write us for Bulletin No. 457. 


any make... 
any size... 
any year... 


Weaver Twin Post Lift 
handles them all! 










SERVICE EQUIPMENT 
WEAVER MANUFACTURING CO. 
SPRINGFIELD, ILLINOIS, U.S.A. 


NEW WEAVER FRONT SADDLE SPOTTING 
DEVICE (shown above) makes it fast and 
easy to correctly spot adapters under the 
proper lifting points. Operator simply. in- 
serts shift lever (A) into left (B) or right 
(C) socket to adjust corresponding adapter 
in. or out. Rear adapters have the exclu- 
sive side adjustment when required. 


Division of Detroit Harvester Company 


Complete line includes: Twin Post Lifts 

. « « Triple Post Lifts . . . Single Post 

Roll.on, Free-Wheel and Frame Type Lifts 

-.. Bum Jacks ... Cor Washers... 

Wheel Alignment Equipment . . . Jacks 

tee ee Testers . . . Brake Testers 
Wh e e a../ 3 £. 2 7 


Wheel Dollies . . . and Air Compressors. 








they should be equipped to do 
business in the 1960s.” 
* * a 

IRSCH brushes aside talk that 

it is tough to do business with 

the auto makers. 

“We aren’t competing with the 
makers,” he said, “and we don’t 
cry over business they take back. 
We expect the makers to do the 
jobs they can do efficiently. 

“We’re happy to do the ones 
they don’t want.” 

Hall records show that even in 
1909, the year the company was 
launched, business was competitive 
in the supplier field, But three 
years later, J. F. Hartz, president 
at the time, reported to directors: 

“Hall is not only in a sound and 
prosperous condition financially 
(netted $16,000 that year), but its 
product is established in the mar- 
ket and recognized by those com- 
petent to judge as the best in 
quality. 

“This is evidenced by the fact 
that our lamps are in use on the 
highest grade of cars, as well as 

by those -preducing medium- 
priced cars who are giving close 
attention to accessory equipment 
and demanding quality.” 

Three years later, the picture 
looked different, Hartz reported: 

“The lamp business no longer 
permits of large profits and we 
must in the future look to volume 
and economy of operation.” 

*~ * * 

id Dgrvesid year, 1914, dash or side 

lamps were eliminated from 
cars, cutting Hall’s business, and 
the company sought to increase 
volume by producing a lamp 50 
cents cheaper. But business was 
generally bad that year, and Hall’s 
president said the company must 
look to the lower-priced field—cars 
selling “in the neighborhood of 
$1,000.” 

Then things started to pick up. 
New tools were purchased, sales in- 
creased. The company’s stock was 
listed on the Detroit exchange in 
1916. A new plant was acquired in 
Kenosha, Wis., in 1917. 

Business went up and down in 
the ’20s, but, despite the difficul- 
ties, by 1928 Hall claimed it had 
become the largest producer of 
motor-vehicle lighting equipment 
in the world. 

After the stock-market crash of 
1929, business trailed off, but the 
company managed to stay in the 
black in the early ’30s. In 1935, 
however, the company reported 
that its field of operations was con- 
fined to the independents, with 
Ford and GM building their own 
lamps. The 1935 list of customers— 
Packard, Lincoln, Lincoln Zephyr, 
Hudson, Terraplane, Dodge truck, 
Chrysler Air Flow, DeSoto Chrysler 
Stream Line, Paige and Huppmo- 
bile. 

The war years again brought 
prosperity, and plans were made 
for the postwar boom. However, in 
the early 1950s, inefficient opera- 
tion, competition and _ shrinking 
markets started Hall on a tailspin. 

* *x ok 

N 1954, Hirsch took over a com- 

pany that was on the way to 
oblivion. 

His first job, he said, was to trim 
away the decay and plug the leaks. 

(Continued on Page 36, Col, 4) 


Blue Coral Is 32 
New $500,000 Plant 


Gets Mayor’s Award 


WHITE PLAINS, N. Y.—Mayor 
Richard S. Hendey has made an 
“Award of Architectural Distinc- 
tion” to the H. D. T. Company 
Factors, Inc., for 
its new Blue 
Coral Plant here. 

Blue Coral, 
which is celebrat- 
ing its 32nd anni- 
versary, now is 
located in a new 
18,000 square foot 
building, capable 
of manufacturing 
8,000 finis h- 
ing units per day. 

President Harry H. D.Triantafillu 
D. Triantafillu, who founded the 
company in 1927, said the new 








‘building cost $500,000, is aircondi- 


tioned and fully automated. 
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Getting San Franeiseo’s 
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ATTENTION 
THE COMBINED 
NEWS-CALL BULLETIN 


On Monday, August 10, San Francisco's two evening news- 
papers, The News and. The Call-Bulletin, were combined into 
ONE great Evening newspaper. 


It is a consolidation that makes the kind of SENSE that 
means sales DOLLARS and profits to advertisers. 


It solves the advertising problem of covering the important 
San Francisco market with budgeted dollars quickly, economi- 
cally and effectively. Now there is only ONE Evening newspaper 
in San Francisco. This means UNDIVIDED attention for your 
advertising . . . it means complete coverage of the Evening 
field . . . at one economical cost. 


It means, also, greater readership for your advertising. The 
combining of the best features of both The News and The Call- 
Bulletin into. one. interest-packed newspaper has created an 
excitement and intense reader-interest seldom equalled. 


May we suggest that you call our national representatives, 
Moloney, Regan & Schmitt, for a complete explanation of all 
the facts and opportunities now available for your advertising 


in The News-Call Bulletin. 


_— BULLETIN 


San Francisco’s ONE Great Evening Newspaper 


Represented nationally by Moloney, Regan & Schmitt 


» 


Key To The Golden Gate... 





neat spsmanany mmemomenlipamnomennnen 





























10 AUTOMOTIVE NEWS, AUGUST 24, 1959 





% %* [The Newspaper of the Industry y 
- ; 





eget. 








Publisher—George M. Slocum (1889-1949). 
Chairman of Board and President—Mrs. George M. Slocum. 


Editor & General Manager—Pete Wemhoff. Editorial Director—Robert M. Finlay. 
eg ame a C. Weed; ar are werner’ rd M. Gordon. 
Editor—Robert M. Lienert; 


Engineering Ed M, Callahan, 
Bureau Chief—William Uliman. 


Editorial Associates—Martin L. Whitmyer, Frank Gawronski, John K, Teahen jr., 
Kenneth C. Kelley jr., John E, Walsh, Agnes Stewart, Audrey Lincicome. 


Business and Advertising Manager—Richard L, Webber. 
Advertising: New York—Edward Kruspak, Advertising Director, and Howard Bradley jr.; 
Chicago—J. Goldstein, Manager, and William Gallagher; Michigan-Ohio— 


William R. Maas and Roy Holihan; Los Angeles—Robert E, Clark; 
San Francisco—Jules E, Thompson. 


Promotion & Research Director—Jared W. Finney; Advertising Production—Carol LeVeque, 
Manager; Beverly McLaughlin, Assistant. 
Office Menager—Eleanore Whalen; Circulation Dept. Manager—Lucy Matney. 
Classified Advertising Dept. Manager—Eileen Parsons. 
Mechanical Superintendent—Samuel Pinkis. 


RESIDENT CORRESPONDENTS: Akron—Joe erage Mbeya ted Buyer; Al ue 
—John D. McKee; jes gy oye T. Beaumet; Atlanta—E. C. F, 
Schwarz; Baker, La.—Ezra Ad. te Sexpee, Parent Miller Belleville—Eugene 








M. Conrad; Birmingham Ala--Stuart Riddle: Boise— rown J y Living- 
ston, Floyd. Lee Bell; buffalo—G. E. Toles; Chicago—Robert A. Kelly and Bill McCarty: 
nk Kappel; Cleveland—Sanford med 
E. K. Cates; Dayton William E. Francois; Denver—-irs Alexander; Des Moines—F. W. tasell; 
Fairbanks lerome Shel 7 mae, Fert Worth—William Stone; Galveston—Jim Kemp: 
Gary—Oliver Starr Jr.; Ham Laer Harrisburg—George Shelley; Houston— 
Ruby lio, Louis Alsager” In Ind ienapolirc Kern David G. Watson; d 
Goins . H. Houck: a A McDuff Les Angeles—blim Barnard, 
William Carroll; lie—A. Wilttorne: Lowell Pampa Tm Sampas; Madison—John 


ard; Manchester, N. Guy Langley; Marthaville, La.—E. £. Gentry; Miami—G, S. 
Connell Milwaukee—Benn Oliman; _ Minneapolis—Donald Lyons; M Ala.—William 
New pase goes; New Orleans—Gordon Hebert; "Nes Yor’ Ed Brown; 
Norfolk" Kansas City—Larry E. y nson; Saltend Steve Still; eg 
Peoria—Gene Boo 





aoe Omaha—A. R. Oleson: Pawtucket, R. I.—T. L. Forbes; 
e—Allen mers; Phoenix—Sheldon A. Engel: Plitsburgh--L- M. Leffingwell, i Pea 

Arthur—Gary Sreddcct P Ore.—E. W. Peterson; Providence—R 
eta 7 stiltwolls Roche N.'Y.—Ted Secramento—Bob Skillicorn; Sater } sa 
K. Haskell; Salt’ Lake City—Dan Valentine, WF. Smiley; San Antonio—J. H. Reed; 
san haa gon Pinto a 9 tows gee ~ sane a: Sorne: 
Scranton—Gene leman; Seattle—Martin Trepp; ass n er; ng- 
ield, ti.—C, c. Hall; South Bend—L. E. Dunkin: Spartanburg, $. C.—L. Bray; St. Louis— 
jam X. Hurst; Tacoma—Robert E. Sconce: Tampa—C. C. Hamm Jr.; Weles-—tlctgoret Shea; 
en Kans.—G. M. Hunholz; Worcester—Sidney Dorfman: 





an Mep—Wein Ra 





FOREIGN CORRESPONDENTS: European Corres a Ciaran: | is, Bel- 
lohn W. wren PF ae et gt te 4m i Yee pe ‘ cr Uving 
ico City—Douglas Grahame; jan, Italy—Antoni orda entrees es Larochelle: 

tee Sg Sydney, é fuses ang dhe Flet cher; Tokyo—Stuert Griffin: T Toronto— 
er, _ erton 


Subscription: United Stat and Canad two $16. 
All other countr one, yoor $18 $13, = re he ee List. 
Copyright, ise, 5 ook Publishing to. Inc. All Rights” 
Act of March 3 


Entered as second-class matter Post Office, Detroit, under 
Member Audit Bureau wt ch Circuations ond the Asseciated Business Publications” 
Advertising Rate: See Standard Rate and Data, or write for rate card. 
AUTOMOTIVE NEWS PLATFORM 
1 !. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar font and oil taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom. which made the U. S. A. 
tong hed gave Ag citizens more of the better things of life than anywhere 
else e worl 














AUTOMOTIVE 








Capsule Comment 


New-car dealer profits continued to improve during the 
second quarter, raising first half net to 2 percent of sales, 
the highest level since the banner first half of 1955, NADA 
reports. 

And, to think, just a year ago the nation’s dealers re- 
ported a net loss of 0.1 percent in the first half. 
* * 


Noting that all indices point to continuing growth of 
new-car sales in 1960, NADA President H. L. Galles jr., 
forecasts that production will average 6.3 million cars 
annually for the next five years—could reach 13 million 
yearly by the year 2,000. 

Oh, well, a lot of us won’t be around to see how Herb’s 
2,000 prediction comes out. 


Used-car stocks in new-car dealer hands rose last month 
to slightly over a 30-day supply, whereas it was a 26-day 
inventory a year ago AUTOMOTIVE NEws compilations show. 

With the compact cars due soon, this situation could be 
dangerous for dealers’ agate, 42 


Dealers never had so many service prospects to work 
on—over 1,600 cars on the road for every franchised 
dealer in the nation, the latest Census Bureau figures 
show. 

And never was the opportunity so great to assure a 
steady flow of profit -_ peated prospects.” 


People of all sorts, both siieeunalive and non-automotive, 
have been having a field day for the past year or so com- 
menting on the need, dimensions, etc., of the compact cars 
soon to be introduced by American makers. 

Within a few months we'll be able to find out who was 
correct, if anyone can remember what was predicted. 
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Coming 
Events 


Dealer Conventions 


Any. 23-26—Automobile Dealers Assn. of 

est Vir inia, Greenbrier Hotel, White 
Sulphur Springs, W. Va, 

Sept. 45—Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, 

Sept. 13-1S—Wyoming ‘Automobile Deal- 
ers Convention, Casper, 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul 

Sept. 20-22—36th Annual Convention, New 
York State Automobile Dealers. The 

ncord, Kiamesha Lake, 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroedee Hotel, Milwaukee, 

Sept. 27-28—New Hampshire Automobile 

ealers, Mount tae pga Hotel, 
Bretton Woods, 

Oct. Il- Pr A ‘Trade Assn. of 

pt aap John Marshall Hotel, "Rich- 


od. "47-19—Texes Independent Automo- 
bile Dealers Assn., Hilton Hotel, San 
Antonio. 

Oct, 18-20—Florida Automobile Dealers 
i Hotel Robert Meyer, Jackson- 
vill 
Oct, y my tere ge Mp, agg Deal- 
ers Assn ulsa 

iT Rusometive Trades 
Assn... Statler- Hilton. 


Nov. 15-17—Mississippi Antonie Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec, 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 


ity. 
Jan. 17-19—National Independent Auto- 


mobile Dealers Assn. (3th Annual 
ae, Eden Roc Hotel, Miami 
Jan. Deeb, 3—National Automobile Deal- 


Automotive Cartoon 


Of the Week 




















"Hey, look! The small cars have arrived!" 
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ers Assn., Washington, D. Cc, 
Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
Apr. 24-26—Automobile Dealers Assn, of 
Alabama, Buena Vista Hotel, Biloxi, 
Miss, 
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Auto Shows 


oF. 2 2-12—Paris Auto Show, Grand Palais, 
‘aris 
Oct, 9-25—Texas State Fair Automobile 
Show, Dallas. 
21-25—International Foreign & Sports 
Cor Show, Commonwealth Armory, Bos- 


ou” 21-31—44th Motor Show, Earls Court, 
Leadae England. 
—International ‘500 Motor 
Sports Show, 2 erga Memorial Audi- 
ont Des Moin 
31-Nov. I1—4ist International Motor 
wow, i serie, Italy. 

Nov. 22—San Francisco Imported Car 
a “io Hall, San Francisco, 

Nov. 13-22—Los Angeles Auto oe, Pan 
Pacific Auditorium, Los Ange 

Nov, 14-21—Philadelphia Bae ay Sow, Phil- 
Net or 

N 1-29—Cleveland Auto Show, Public 
Auditorium, Cleveland. 

Nov. 30-Dec.' enver Automobile Show, 
Denver Coliseum, Denver. 

Dec. 1-6—Tampa Auto Show, Fort Homer 

Hesterly Armory, Tampa 

Jan. -10—Birmingham A Auto Show, Bir- 
min om Ala. 

Jan. 4-16—Pittsburgh Auto Show, Hunt 
ow nll gr Armory, East Liberty, 
i 

Jan. 9-16Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo, 

Jan. 9-17—Buffalo Auto Show, 
Avenue ‘ , Buffalo. 

Jan. 16-24—5. "Annual Chicago Auto 
re pve Hes Amphitheatre, Chi- 


Pony 930-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan, 24-28—International Foreign '&k Sports 
Cor Show, Dinner Key Auditorium, Mi- 
Feb. bt Detroit Auto Show, Artillery 


Fes ™{0-13—Automotive Service Industries 


Maston 


Assn. Show, Coliseum, New York. 
ome. © 
General 

Sept. 14-17—National Farm, Construction, 


and Industrial Machinery: Meeting, Pro- 
duction Forum and Display, Milwaukee 
Auditorium, Milwaukee, 

Se 16-17—Annual Meetings American 
ie Casting Institute and Die Castin 
Research Foundation, Edgewater Beac'! 


Hotel, Chicago. 

Sept, 25-27—Detroit Section, SAE, Green- 
brier Hotel, White Sulphur Springs, 
West Va. 





Letterbox 





used if you so request 





‘Backward Look ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 


? 











How Times Change 

Old Henry Ford and P. T. Barn- 
um had little in common, but un- 
doubtedly P. T. would sell cars this 
way, too. 

The Ford-sponsored TV commer- 
cials show that arrows fly straight, 
with the arrowhead weight in 
front, when “steered” by feathers 
at the rear. This is to emulate 
front-engine cars. But when the 
arrowhead weight is moved to the 
rear of the arrow (supposed to be 
the rear-engine), the steering ef- 
fect of the feathers is lost. 

Primitive BB ar om age I aero- 
dynamics, -tunnels and even 
test-tracks, knew this, so he de- 
vised the slingshot, sans feathers, 
but affording considerable accur- 
acy. Here I should quote the 

Biblical description of David who 

smote Goliath, but lack a Bible 
in the office (where the Irish 

notary says: “Raise your right 
mind and being of sound under- 
standing do you solemnly swear 
...” or something to that effect). 

More than 20 years ago, the late 
William B. (Bill) Stout, who head- 
ed the Stout Aeronautical division 
of Ford Motor Co., built about 
1,000 Scarab cars, with Ford V-8 
rear engines. They sold for about 
$5,000 each, and were prized by 
their owners. Bill drove me around 
White Sulphur Springs in his 
Scarab during the SAE annual 
meeting at the Greenbrier there in 
1937 or 1938. 

It was rumored that he was ex- 
perimenting for Mr, Ford. Never 











34 Years Ago 





The Big Stories 


The first issue of Automotive Damy News is published. The new 
periodical pledges “its energies and its voice to faithful service, timely 
and continuous, asking in return only to be regarded and esteemed as 
an honest and dependable organ, and as such to merit the confidence 


of those it serves.” 


The 1926 Model T Ford is described by Ford Motor Co, as having 
“longer lines,” “lower from roof to road,” “complete new design” and 
“larger and more powerful” brakes. Runabouts and touring cars will 
be available in black only. Closed cars will come in a “variety” of 


colors: Black, green or maroon. 


Among cars making biggest gains in sales penetration are Star, 


Essex, Maxwell and Jewett. 


A year-old Chevrolet coupe averages $300 on the used-car market; 


Cadillac, $2,000; Packard, $2,100. 


From the Files of Automotive News 











did I experience such comfortable 
and quiet performance, with a feel- 
ing akin to coasting. You know the 
feeling of coasting with engine 
turned off, down grade or on the 
level? That was the impression 
downhill, but coasting uphill was 
a new sensation. 

Stout explained it in the re- 
moval of engine noise, heat and 
vibration to the rear, and better 
balance attained thereby. I recall 
walking around the Scarab after 
the drive over the hills, wonder- 
ing how such a small car could 
feel so “heavy,” like a 4,200- 
pound 
When I questioned the existence 

of pig-lead bars along the frame 
to increase the weight, Bill laugh- 
ingly remarked that we did not 
trim a ship (airplane) by loading 
the nose or the tail, adding a wry 
comment about young engineers 
getting funny notions, etc. You 
who knew Stout can appreciate 
that one. 

But now, if ever I ride in a 
nearly empty bus, with its very 
heavy diesel engine at the rear, 
and its ample “freeboard,” or ef- 
fective sail-area exposed to cross 
winds, I shall sit up front near the 
driver to help balance the bus, in 
the interests of safety, and “under- 
steering” upon which the driver de- 
pends. 

Undoubtedly, Barnum was right. 
—Enrwin L. Scuwart, P. O. Box 384, 
Atlantic City, N. J. 

* 


Who’s on First? 

There is a news item quoting 
you in this morning’s paper stating 
that Chevrolet this week was the 
first motor car passing the million 
mark this year. 

Last week or the week before 
on my TV, I saw someone making 
delivery of the millionth Ford to 
a man and his wife. 

I do not own either car, have no 
stock in either company and am 
in no way interested in the suc- 
cess of either. However, I can’t see 
how both of these reports can be 
right. 

Will you please put me straight? 
—JoHN M. THomason, 1015 South 
llth St., Birmingham, Ala. 

Eprror’s Note: Chevrolet be- 
came the first manufacturer to 
produce its millionth car of the 

1959 calendar year; Ford sold its 

millionth car of the model-run 

year. 





er iced 
































Published monthly by Universal C.1.T. Credit Corporation, the Sales Ticker contains items of interest to automobile dealers and salesmen. 





Bail Bond Safeguard 
Often is Most Valuable 
Coverage in Package 


CASE HISTORIES 
PROVE BENEFIT 








Although the Bail Bond feature of 
the complete Universal C.I.T. Time 
Purchase Plan is sometimes regarded 
as “frosting on the cake’’ by inexpe- 
rienced automobile salesmen, the fact 
is, that when it is needed, it can be the 
most important part of the plan for the 
customer involved. 

For example, a customer was travel- 
ing through a small town in Texas not 
long ago when a motorcycle attempted 
to pass him on the right. An accident 
followed, causing a slight injury to the 
motorcycle driver. Because the cus- 
tomer was not a resident of the county 
in which the accident occurred, the 
constable arrested him, charged him 
with careless driving, and set bail at 
a high figure. 

The customer suddenly remembered 
that he had the Bail Bond Certificate 
provided under the Universal C.I.T. 
Plan. He contacted the local agent who 
provided the bond, and the customer 
was released. The customer was “tick- 
led to death” that he had this benefit, 
and couldn’t thank his dealer enough 
for providing it. 


Other Cases Cited 


In Pontiac, Michigan, a customer 
was involved in a fatal accident and 
was held on charges of manslaughter. 
A Bail Bond was posted, and the man 
was released pending his trial. He was 
subsequently proved to be innocent, 
but would have had to remain in cus- 
tody were it not for his Bail Bond 
protection. 

In St. Louis, a customer’s daughter 
was arrested and jailed for speeding. 
The customer contacted National Sure- 
ty, bonding agent for this coverage, 
and the daughter was quickly released. 
The customer later called her dealer 
and expressed both her appreciation 
for the help and quick service and her 
thanks for having the Bail Bond Cer- 
tificate included in her financing ar- 
rangements. 

These are only a few of the cases on 
record where customers found that the 
Bail Bond benefit was a priceless pro- 
tection. Contact your own local Uni- 
versal C.I.T. branch for case histories 
in your own area. Cite the cases de- 
scribed above to any customer who is 
skeptical about the value of this fea- 
ture of the complete C.I.T. Time 
Purchase Plan. The complete Plan is 
designed to help you build lasting cus- 
tomer satisfaction. 








SERVICE LEASING PLAN DOUBLES 
PROFIT FOR DEALER ON FLEET 








A GARDEN 


First, we should plant five 
rows of peas: 
Presence... promptness... 
persistence... purpose... 
privilege. 
x * * 


Second, three hills of 
squash: 

Squash gossip . . . squash 
indifference .. . and 

squash unconstructive criticism. 


x *« * 


Four rows of lettuce: 
Let us be faithful .. . 
Let us govern our lives on loyalty 
and truth 
Let us be true to our obligation... and 
Let us be fair to one another. 


x « * 


Five rows of turnips: 

Turnupatevery place of opportunity... 

Turn up with new ideas... 

Turn up with a smile... 

Turn up with enthusiasm .. . 

Turn up with a determination to be 
constructive. 








You may win $50 by 
sending a unique sales idea to: 
Sales Ticker Editor, 

650 Madison Ave., 

New York 22, New York 





SALE THAT ALMOST GOT AWAY 





Lease proposal wins customer back 
while it brings in unexpected revenue 





DOWNEY, CALIF.—The Service Leasing Plan came to the aid of an auto- 
mobile dealer recently in a typical example of a rescued fleet profit. 

The twist was that the dealer ended up with double the profit on leasing that 
he would have made on a straight sale. Here’s what happened: 

Downey Ford, of this city, was asked to bid on a fleet of 22 half-ton panel 
trucks for a large oil company in Los Angeles. Soon afterward, the company 





Service Fire Adjuster 
Claims New World’s 
Record for Speed 


What is probably the world’s fastest 
handling of an automobile collision 
insurance claim occurred recently in 
Birmingham, Ala. A Service Fire Ad- 
juster was driving along on the way to 
a dealership when the car in front of 
him ran into another one at an inter- 
section right in front of Kirksey Motors, 
Inc., who sell Universal C.I.T. Financ- 
ing and Service Fire Insurance. The 
hood had flown open, breaking the 
windshield. The Adjuster jumped out 
of his car and ran to see if anyone was 
hurt. No one was. 

The Adjuster asked the man if he 
was insured. Yes, you guessed it—he 
had Service Fire Insurance and had 
bought the car from Kirksey Motors. 
So, into the dealer’s shop they went. 
The Adjuster estimated the cost of 
repairs, the Service Manager agreed, 
and before the glass had been swept 
away, the claim was completely ad- 
justed to everyone’s satisfaction. Can 
anyone beat that record? 











STATE CITY 


West Virginia White Sulphur Springs 
Maine Rockland 

Connecticut Hartford 

Minnesota St. Paul 

Colorado Colorado Springs 
Kentucky Kentucky Dam Village 
New Jersey Atlantic City 

New York Kiamesha Lake 
Wisconsin Milwaukee 


New Hampshire Bretton Woods 





See you at... the Universal C.I.T. Hospitality Suite 
at the following State Dealer Conventions... 


HOTEL DATES 
Greenbrier August 23, 24, 25 
Samoset September 4, 5, 6 
Statler September 10, 11 
St. Paul September 14, 15 
Broadmoor September 20, 21, 22 

— September 20, 21, 22 
Haddon Hall September 20, 21 
Concord September 20, 21, 22 
Schroeder September 21, 22 
Mt. Washington September 27, 28 











became interested in the idea of leasing 
rather than purchasing their trucks. 
This meant the dealer was about to 
lose the entire fleet order. 

Says Ralph Graham, Vice President, 
“In desperation, we called in your local 
representative, requesting that he con- 
tact this oil company on your leasing 
plan. As a result, we leased this com- 
pany all of the 22 units at double our 
original bid, and received a finder’s fee 
for units which they purchased out- 
side of our territory. 

“We hate to admit that this com- 
pany also took delivery of some com- 
petitive make trucks under your lease 
program, for which we also received a 
finder’s fee for each of these units.” 


Why The Customer Leased 


The customer in this case, Cromwell 
Oil Company of Beverly Hills, is so 
well pleased with the plan that it now 
has in excess of forty trucks and cars 
under a Service Leasing Plan. Explains 
Robert H. Cromwell, Jr., Vice Presi- 
dent, “The cost of buying these addi- 
tional trucks plus our investment in 
our present fleet would tie up valuable 
working capital that could well be 
used in the operation of our growing 
business. It was then that we decided 
toinvestigate the possibilities of leasing. 

“Frankly, we checked all the leasing 
plans that were offered to us and after 
weighing all features very carefully, 
selected your plan. We were impressed 
by the simplicity of the operation and 
your ability to purchase trucks and 
cars for us anywhere in the United 
States. The deciding factor, however, 
was your low monthly cost. Your pur- 
chase of these trucks at a definite 
standard markup from dealer’s cost 
enabled us to compute our monthly 
leasing cost to the penny.” 

This is another typical example of 
how dealers are putting the Service 
Leasing Plan to work saving profits 
that otherwise would have been lost. 
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This is how ordinary tires are built. 
To get satisfactory wear, a “hard” 
rubber is used in the tread. But this 
gives a harsh ride. So the ride must 
be softened by using a “soft” rubber 
in the carcass. 


Here’s the tire built with NO- 
SHOCK Rubber—a “soft” rubber in 
the tread with outstanding mileage. 
This makes it possible to use a 
“hard” rubber in the carcass — for 
added strength and stability. 


NO-SHOCK Rubber is super-supple — molds 
itself to road irregularities — envelops them — 
flows over them. Gives any car a “big car’’ feel! 
Makes the road feel soft as a “Red Carpet”! 


NO-SHOCK Rubber even banishes the billions 
of tiny “high frequency” vibrations that cause 
driving fatigue on long trips. Smothers a million 
jolts a mile! 








NO-SHOCK Rubber doesn’t scuff out its life on 
sandpapery road surfaces. Gets down into the 
road. Grips better. On top of that, you get a bo- 
nus of one extra mile of tread wear in every six! 


NO-SHOCK Rubber doesn’t emit nerve-rack- 
ing squeals on turns — doesn’t screech when 
brakes are applied in sudden stops — even ab- 
sorbs road hum at turnpike speeds! 


-¥ 
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absorbs the bumps! 
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LESS SCUFF 


wears longer! 


SOAKS UP VIBRATIONS 


cuts rider and driver fatigu: 


U.S.ROVAL & TIR 








U.S. Royal proudly announces the 
smoothest ride ever achieved in automo- 
bile tires — a ride that gives a luxurious 
“big car” feel. 


This new Red Carpet Ride is the direct 
outcome of an exclusive new rubber com- 
pound developed by U.S. Royal engi- 
neers—called NO-SHOCK Rubber. 


Born of new polymers, new processes, 
and new production techniques’, this 
super-supple rubber literally reverses the 


SMOTHERS A MILLION JOLTS A MILE! 


ey es 


& 
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traditional use of rubber in tires. 


This advance brings even finer per- 
formance to the famous U.S. Royal 
Safety 8 — original equipment on Amer- 
ica’s finest new cars — because NO- 
SHOCK Rubber gives new riding com- 
fort, new traction, new stability, new 
control... plus greater mileage. 

Many of the 1960 cars will be riding 
on this new tire advancement. 


*Advanced Bagomatic Curing and Pressure Tempering 
—both pioneered by U.S. Royal. 








Rockefeller Center, New York 20, N. Y. 
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AUTOMOTIVE WASHINGTON 





Income- I'ax 


Best Aid for 





Relief Seen 


Small Firm 





i William m Ullman 


A 


GROWING number of inmabars in both parties are 
convinced that the best way to help the small business- 


man is to eliminate the income tax on earnings that he 





plows back into his firm. 


While this would decrease | 
Government revenues for a time, | 
many Congressmen feel it would) 
increase Federal 
receipts in the 
long run by pro- 
viding new jobs 
and keeping more 
small firms off 
the rocks. 
Several bills 
embodying the 
“plow-back” prin- 
ciple have been 
introduced in the 
Senate and House. 
One of the most 
HR 2, the Curtis-Ikard 
would allow a business- 
man to aston from his taxable in- 
come an amount equal to the addi- 
tional investment he made in his 
trade or business during the year. 
The amount could not exceed $30,- 
000 or 20 percent of the firm’s as- 
sets, whichever is smaller. 
Concern over the burdensome 
taxes on small firms has increased 
in Congress since announcement 
by the Small Business Administra- 
tion that smal] business failures 
reached depression levels during 
1958. 





: 


Nearly 15,000 firms closed last 
year, more than in any year since 
the 1930s. The failure rate of 56 
per 10,000 in 1958 also was the 
highest since depression days. 

aa ~ 


Tax Relief Called Must 


MMENTING on these failures 
in House debate, Rep. Tom 
Steed, Oklahoma Democrat, de- 


“Existing tax laws must be re- 


emergency, leave the lit- 
businessman far more 
than his share of the burden.” 

The lawmaker said the No. 1 
problem facing small firms is the 
impact of taxes which make it dif- 
ficult to accumulate working capi- 
tal or capital for expansion. 

One of the authors of HR 2, Rep. 
Thomas B. Curtis, Missouri Repub- 
lican, told his colleagues hig bill 
oo the “seed-corn philoso- 
phy.” 

Pioneer farmers, he explained, 
tried to save enough seed corn to 
Plant two acres where they had 
one before, 

“It is from this principle of keep- 
ing back the seed corn that this 
great country has grown,” said 
Curtis. “Yet today our tax struc- 
ture actually imposes a tax upon 
the seed corn. It imposes a tax 
upon this srowth.” 6 


Auto Excise May Linger 


vos compromise highway-fi- 
nancing plan approved by 











MR. SALES MANAGER! 





You'll find ST. CLAIR INN, just 50 
miles upriver from Detroit, THE 
place for good sales meetings! 
Everything you need plus resort 
atmosphere and complete controll 
Contact Creighton Holden or Mrs. 
Margaret Nelson. 


St. Clair Inn and Country Club 
OPEN ALL YEAR .. . ON THE SCENIC ST. CLAIR RIVER } 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN ¢ dial FA 9-2222 
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House Ways and Means nails down 
the “emergency” auto excise tax 
for another five years at least. Un- 
der the compromise, the Highway 
Trust Fund will get half of the 10 
percent auto excise and five-eighths 
of the 8 percent tax on auto parts 
for three years beginning July 1, 
1961, This means that Congress will 
be unlikely to tamper with auto ex- 
cises before mid-1964, 


The excise tax on trucks is not 
@ part of the new highway-fi- 





nancing proposal, although truck- 
ers use highways, too. 

The rest of the compromise plan, 
of course, calls for a one-cent hike 
in the Federal gas tax for 22 
months. Now that the House com- 
mittee has finally agreed on some- 
thing, it is clear that as far as the 
motorist is concerned, it might 
just as well have gone along with 
President Eisenhower’s plea for a 
1%-cent increase in the gas tax. 

In the final analysis, the car- 
owner is going to be stuck anyway, 
whether he pays for the Federal 
highways at the gas pump or when 
he buys a new car or carburetor. 

* * os 


Tough Labor Bill Hailed 


Bans groups are cheering 
House approval of the Land- 
rum-Griffin labor reform bill, but 
they also are concentrating forces 
to keep the measure tough when it 
emerges from House-Senate con- 
ference, The Senate’s version, pass- 
ed last Apr. 15, is much milder. 

NADA warned its directors not 
to “run out of steam.” 


The association told them, “We 











V, 








by sey 


SOUM 


“Just what we need! Grandpa 
chews tobacco, and...” 





have already been assured by the 
President . . . that he will sign 
into law HR 8400 (Landrum-Grif- 
fin) if it is presented to him by the 
Congress. Therefore, we now have 
only one remaining round to fight 
to win a complete victory. We 
must have our bill reported out by 
the Joint Conference Committee.” 

The U. S. Chamber of Commerce 





also cautioned businessmen against 
taking it easy. “Bear in mind,” said 
the Chamber, “that what you did 
last month or even last week to 
support labor legislation may be 
forgotten as the tense, dramatic 
fight reaches the showdown. In 
other words, this is no time to re- 


lax.” 
a * aa 


Sticker Tampering Alleged 
A WASHINGTON policeman and 

the Federal Bureau of Investi- 
gation worked together here to ar- 
rest a used-car dealer charged with 
altering the maker’s price sticker 
on new Cadillacs. 

The policeman signed an affi- 
davit stating that cars on the lot 
bore price labels with the serial 
numbers and the names and lo- 
cations of the original franchised 
dealers removed. 

Later, the FBI made the arrest. 
The used-car dealer pleaded not 
guilty, and his jury trial has been 
set for Oct. 1. If found guilty, he 
could be fined up to $10,000, or re- 
ceive 10 years in prison, or both. 
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MISS SHERRY SUZANN WOOD 
1959 “Miss Indianapolis” 


Ranks 30th nationally in population 
Ranks 22nd nationally in Automotive Sales 


Sources: Sales Management, 


May 1959 A.B.C. 12/31/58 
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How They're Pushing Sales... 





Dealer Ad Ideas 


Used Cars and Washers 


Te Electric Co. helped Mc- 
Mahon Ford Co., St. Louis, get 
rid of some of its ’50, 51 and ’52 
models, Tipton offered a free car 
to purchasers of RCA Whirlpool 
automatic washers. 

The ad said the cars had been 
purchased from McMahon and that 
the dealership would allow $500 for 


each one on a new ’59 Ford. 
* * * 


Benighted 

T WAS 2 am, when the final 

inning ended and the Alaska 
Sales and Service (Cadillac-Chevro- 
let) team of Anchorage had won 
the annual “midnight sun” classic 
here, 16-6. 

The victorious team sponsored by 
the Anchorage car dealership rep- 
resented the Anchorage baseball 
league in the unique ball game 


ing and early morning hours with- 
out the aid of artificial light June 


21 and 22. 
* a * 


Dealer, FTC ‘in Tune’ 

COTT CHEVROLET, Oklahoma 

City, In an ad in an Oklahoma 
City newspaper, paid tribute to the 
Federal Trade Commission “for 
stating plainly and authoritatively 
what we have been saying for 
nearly a quarter of a century.” 

The ad cited an FTC alert to 
Better Business Bureaus against 
retail pricing deception. 

The FTC called for an end to 
false savings claims, artificial 
markups, phony comparative 
prices, special sales prices that 
aren’t really specials, phony fac- 
tory or wholesale pricing and ficti- 
tious preticketing. 

Scott pointed out that its cus- 


]|a dealer that in nearly a quarter 


of a century has never resorted to 
gimmicks, comeon lures, misleading 
claims or other forms of advertis- 
ing intended to deceive the pro- 
spective car buyer.” 


Wait and Switch 


Bort sae, Et, Atlan- 
ta, has inaugurated a new 


7 


The name of every customer who 
purchases a ’59 Rambler at Bob’s 
is placed in a box. At the end of 
each month one of these names is 
drawn. The lucky winner will re- 
ceive a 60 Rambler of compar- 
able model to his ’°59 model with- 
out any 


‘No Fast Talkers Here’ 


“MEX of integrity sell for Bill 
Hoffman Pontiac,” declared 
the Tucson (Ariz.) dealership in an 
advertisement which featured a 
picture of its 10-man sales staff. 

“You'll find no flashy, fast-talk- 
ing, high-pressure salesmen here,” 
copy continued. “These men look 
upon their jobs as a profession, a 











played completely in the late even-| tomers “recognize the integrity of! dignified career . . . Each is de- 





sirous of providing the kind of ad- 
vice and service that makes friends 
for years to come... 

“Behind these men are quality 
dealership policies—the finest facil- 
ities, service equipment and per- 
sonnel . . . See for yourself. Stop 
at Bill Hoffman Pontiac today. 
You'll enjoy your visit.” 

+ * * 


Camera Offered with Car 


RO MOTORS, Cincinnati, offer- 

ed a free Polaroid Land cam- 
era with the purchase of any new 
Hillman or Sunbeam at its four- 
day grand opening om. 


e es 
Rolling in Style 
$15,000 Rolls Used to Cart 
Gas Heaters Around 
A the glamor has not gone 
from selling. Locke Stove Co. 
bought a $15,000 Silver Cloud Rolis- 
Royce from Allied Motors, Inc., 
Kansas City, to carry its latest gas 
heaters to trade shows, conventions 
and home shows. 
Driven by Locke representatives, 
it is parked in front of the hotel 
or convention hall where the meet- 





ANAPOLIS >> IN TOP FORM 
GGER ang BETTER AUTOMOBILE SALES! 


\ 


200 Automobiles will be SOLD in Indianapolis During 1959 


In January, 38,800 families stated that they will buy an automobile in 1959. Figures over 
the years indicate that this is a conservative estimate. A comparison over a five year period 
between the Consumer Analysis (an annual field study conducted in January) and year-end 
records of the Indianapolis Auto Trade Association show that anywhere from 33% to 84% 
More PEop.e Buy cars than were able to predict such purchases earlier in the year. IMPULSE 
Buyinc Cannot BE Forecast . . . but it can be influenced by effective advertising. 


any 2-Car Families as the National Average 


Annual Automotive Store Sales in metroplitan Indianapolis total more than $180 million 
dollars. Here’s an auto-minded, mobile market where 84% of the families own an automobile 


.. . of these families, 22% own two or more Cars. 


ndable Income... more than $1.3 Billion Dollars 


Yes, you’ll sell more automobiles in Indianapolis because family income is high. In addition, 
Indianapolis is BIG . . . 659,600 population. Employment and income is steady, Indianapolis 
is unsurpassed for diversification and balance of industry and agriculture. With all these ad- 
vantages, make Indianapolis a ‘“‘must” on your newspaper list. 


STAR and THE NEWS as your Major Media 


They’re Indiana’s leading newspapers with unmatched, saturation coverage of the metropoli- 
tan area and 54.9% coverage of the 45 county trading area. Total daily circulation . . . 
377,174. Total Sunday circulation . . . 322,041. 


: ye 
THE INDIANAPOLIS STAR €e#z 
YOUR FIRST TEAM FOR SALES IN 


THE INDIANAPOLIS NEWS 













ing takes place. It also is loaned 
to Locke dealers to take wives and 
prospective customers for a ride. 

Use of the Rolls has attracted 
great attention in every town it 
visits. 

Between conventions and home 
shows, the Rolls is loaned to the 
company’s wholesale distributors. 
Their salesmen also use it to make 
calls on dealers and gas utilities. 

If a dealer is interested in seeing 
a new gas heater, he is 10 times 
more interested in seeing it in the 
back seat of the Rolls, Locke offi- 
cials contend. 

“I suppose the use of a Rolls- 
Royce to carry a sample model of a 
gas-heater line around in calls 
upon dealers is a unique undertak- 
ing,” said James E. Baker, Locke 
advertising and sales promotion 
manager. “We cannot find any evi- 
dence that it has previously been 
done.” 

* * * 


‘Totem Pole Specials’ 
EWETT-FORD, INC., Lewiston, 
Me., ran a half-page advertise- 

ment in local newspapers featuring 

“Totem Pole Specials.” 

At the top of the ad were draw- 
ings of totem poles, below which 
were photos of the firm’s personnel 
wearing Indian headgear. Norman 
Bouvier was called the “Car Chief,” 
Arnold Smith the “Truck Chief,” 
and the others “Sales Chiefs.” 
Hazen Jewett, head of the firm, was 
listed as “Chief Chief.” 

“Save wampum, keep ’um scalp” 
was the sales slogan of the firm, 
which also sells the Austin and 


Austin-Healey. 
* * * 


° 9 
Buy Now’ Theme 
es 

Pushed in Toledo 
By Dodge Dealers 
bed PAYS to Buy Now in Toledo” 

was the theme of a recent five- 
week advertising campaign con- 
ducted by the Dodge Dealers’ Re- 
tail Selling Assn, in Toledo. 

For the first three weeks, the 
campaign was supported by 1,000- 
line ads each week in the Toledo 
Blade and Times, and by a heavy 
schedule of one-minute radio spots. 

Business showed a marked up- 
swing during the first three weeks 
and the dealers extended the cam- 
paign for two weeks with 1,000- 
and 400-line ads each week in both 
papers. 

Association members include 
Gingrich Bros, Motor Sales, Inc., 
Perrysburg, O.; Peck-Sulier, Inc., 
Toledo; Seltzer Motors, Inc., Tole- 
do, and Sylvania Auto Sales, Inc., 
Sylvania, O. 

‘* * 


* 
A Look into the Past 


ASON MOTORS (Ford), Long- 

view, Wash., turned back the 
pages of time in announcing a sale 
in observance of the firm’s 45th an- 
niversary, 

The ad carried a photo of J. W. 
Mason as he looked in 1914 when 
he established his first Ford deal- 
ership, Raymond Auto Co. Another 
photo showed a front view of the 
original dealership. 
ou ere. goal was 

new-car sales over a 45-day pe- 
riod. Carrying on the “45” theme, 
Mason offered $45 to the adult who 
came closest in guessing the weight 
of a 1914 Ford on display in the 
showroom, 

The figure 45 also showed up 
many times in the advertised prices 
of used cars, 








WESTERN 


WRECKERS 
3-4-5 TON CAPACITIES 


——— 





For All Vehicles— 
DODGE © CHEVR 


WILLYS © FORD 
OLET © GMC 


from $350.00 "'—+.0.8. 


STATE AND LOCAL DEALER INQUIRIES 
TAXES EXTRA INVITED 





WESTERN WRECKER DIV., Dept. ANS-24 
MOTORS CORP. 


DOUGLAS 
1234 N. 62nd St., Milwaukee, Wis. 
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Highways and Safety... 





Students to 


Draw Up 


Anti-Accident Drive 


Announcement of a National Stu- 
dent Traffic Safety Conference, de- 
signed to enlist the aid of the 
nation’s high school students in an 
allout war against 
traffic accidents, 
has been made 
by the National 
Education Assn. 
Commission on 
Safety Education. 

This new ap- 
proach tothe 
problem of traf- 
fic safety, says 
the Commission, 
is made possible 
by a grant from . 
Firestone Tire and Rubber Co. 

High 


can put into effect in their own 
schools and communities to help 
cut down traffic accidents and 
aid in the development of proper 
driving attitudes. 

“We at Firestone have been in- 
creasingly concerned with Ameri- 
ca’s growing traffic problem,” said 
President Raymond C. Firestone. 
“It is our opinion that the ultimate 
solution to this problem, which is 
claiming up to 40,000 lives each 
year, is in our youth. 

“We have every confidence that 
the youngsters of America, with 
the proper guidance, can make an 
invaluable contribution to highway 
safety and that is why we enthusi- 
astically are supporting a program 
for youth that properly originates 
in our schools under the supervi- 
sion of qualified educators.” 

To date, says the Commission, 
school, community and in same 
cases, statewide groups of teenag- 
ers have been organized to combat 








the increasing ‘toll of traffic acci- 
dents. among themselves and 
others. The efforts of these groups 
have in the past been weakened by 
lack of a plan which would permit 
these youngsters to join forces with 
other student groups to compare 
notes on what they have learned 
by experience in their respective 
communities. : 

Student delegates, with the 
help of professional traffic safety 
specialists, plan to map out an 
action program to include groups 
already organized and as many 
more high school students 
throughout the country ag pos- 
sible. 


Primary goal of the conference, 
Safety Commission officials point 
out, is to encourage students to 





American Enka 
Announces New 


Tyrex Tire Yarn 


NEW YORK.—American Enka 
Corp. announced that it is produc- 
ing, in preliminary commercial 
quantities, an improved Tyrex vis- 
cose tire yarn. 

The yarn is to be offered to the 
rubber industry for shipment dur- 
ing the third quarter of 1959. It will 
be available ‘in 1100 denier, 1650 
denier and 2200 denier in quantities 
of 5,000 to 25,000 pounds, according 
to individual companies’ require- 
ments. 

Enka said production of its pres- 
ent yarns in the Tyrex level has 
increased steadily and now is more 
than twice what it was in June, 
1958. Further additions to the com- 
pany’s Tyrex capacity are planned 
for the second half of this year, it 
said. 





chart a program “initiated by 
young people for young people” 
which will help them make their 
contribution to traffic safety as a 
fully responsible citizen group. 
Driver and.safety education 
courses in the schools, says the 
Commission, have produced excel- 
lent results in cutting down traffic 
accidents among youngsters, but 
many hundreds of thousands of 
boys and girls are not yet included 
in such programs. The sponsors of 
the conference—and the students 
themselves — believe that a great 
deal can be done by creating a 
strong “safety-conscience” among 
new, young drivers and that young 
people do not admire the few 
“showoffs” in their group who give 
all young drivers a bad reputation. 
* + * 


July Revenue Sets Record 


For Indiana Toll Road 


July was the biggest month in 
the history of the Northern Indi- 
ana toll road on the -basis of pre- 
liminary estimates, according to 
the Indiana Toll Road Commission. 

Revenue for the month left the 
Hoosier superhighway ‘operating at 
an estimated profit of $62,278 for 
the first seven’ months of 1959, Es- 
timated net revenue for the road 
last month was $1,505,925 for an 
interest coverage of 1.84 miles. 

oe + 


Free Safety Belts 


Dealer Ralph Pool, Albuquerque, 
N. M., has launched a program of 
installing free safety belts in each 
car sold during August. 

* * * 


59 Accident Facts 
Published by NSC 


The 1959 edition of “Accident 
Facts,” the National Safety Coun- 
cil’s statistical yearbook, is now 
available, the Council has an- 
nounced, It contains facts and fig- 
ures on all types of accidents— 
home, traffic, industrial, public, 
farm and school. 

Several sections are devoted to 
industrial accidents, and provide a 
comprehensive background for an 





King-Size Display— 


Newest attention-getter in Detroit's 
Metrapolitan Airport Terminal is DeSoto's 
huge, back-lighted, fuil-color transparent 
billboard display. The striking one-piece 
photo is 12 by 22 feet. 





industrial safety program, NSC 
said. 

The 96-page publication also pro- 
vides ideas and facts for making 
speeches, writing articles, prepar- 
ing reports and planning safety 
campaigns. 

Further information and quanti- 
ty prices may be obtained from the 
National Safety Council, 425 N. 
Michigan Ave., Chicago 11, Ill. 

* * + 
Thruway Links Opened 

A 6%-mile stretch of the New 
York State Thruway’s Niagara sec- 
tion has been opened, linking the 
superhighway’s New York City- 
Buffalo Main Line with downtown 
Buffalo, A 1%-mile portion of the 
Niagara section also has been 
opened from the South Grand Is- 
land Bridge to Sheridan Drive 
(Route 324). 








Changes Eyed 


'|In Service Setup 


On N. Y. Thruway 


A free, around-the-clock emer- 
gency service for autos which be- 
come disabled on the Buffalo to 
New York main line of the Thru- 
way is under “serious .considera- 
tion,” 

At present, the Thruway Author- 
ity provides free gas, water and 
tire-changing tools to motorists on 
the main line from 4 p.m, to 8 a.m. 
Saturdays, Sundays and -holidays. 
Under the new plan, the service 
would be expanded to 24 hours a 
day, every day. 

This is one of several changes 
in emergency service policy being 
discussed in Albany by the Au- 
thority and the 18 members of the 
New York Thruway Garage Con- 
tractors’ Assn, who are located off 
the superhighway. 

Although most contracts with as- 
sociation members do not expire 
until Dec. 31, an Authority spokes- 
man said most of the changes be- 
ing considered would begin before 
that date. He explained that as 
soon as a new contract is agreed 
upon, it will be put into effect and 
the old one terminated. 

Also being considered is a plan 
whereby responsibility for full 
roadside emergency repairs would 
be placed on service stations on the 
Thruway, Association member ga- 
rages now provide that service. 

The changes are being consider- 
ed because the Authority is dis- 
satisfied with present emergency 
procedures, the spokesman said. 





Friar Named President 


Of Rocky Mount Dealers 


ROCKY MOUNT, N. C.—J. Chase 
Friar (Ford) has been elected pres- 
ident of the Rocky Mount Auto- 
mobile Dealers Assn. 

Other officers include Joe Wheel- 
er (trucks-tractors), vice-president, 
and Ed Bandy (DeSoto-Plymouth), 
secretary. 








ST cake AS 

















1. What’s good about aluminum trim? 

a. Several years ago, passenger cars appeared 
with anodized aluminum grilles and side trim. 
Their owners quickly found out that their alumi- 
num stayed bright with a minimum of mainte- 
nance. Aluminum’s corrosion resistance was 
responsible. Neither water nor road salt can make 
aluminum trim peel, pit or develop ugly stains. 


2. So? 

a. Aluminum’s quick acceptance led to more and 
more use, It’s possible, you know, to give alumi- 
num a sapphire-hard finish in almost any color 
through an Alcoa process called anodizing. Auto- 
motive designers took full advantage of. alumi- 
num’s versatility to develop a number of colorful 
and functional new uses, both in interior and 
exterior trim. And the bright finishes on anodized 
‘aluminum will last the life of the car. 


3. For the life of the car? How about upkeep? 
a. You give aluminum trim the same care you 
give your car’s paint. To keep it looking new, all 
you have to do is wash it with mild soap and water. 
The finish on anodized aluminum is sapphire-hard 
—remember ? 


4. Any chance of ever seeing an aluminum 
bumper? 

a. Alcoa’s research and development people are 
working with automobile manufacturers on that 
right now. Aluminum bumpers have already run 
millions of successful miles on trucks and Grey- 
hound buses. They’re strong and corrosion resist- 
ant and they cut front-end weight. In the mean- 
time, you can look for more and more aluminum 
in every new car—in exterior trim, in engines, 
transmissions, brakes and radiators. We have 
found that aluminum is an excellent selling fea- 


ture, and it’s always a good thing to point out the 
uses of aluminum in the cars we sell because it 
makes our selling job easier. And aluminum’s 
potential in the automotive industry has hardly 
been tapped. 


5. Very interesting. Where can I find out more 
about aluminum in automobiles? 


a. From the manufacturers themselves, or from 
Aluminum Company of America,1810-HH Alcoa 
Building, Pittsburgh 19, Pa. 


X ALCOA ALUMINUM 


GIVES EVERY CAR MORE GLEAM and GO! 











Just discovered on First Street in Los Angeles: 
the highest peak west of Chicago 


The mountain of newspapers we move off First Street every 
morning has been getting higher and higher. Just recently 
we had it measured by an official expedition . 

A study of ABC statements reveals this electrifying bit of 
intelligence: The Los Angeles Times has reached the highest 
circulation peak ever recorded in Los Angeles...on the 
Pacific Coast...or anywhere west of Chicago... 497,873 
daily, 893,792 Sunday. 

Meanwhile, we learned that one out of every four rolls of 


First in the nation’s No. 2 market 


newsprint shipped to California is addressed “First Street, 
Los Angeles.” Must be because the mountain on First Street 
is made of bigger newspapers. The Times carries more news 
and features, for example, and more retail and classified 
advertising than any other newspaper in the United States. 

Are you planning to scale a new sales peak in Southern 
California? You’ll need strong lines to make your climb safe 
and certain—and you can buy them quite reasonably on 
First Street... home of The Times. 


Los Angeles Times 


Represented by Cresmer and Woodward, New York, 
Chicago, Detroit, Atlanta and San Francisco 
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Lawsuits Affecting Dealers ... 





By Leo T. Parker 
Attorney at Law 


T IS WELL known that laws of 

different states vary as to the 
legal rights of automobile dealers 
to repossess automobiles on which 
purchasers defaulted in making 
agreed payments. 
Last montha 
higher court held 
that irrespective 
of the state in 
which a seller re- 
possesses an au- 
tomobile, the laws 
of the state in 
which the auto- 
mobile was pur- 
chased are con- 
trolling. 

For illustration, 
in Auffenberg Lincoln-Mercury v. 
Wallace, 318 S. W. (2d) 528, the 
testimony showed facts, as follows: 
A law in the State of Missouri pro- 
vides that where the purchaser of 
an automobile under a conditional- 





A Buffalo Landmark— 

A marker has been installed at the building at 1865 Elmwood Ave., Buffalo, desig- 
nating the plant in which the first Pierce-Arrow was built. Participating in commem- 
Orative ceremonies were, from left, Gilbert M. Tinney (Cadillac), president, Buffalo 
Automobile Dealers Assn.; Marjorie Baker, BADA executive secretary; Dr. Julian Park, 
president, Buffalo Historical Society; Dr. |. Frank Mogavero, chairman of the markers 
committee of the Historical Society; and Robert B. Meech, member of the markers 
committee. 


L. T. Parker 








Court Decisions 


sales contract defaults, the seller 
may either repossess, or sue the 
purchaser for the balance due, If 
the seller elects to retake the auto- 
mobile he must refund to the pur- 
chaser 75 percent of the amount 
already paid by the purchaser on 
the contract. 

Under the laws of the State of 
Illinois, the seller of an automobile 
has the broad right to repossess it, 
if the purchaser defaults in making 
agreed payments, Hence, the de- 
faulting purchaser may lose the 
money he has already paid. 

In the above case, one Wallace 
purchased an automobile from 





Registrations Rise in Ill. 

SPRINGFIELD, Ill.—Motor- 
vehicle registrations during the 
first six months of 1959 were up 
103,851 over the corresponding pe- 
riod a year ago, according to State 
Secretary Charles F. Carpenter. 













Just call your ) | 


ar. 


proper equipment, and makes certain the job’s 


Your TBEA distributor gives truck sales a boost wher- 
ever he’s consulted. Write now for the name of the TBEA 
distributor nearest you. 











You'll have no problems selling special trucks if you call in your 
TBEA distributor. His know-how and experience actually help you 
make the sale. He figures the technical details, recommends the 


done right. It’s like 


having an engineer on your payroll, except it costs you nothing. 


Who is the TBEA Distributor? 


He represents nationally-known manu- 
facturers of specialized truck equipment. 
He is well-qualified to help you meet 
your prospects’ specialized require- 
ments when “stock” models won’t do. 


What Are His Products? 


Your TBEA distributor can supply you 
with dump bodies, reefers, milk and 
walk-in bodies, school buses and many 
other special bodies. His line of special 
equipment includes power tail gates, 
special-purpose cargo handling equip- 
ment, and a wide variety of other acces- 
sories for all makes of trucks. 





Pian to attend! 


1oso TBEA 


Exhibition 
HOTEL SHERMAN 
CHICAGO 
OCTOBER 5, 6, 7 








DEPT. H-8 


** TRUCK BODY & EQUIPMENT ASSOCIATION, inc. 


BOARD OF TRADE BUILDING e 1616 K STREET N.W. ¢ WASHINGTON 6, D. C. 


Auffenberg Lincoln-Mercury in 
the State of Illinois in August, 
1955, while he and his family 
were living in Illinois, He gave a 
note and conditional-sales con- 
tract which were executed in his 
home in Illinois. 

He made a downpayment of 
$1,060 and latter made payments on 
the note totaling $815.40. Then Wal- 
lace moved to Cape Girardeau, Mo. 

Wallace defaulted in making the 
agreed monthly payments and the 
Illinois dealer repossessed the car 
in Missouri. 

Wallace sued Auffenberg Lincoln- 
Mercury for three-fourths of the 
amount paid, or $1,406.25, contend- 
ing that the Missouri law is ap- 
plicable because the automobile was 
repossessed after he moved into 
Missouri. 

The higher court refused to agree 
with this contention and held that 
the seller need not pay Wallace 75 
percent of the price he had already 
paid on the automobile, as provided 
by the laws of Missouri. 

x * ok 


Breach of Contract 


), igeadonge higher courts consist- 
ently hold that if a seller of 
an automobile breaches a warranty 
made to the buyer, he is liable in 
reasonable damages. 

For example, in Steiner v. Jar- 
rett, 280 Pac. (2d) 235, it was shown 
that one Steiner purchased a used 
automobile from Jarrett Co. whose 
representative promised to install 
a new motor block if Steiner would 
pay $100 more. 

Steiner accepted the offer. 
Hence, there was an express war- 
ranty that a new block would be 
installed in the automobile. 
Nevertheless, the seller installed 
a used motor block in the bus. 

In subsequent litigation, the 
higher court held Jarrett Co. liable 
to Steiner for $440 damages, and 
said: : 

“Such damages proximately re- 
sult ‘from the breach of warranty 
and can be ascertained with rea- 


sonable certainty.” 
a * ok 


Dispute on Mortgages 


A FEW weeks ago, a higher court 
held that a chattel mortgage 
on automobile tires may be supe- 
rior and prior to a chattel mort- 
gage on the automobile. 

See Rabtoay General Tire Co, v. 
Colorado Kenworth Corp., 309 Pac. 
(2d) 616. In this case the testimony 
showed that a dealer sold a motor 
vehicle on credit and to secure the 
balance of the purchase price a 
chattel mortgage was executed by 
the purchaser. This mortgage con- 
tained an unusual clause that the 
mortgage covered all tires subse- 
quently attached to the vehicle. 

Later the purchaser of the au- 
tomobile purchased new tires on 
credit which were mounted on 
the automobile. At this time the 
purchaser gave a chattel mort- 
gage to the seller of the tires to 
secure payment of the tires. 

Later when the purchaser de- 
faulted in his payments on the car, 
the seller repossessed the vehicle. 

In subsequent litigation, the sel- 
ler of the automobile claimed that 
his mortgage covered both the 
motor vehicle and the tires later 
installed because his chattel mort- 
gage stated that the mortgage in- 
cluded all accessories and tires 
attached upon the vehicle. 

It is interesting to note that the 
higher court indicated that the 
seller of the tires could remove 
them from the vehicle, if the seller 
of the automobile refused to pay 
for the tires. P 

oK * 


Auto Owner Not Liable 


| | Geeimeypchalygted a higher court held 
that an automobile owner never 
is liable in damages for injuries 
sustained by the rider of a horse 
struck by the automobile, unless 
the testimony clearly proves the au- 
tomobile driver’s negligence was 
the proximate cause of the injury. 

For example, in Maureen v. Ali- 
son, 312 Pac. (2d) 1723, it was 
shown that a girl, named Mau- 
reen, was severely injured while 
riding a horse which wag struck 
by an automobile. 

In the later suit the higher court 
reversed the lower court which 
held the automobile owner liable. 
The higher court held that the lat- 
ter could not be liable unless the 
testimony clearly proved that the 
injury was caused by negligence of 
the driver of the automobile, and 
further that Maureen used due 
care to protect herself: against the 





injury. 
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TURNINGS ... 




















How Budd Pioneered 
All-Steel Body 





By Joseph M. Callahan 
Engineering Editor 
bbe sen impatience with one’s employer is generally 
frowned upon (especially by the employer), it was this 
attitude in one automotive pioneer that gave us something 
that it’s hard to imagine our doing without today—the all- 


A 
v 





steel auto body. 
Certainly, we would have 
steel-bodied cars today, even 


if Edward G. Budd hadn’t 
become dissatisfied with his boss 
back in 1912, but nevertheless this 
one man did more to bring on steel 
bodies than any 
other person, 

As works man- 
ager for Hale and 
Kilburn Co., Budd 
saw his firm’s 
business of pro- 
ducing railway 
stampings slowly 
diminishing in 
1911-12 as the de- 
% mand for coaches 

fs and sleepers de- 

J. M. Cal clined. The man- 
agement wanted to return to its 
former field, fine furniture manu- 
facturing. 

But Budd, his enthusiasm 
whetted by some automobile 
sheet steel panels the firm had 
produced and sold, wanted to 
concentrate on the rapidly 
emerging auto industry. 

When his management declined 
to move in this direction, Budd left 
Hale and Kilburn, persuading two 
acquaintances to put up a total of 
$25,000 with his $75,000, and the 
Edward G. Budd Mfg. Co. was 
formed. 





* * * 


The ‘Twelve Apostles’ 

N A “brains raid’ somewhat like 

the raids in the electronic in- 
dustry today, Budd lured away 12 
other Hale & Kilburn men who 
have been described as having “the 
greatest aggregate knowledge that 
existed in the country at that time, 
of the art of making dies and us- 
ing presses for the formation of 
light gage steel parts.” 

These men, who shared Budd’s 
enthusiasm for the auto industry’s 
future, were dubbed the “Twelve 
Apostles.” All remained with the 
firm until death or retirement, Five 
of them are still alive. 

Until Budd’s move, auto bodies 


were proud of their centuries-old 
occupation. 

Despite their ability, they could 
not make car bodies that would 
withstand the warping and glue- 
weakening heat of engines and the 
pounding from wheels traversing 
horrible roads at speeds much 
faster than horses traveled. 

* * 


Transition Period 


Roex finishes in those days con- 
sisted of many coats of varnish, 


with long drying times between 


Simpler Univac 


Now Available 


DETROIT.—The first “solid 
state” electronic computer to be 
made commercially available in the 
U. S. was unveiled here by Rem- 
ington Rand. 

Known as the Univac Solid State, 
the new computer system performs 
the functions of its large-scale 
predecessors, but with the advan- 
tages of lower cost, reduced main- 
tenance and lower power require- 
ments. The new computer, the com- 
pany said, will rent for $6,950 a 
month, or it may be purchased at 
$347,500. 

The Univac Solid State is com- 
prised of a central processor, a 
card reader, a read-punch unit and 
a high speed printer that pours out 
printed results at the rate of 600 
lines a minute. The term “solid- 
state” refers to the fact that a 
variety of new devices such as 
Ferractors, transistors and mag- 
netic cores are used. 








coats. Days were consumed in the 
process. Enamels could be baked on 
metal bodies in much less time, 
but the glued-up wood bodies could 
not be baked. 

Budd and “the Apostles” began 
preaching that “steel was the 
way to go,” pointing out that 
steel had the desired elasticity, 
greater strength at less weight, 
produced less creaking and re- 
sulted in less penetration by wind 
and water because there were 
fewer joints. 

But most of the car manufac- 
turers refused to listen, often be- 





cause of large investments in tim- 
ber lands. Some makers began us- 
ing an occasional steel panel, but 
the body remained essentially 
wood. 

In 1914, Budd produced his first 
all-steel bodies for the open tour- 
ing cars made by Oakland and 
Garford. But the Garford firm fail- 
ed almost immediately, placing 
Budd Co. in a precarious plight for 
some months. 

* * *” 


Dodge to Rescue 


owaves, the small company 
was sustained by several other 
companies who were buying steel 
stampings at an increasing rate. 
Among these were Franklin, Jeff- 
rey and Hupmobile. 

What really put Budd Co, on its 
feet in 1914 was a contract from 
John and Horace Dodge, who 
agreed to buy all their bodies from 
Budd. The Dodges had left Henry 
Ford about two years before. 

But the all-steel body was still 
used only for the open touring 
ear until 1923 when Budd intro- 

duced the all-steel, all-welded 
sedan body, In a promotional 
orgy that year, Budd hoisted an 
elephant, its rider and trainer to 
the roof of this car to demon- 
strate its strength, Being a well- 

















“Thanks, folks,—glad I had 
something within your price 
range.” 


rehearsed promotion, the body 
did not yield. 

In another stunt, a Budd rep- 
resentative pushed a wood and 
metal body and an All-steel body 
over a cliff. The wooden body broke 
apart, but a uniformed chauffeur 
triumphantly drove the steel car 





away. 

Since 1912, Budd Co. has pro- 
duced a long line of firsts in the 
transportation field, but Edward G. 
Budd jr., son of the founder and 
current president of Budd Co., said 





he considered the invention of the 
all-steel body to be his father’s 
greatest contribution. 

* * a 


Vacationer’s Lament 
* AT ever happened to those 
nice old-fashioned cars in 
which you could cover the win- 
dows with about three pieces of 
newspaper and change into your 
swimming suit?” 
* 2 * 
New Ignition System 
A SMALL firm in Youngstown, O., 
Economy Engine Co., has an- 
nounced a new ignition and com- 
bustion system for internal com- 
bustion engines. 

It is a continuous-firing system 
and consists of an ordinary bat- 
tery, simplified wiring, a transistor 
power unit, a transformer, spark 
plugs and cast iron firing chambers 
that screw into the block. 

Frank J, Kaehni, the inventor, 
said it eliminates the distributor, 
condenser, ignition coil, points 
and several other parts. 

L, A. Beeghly, a Youngstown in- 
dustrialist who is backing the 
company, said the device has been 
tested for several years and has 
resulted in better fuel economy, 
cleaner engines and exhaust and 
better performance. 





LET SOLEX WORK FOR YOU.... 























































































































Want to give your car sales a shot in the arm? Then let 
SoLex Green Tint Safety Glass go to work for you. It’s so 
easy to sell customers on the extra value of a car equipped 
with SoLEx, that you’re bound to see a definite increase in 


your profits. 


SOLEX gives your customers more safety for their money 
because its soft green tint reduces eyestrain and fatigue 
caused by harsh sun glare. Yet it meets all Federal Stand- 
ards for light transmission in autos. 

The extra comfort provided by SoLex is another guar- 
anteed sales booster. SOLEX absorbs over 50% of the total 


Watch the 
GARRY MOORE SHOW 
Tuesday nights 


PAINTS *« GLASS - CHEMICALS * BRUSHES - 


solar heat entering the car—which means it also improves 
the efficiency of auto air-conditioning systems. 

Take advantage of the sales appeal of SoLex. Ask to 
have all your cars equipped with this high-quality, profit- 
making accessory. SOLEX comes in any of several types of 


Pittsburgh Auto Safety Glass. 


SOLEX® THE BEST GLASS UNDER THE SUN 
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All PPG Automobile Safety Glass complies 


with every recognized safety code. 


PLASTICS * FIBER GLASS 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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MIGHTY LITTLE ENGINE 
WITH A MIGHTY BIG FUTURE 


Ford Motor Company unveils an amazing 
new experimental gas turbine engine 





Can you imagine a 650-pound engine doing the work of a 2,700-pounder? That’s the kind of brawn 
you'll find in Ford Motor Company’s radically new gas turbine job. 


It weighs one-fourth as much as a comparable diesel engine, yet it develops just as much power. 


Though still in an experimental stage, this unique new gas turbine power plant—known simply 
as the ‘“704”—represents an important breakthrough in design and technology. 


All automotive gas turbine engines up till now have had only one stage of air compression. The 
“704” has two. The second, a super-charging stage, enables the engine to deliver more horsepower 
from a smaller size. | 


“Our design team deliberately by-passed many conventional approaches to arrive at this concept,” 
explains one of the chief engineers. 


That’s typical of the imaginative approach Ford Motor Company takes in solving problems. 


At the moment, the Ford ‘704’ is being readied for testing in vehicles. It has already been 
demonstrated to the Department of Defense. In addition to trucks and cars, possible future appli- 
cations include tractors, bulldozers, earth movers, and even small locomotives. 


This revolutionary engine is one more example of engineering achievement that has made the 
name Ford Motor Company synonymous with progress the world over. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
FORD * THUNDERBIRD * EDSEL ¢ MERCURY * LINCOLN = 
CONTINENTAL MARK IV * ENGLISH FORD LINE * TAUNUS * 
FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS »* 
FORD TRUCKS» INDUSTRIAL ENGINES » 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE 


THE AMERICAN ROAD 
DEARBORN, MICHIGAN 






Sirah 


MOTOR COMPANY 
































Designed for economy, reliability and long life, 
Ford’s experimental ‘704” gas turbine engine 
uses gasoline, kerosene or light diesel fuel, and 
needs no warm-up period. 
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Big Fram Promotion . . 





Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

More than 200 individual sales 
promotional items, created by 
Fram Corp., launched its current 
second half oil and air filter sales 
campaign. 

The promotional materials in- 
clude window streamers and point 
of purchase carton toppers for 
service stations; billboards for 
highways across the country; ad- 
vertisements in major industry 
trade papers and the Saturday 
Evening Post; reprints of adver- 
tisements for salesmen; new cat- 
alog pages; salesmen’s presenta- 
tions; assorted merchandising 
pieces; and all types of forms for 
stock checks, salesmen’s reports 
and other activities. 

- * + 


AP Parts Sales Campaign 


Specially prepared newspaper 
and radio advertising program 
plans are being offered to dealers 





and wholesalers of AP mufflers 
and tail pipes as a tiein with 
AP Parts Corp.’s national con- 
sumer campaign on NBC “News 
of the World” and in Life, Sat- 
urday Evening Post, and Popular 
Mechanics. 

Dealers may obtain the pro- 
grams from their local AP whole- 
saler and wholesalers can obtain 
them from AP Parts Corp., To- 
ledo 1, O. 


* * * 


Redbook Circulation Climbs 


Redbook magazine’s total circu- 
lation for the first six months of 
this year was the highest in its his- 
tory, according to Charles S, Thorn, 
publisher. 

Average net paid circulation was 
2,808,000, up 4.4 percent over the 
= six months of 1958, Thorn 


* * * 


Aluminum Sign Posts 


The first of a series of 40 colored 
“two-way” aluminum highway 





signs are being erected in Detroit 
by Aluminum Co. of America. 

The 12 by 30-foot signs are being 
installed, in groups of four each, on 
main approaches to the city. 

Forty signs are being placed in 
10 areas in and around the city by 
National Advertising Co., Bedford 
Park, Ill. Each of the boards will 
present an idea, rather than a word 
impression. Copy is limited to six 
words on each sign. A like series of 
52 boards will appear also in the 
suburban Chicago area, 

oe * * 


Rover Selects Agency 


Rover Motor Co. of North 
America, Ltd., has appointed Co- 
nant & Sullivan, Inc., New York, 
to handle its public relations ac- 
tivities. 


* * * 


2 Join in Sportscars Drive 


Gough Industries, Inc. will join 
with British Motor Car Distribu- 
tors in promoting the 1960 line of 
Austin-Healey and MG sportscars 
with a series of ads in Motor Trend 
magazine, 

The advertising campaign will 
be the first in which two distrib- 
utors have combined to stage a 
national promotion on a continu- 
ing basis, according to John 
Beazley, Gough vice-president. 

The full-page kickoff ad features 








Three words that sell: 
“IT’S STAINLESS TRIM’’ 


You sum up beauty, durability, and rust resistance 
in three words when you say, “It’s stainless trim.” 
Bright beauty—Armco Stainless is solid, lustrous 
metal. Beauty lasts under normal care without 
extra precautions, special cleaners, or surface 


protection. 


Durability—Tough, dense Armco Stainless resists 
denting, gouging and scratching—holds its shape 
under impacts that easily damage softer metals. 








For auto trim 


Rust-resistance— Armco Stainless is made to 
resist rust. It shrugs off effects of rain, snow, and 
street chemicals. Even the strongest detergents 
used at home or in wash stations won’t affect it. 


, no other material can approach 


all these sales features of Armco Stainless Steel. 


Street, Middleto 


- 


So remember, to help clinch sales, just say, “It’s 
stainless.” Armco Steel Corporation, 2519 Curtis 


wn, Ohio. 





ARMCO STEEL 





Ve 





Armco Division + Sheffield Division + The National Supply Company * Armco Drainage & Metal Products, 
Inc. « The Armco Internationa! Corporation + Union Wire Rope Corporation * Southwest Steel Products 








A Loyal Chevy Owner— 


Paul P. Schultz, owner of service Type- 


tting Co., Lansing, takes delivery of his 
28th Chevrolet and the 22nd Chevrolet he 
has purchased from England-Cook Chev- 
rolet Co., Lansing. The car is delivered to 
Schultz by Dick Briggs, left, England-Cook 
salesman, and Mike Dalton, sales manager. 








the Austin-Healey. The MG will be 
promoted in September. The ads 
will run on alternate months 
through next May. 

* . * 


Direct Mail Data 

Effective uses of direct mail, 
particularly how it is used as a 
sales tool, are outlined in “Mod- 
ern Direct Mail,” a 44-page pub- 
lication of DMCP Associates, To- 
ledo. 

The book explains how direct 
mail can increase sales and pro- 
vides cost data, case histories and 
information on how organizations 
can start their own direct mail 
promotion programs. It also tells 
how to avoid waste and other 
pitfalls in preparation and pro- 
duction of direct mail programs. 

Free copies of the book may be 
obtained by writing DMCP As- 
sociates, 1814 Jefferson Ave., To- 
ledo 2, Ohio. 


Dodge’s Kessinger Retires 
William Kessinger, Dodge 
truck advertising manager, has 
retired after 32 years with the 
Chrysler Corp. division. Previ- 
ously he was with Graham Bros. 
William G. Osborn, who has 
been a member of the Dodge ad- 
vertising department for three 
years, has succeeded Kessinger 
-as truck ad manager. 
* +. * 


Canadian Ford Picks Carlson 


Donald H. E. Carlson, former 
public relations director for Crown 
Zellerbach Canada, Ltd., Vancou- 
ver, B. C., has been named public 
relations director at Ford Motor 
Co. of Canada, Ltd. 

Carlson succeeds Gordon C. Gar- 
butt, who resigned. 

+ +. . 


Auto-Lite on Radio 
Starting Aug. 31, Electric Auto- 
Lite Co., Toledo, will sponsor 
eight daily newscasts of NBC’s 
“News on the Hour.” The pro- 
grams are carried five days each 
week. 
~ * + 


Look Tops 2 Marks 


Look magazine established all- 


time highs in both circulation and 
advertising revenue during the first 
nine months of this year, according 
to Vernon C. Myers, publisher. 

“For the first nine months of this 
year,” Myers said, “Look advertis- 
ing revenue will be up $1,760,000 
over the same period of 1958. 
Fourth-quarter orders indicate an 
increase of $5 million for the full 
year, with 1959 page volume climb- 
ing five percent.” 

From the standpoint of circula- 
tion, Look estimates a nine-month 
average of 5,725,000, up 74,000 from 
the comparable period of 1958. 
Myers also announced that Look 
will be delivering a circulation 
bonus of 400,000 to 500,000 in issues 
during the fourth quarter of this 
year. 

* * * 


Toyota Picks Ad Agency 
Advertising Agencies, Inc., Stu- 
dio City, Calif., has been ap- 
pointed to handle the advertising, 
publicity, sales promotion and 
merchandising programs in the 


U. S. for Toyopet division of Toy- 
ota Motor Co. 

In making the announcement, 
Eric Hansen, Toyopet’s general 
sales manager, said that the 
overall advertising program 
would total nearly $1 million in 
the next 12 months. 

* a * 


Post Copies at Alltime High 


The Saturday Evening Post’s 
June 6 issue topped an estimated 
6,200,000 copies to establish an 
alltime high, according to Peter 
E. Schruth, advertising director. 

At the same time Schruth dis- 
closed that the Post’s advertising 
revenue for the first half of 1959 
increased $3 million over the 
same period a year ago. 

+” a *~ 


Kribs Opens Own Firm 


Russell S. Kribs, specialist in 
point-of-purchase advertising signs 
for the automotive industry, has 
opened an office at 111 S. Bemiston 
Ave., St. Louis under the name of 
Russell S. Kribs Associates, Ad- 
vertising Displays. 

Krib; recently resigned as mar- 
keting vice-president of Tel-A- 
Sign, Inc., Chicago. 


* * * 


Personnel Changes 

Harry Clark from advertising 
manager of White Diesel Engine 
division of White Motor Co., Cleve- 
land, to advertising manager of 
Beech Aircraft Corp., Wichita, 
Kans... . Charles E. Hoskins from 
public relations staff of American 
Society of Tool Engineers to cre- 
ative staff of LaRue, Cleveland, 
Inc., Detroit advertising agency... 
Albert Noyer from New Center 
Studios, Detroit, to art director of 
Wines & DeWitt Advertising, Inc., 
Detroit . .. J. James Kaufman 
from Campbell-Ewald’s San Fran- 
cisco office to account executive 
in the San Francisco office of 
Grant Advertising, Inc... . Hugh 
Gollogly from senior copy writer 
at McCann-Erickson Advertising 
Agency to account executive in the 
Great Lakes division of Wilding, 
Inc., business film and sales pro- 
motion firm ... Alvin W. Outcalt 
from public relations department 
of Lever Bros. to sales promotion 
manager of Volkswagen of Amer- 
ica, Inc., Englewood Cliffs, N. J... . 
Fred Wilks from manager of the 
Miami office of Moloney, Regan & 
Schmitt, Inc., newspaper represen- 
tatives, to Detroit district manager 
of SAE Journal, replacing A. J. 
Underwood, who has retired... 
Four appointments in the advertis- 
ing and public relations depart- 
ments of Black & Decker Mfg. Co., 
Towson, Md.: G. Harvey Porter 
from advertising manager of B & 
D’s industrial-automotive division 
to advertising manager for the 
company, replacing J. F. Apsey jr., 
who has been named director of 
public relations . . . James Otra- 
dovec to assistant advertising man- 
ager, industrial- automotive divi- 
sion, and Donald E, Reno to as- 
sistant advertising manager, hard- 
ware division .. . James Strongin 
from assistant presentations man- 
ager in advertising promotion at 
Time, Inc., to promotion depart- 


ment executive staff at Look mag- 
azine... 





A Record for Rambler— 


The first pressing of a special recording 
prepared by the NBC radio network for 
exclusive distribution to Rambler dealers 
is presented by Roy Abernethy, left, auto- 
motive distribution and marketing vice- 
president, American Motors Corp., by 
William K. McDaniel, NBC Radio Network 
sales vice-president. The record presents 
highlights of important news events re- 
ported in Monitor newscasts sponsored by 
Rambler during the past three years. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Houston 

Houston new-car sales totalled 
4,792 in July, compared with 4,860 
a month earlier. 

By makes, they were: Chevrolet, 
1,371; Ford, 1,204; Oldsmobile, 343; 
Pontiac, 321; Buick, 286; Rambler, 
253; Plymouth, 155; Renault, 125; 
Cadillac, 87; Dodge, 76; Mercury, 
71; Studebaker, 61; Simca, 47; 
Volkswagen, 44; Opel, 32; Chrysler, 
27; Volvo, 24; DeSoto, 23; Lincoln, 
22, and Triumph, 22. 

Edsel, 19; English Ford, 19; 
Hillman, 18; MG, 17; Metropoli- 
tan, 14; Imperial, 12; Peugeot, 11; 
Fiat, 10; Austin-Healey, 9; 
Willys, 9; Porsche, 7; Morris, 6; 
Taunus, 6; Mercedes-Benz, 5; 
Singer, 5; Borgward, 4; Vauxhall, 
4; Isetta, 3; NSU, 3; Alfa Romeo, 
3; Austin, 3; Lloyd, 2, and mis- 
cellaneous, 9. 

New-truck registrations number- 
ed 791, compared with 801 in June. 
By makes, they were Chevrolet 
341; Ford, 245; International, 66; 
Dodge, 59; GMC, 26; Mack, 18; 
English Ford, 10; Volkswagen, 5; 
Willys, 5; White, 4; Studebaker, 4; 
Reo, 3; Diamond T, 2, and miscel- 
laneous, 3-—(Ruby Fenoglio.) 

+ * 


Youngstown, O. 


Dealers in Mahoning County 
(Youngstown), O., sold 1,279 new 
cars in July, compared with 1,287 
in June, and only 653 in July a 
year ago. 

In order, registrations were: 
Chevrolet, 276; Ford, 258; Plym- 
outh, 164; Pontiac, 147; Rambler, 
77; Buick, 63; Dodge, 58; Oldsmo- 
bile, 44; Mercury, 37; Studebaker, 
33; Volkswagen, 25; Cadillac, 19; 
Chrysler, 14; DeSoto, 8; Edsel, 4; 
Lincoln, 1, and miscellaneous, 51. 

Used-car transactions numbered 
2,339 in July, compared with 2,256 
a month earlier and 1,753 a year 
earlier. 

New-truck registrations, down to 
74 from 100 a month earlier, were 





divided as follows: Ford, 30; Chev- 

rolet, 17; International, 10; GMC, 

8; Dodge, 3; Mack, 3; Reo, 1;) 

Studebaker, 1, and Volkswagen, 1. 
* a * 


Albuquerque, N. M. 

A total of 853 new cars were li- 
censed in Albuquerque, N, M., in 
July, compared with 882 in June, 
according to State license distri- 
butor records. 

By makes, registrations were: 


Ford, 241; Chevrolet, 167; Plym- 
outh, 54; Oldsmobile, 51; Rambler, 
34; Dodge, 31; Buick, 31; Stude- 


baker, 31; Pontiac, 26; Mercury, 22; 

Cadillac, 20; DeSoto, 7; Chrysler, 

7; Willys, 7; Lincoln, 5; Edsel, 3; 

Imperial, 1, and miscellaneous, 95. 
ok * * 


Boise, Id. 


July new-car sales in Ada County 
(Boise), Id., exceeded those of June 
by a score of 368 to 320. 

By makes, registrations were: 
Chevrolet, 91; Ford, 74; Rambler, 
34; Plymouth, 23; Oldsmobile, 19; 
Buick, 17; Pontiac, 15; Volks- 
wagen, 15; Renault, 13; Mercury, 
10; Cadillac, 8; Dodge, 7; Stude- 
baker, 6; Chrysler, 6; Lincoln, 5; 
Triumph, 5; Fiat, 4; Austin, 2; 
Edsel, 2; Willys, 2; Simca, 2; 
DeSoto, 1; Imperial, 1, and mis- 
cellaneous, 6. 

New-truck registrations number- 
ed 127 in July, compared with 111 
in June. By makes, they were: 
Chevrolet, 63; Ford, 26; Interna- 
tional, 19; GMC, 5; Dodge, 4; Mack, 
4; Willys, 3; Kenworth, 1; Stude- 
baker, 1, and miscellaneous, 1, 

so a * 


Sioux City, Ia. 


July saw 333 new cars and 55 
new trucks registered in Woodbury 
County (Sioux City), Ia., compared 
with 380 new cars and 51 new) 
trucks in June and 263 new cars| 
and 73 new trucks in July, 1958. 

By makes, new-car registra- 
tions were: Chevrolet, 94; Ford, 
92; Rambler, 23; Buick, 22; Plym- 
outh, 21; Pontiac, 21; Dodge, 13; 
Oldsmobile, 10; Studebaker, 8; 
Volkswagen, 8; Mercury, 6; 
Chrysler, 3; Opel, 3; Renault, 3; 
Triumph, 3; Cadillac, 2, and Iset- 
ta, 1. 

Truck registrations were: Chev- 
rolet, 20; Ford, 16; International, | 











12; Diamond T, 2; Mack, 2; Dodge, 
1; GMC, 1, and Volkswagen, 1, 
* ~ cad 


Hartford 


A total of 2,668 new cars were 
registered in the Hartford area 
during June, compared with 1,852 
in the year-ago month. 

By makes, registrations were: 
Ford, 616; Chevrolet, 612; Plym- 
outh, 250; Rambler, 208; Oldsmo- 
bile, 160; Pontiac, 143; Buick, 70; 
Mercury, 60; Dodge, 58; Studebak- 
er, 50; Chrysler, 32; Cadillac, 27; 
Edsel, 15; Lincoln, 14; DeSoto, 11; 
Imperial, 7, and miscellaneous, 335. 
—(Thomas L. Forbes.) 

os * a 


North Carolina 

Registrations of new imported 
cars during June totalled 893, com- 
pared with 948 a month earlier, ac- 
cording to figures compiled by the 
North Carolina Automobile Dealers 
Assn, 

As in May, Renault was the lead- 





er with 179, followed by Volks- 
wagen with 132 and Fiat with 107. 

Other registrations: Opel, 85; 
English Ford, 61; Vauxhall, 61; 
Simca, 50; Hillman, 44; Volvo, 28; 
Austin, 26; Morris, 23; Peugeot, 21; 
MG, 17; Mercedes-Benz, 15; Goli- 
ath, 10; Triumph, 8; Borgward, 6; 
Sunbeam, 3, and miscellaneous, 17. 

a * + 


Birmingham, Ala. 

A total of 1,464 new cars were 
sold in Birmingham, Ala., in July, 
compared with 1,660 a month 
earlier. 

Some dealers feel that the steel 
strike has had a deterrent effect on 
sales. 

Registrations, by makes, were: 
Ford, 492; Chevrolet, 340; Pontiac, 
100; Oldsmobile, 88; Rambler, 71; 
Plymouth, 50; Buick, 46; Stude- 
baker, 32; Renault, 31; Cadillac, 30; 
Mercury, 25; Volkswagen, 24; 
Dodge, 22; Chrysler, 16; Opel, 15; 
Triumph, 15; English Ford, 11; De- 





Soto, 8; Fiat, 7; Simca, 6; Austin- 
Healey, 4; Imperial, 4; Lincoln, 4; 
Vauxhall, 4; Volvo, 3; MG, 3; Edsel, 
2; Hillman, 2; Metropolitan, 2; 
Willys, 1, and miscellaneous, 6.— 


(Stuart Riddle.) 
* * * 


New Orleans 


New-car registrations for New 
Orleans in July were the highest 
thus far this year with 2,559 titled 
cars. This was an increase of 1,078 
units over the corresponding period 
of last year and 284 better than the 
previous month. 

Registrations by makes were: 
Chevrolet, 867; Ford, 661; Pontiac, 
146; Oldsmobile, 133; Plymouth, 
110; Volkswagen, 91; Buick, 87; 
Rambler, 86; Studebaker, 46; Mer- 
cury, 44; Fiat, 37; Cadillac, 31; 
Edsel, 29; Renault, 28; English 
Ford, 19; Vauxhall, 19; Metropoli- 
tan, 14; Volvo, 10; Chrysler, 9; MG, 
9; DeSoto, 8; Triumph, 8; Morris, 
8; Hillman, 8; Austin, 7; Simca, 7; 
Mercedes-Benz, 6; Opel, 6; Singer, 
6; Imperial, 4; Peugeot, 4; Dodge, 
3; Lincoln, 3, and miscellaneous, 
4.—(Gordon Hebert.) 


+ a *” 
Louisville 
Louisville auto dealers sold 1,712 


new cars in July, compared with 
1,989 in June, bringing the seven- 





month total to 11,963. A year ago, 
8,126 were sold in the comparable 
period. 

A number of dealers report that 
their used cars are selling well, and 
inventory is even or below used-car 
inventory of a year ago. 

duly new-car trations by 
makes: Ford, 516; Chevrolet, 374; 
Pontiac, 126; Oldsmobile, 108; 
Plymouth, 97; Rambler, 90; 
Buick, 60; Mercury, 60; Stude- 
baker, 45; Dodge, 45; Volks- 
wagen, 31; Edsel, 17; Cadillac, 14; 
Austin-Healey, 11; Chrysler, 11, 
and English Ford, 11; 

Metropolitan, 11; Morris, 10; 
Simca, 8; Renault, 7; DeSoto, 6; 
Fiat, 6; Opel, 6; Vauxhall, 6; Volvo, 
5; Checker, 4; MG, 4; Hillman, 3; 
Imperial, 3; Singer, 3; Lincoln, 3; 
Mercedes-Benz, 2; Peugeot, 2; Saab, 
2; Willys, 1, and miscellaneous, 4. 

New-truck sales numbered 176, 
compared with 204 in June, The 
seven-month count was 1,438, com- 
pared with 954 in the year-ago per- 
iod, July registrations by makes 
were: Ford, 72; Chevrolet, 55; In- 
ternational, 20; GMC, 11; Dodge, 3; 
Lloyd, 3; Studebaker, 2; White, 2; 
Mack, 1; Willys, 1, and miscellane- 
ous, 6.—(A. W. Williams.) 





For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 








Womans eye view of an extra sales point... 


the luxury and practicality 
in upholstery of Du Pont NYLON 


Leave the horsepower for him. The lady’s looking for style and value—and it’s the big selling 
story of Du Pont Upholstery Nylon. Because she knows nylon upholstery in her home, 
she wants the car that offers the same luxury... year ’round comfort... long wear. (All yours 
to promote in 3 out of 4 new models.) Point out the wide selection of new colors and 
textures. She’ll have a heyday. When she talks to him, she’ll help you make a sale. 


Enjoy “The Du Pont Show with June Allyson”, Mondays, 10:30 p:m., CBS-TV, 
starting September 21. It keeps Du Pont fibers miles ahead in consumer preference. 


BETTER THINGS FOR BETTER LIVING. 


. « THROUGH CHEMISTRY 


AE6.u.5. Pav OFF 
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VOLTAGE REGULATORS — Robert Bosch 
voltage plus current regulators are pro- 
vided in a compact six-type line. The line 
is said to provide a regulator for prac- 
tically every car on the road. Offered are 
said to be such features as the following: 
Double contact construction that assures 





positive Mt regulati Steep-drop 
voltage that sharply reduces generator 
itage, thus eliminating danger of dam- 





age from overcharge, resulting in longer 
battery life. Pre-aging that insures per- 
manence of ali voltage and current set- 
tings. Shielded resistors and rubber gas- 
kets that seal against moisture and dust. 
Easy installation, Write for catalog AR- 
322-1 to Robert Bosch Corp., 40-25 Cres- 
cent St., Long Island City 1, N. Y. or 225 
Seventh St., Son Francisco 3, Calif. 





ROTARY PUMP—A compact rotary pump 
whose 300-gpm capacity and 70-pound 
weight are specially suited for fast un- 
loading of truck transports has been de- 
veloped by Waterous Co., 80 E. Fillmore 
Ave., St. Paul, Minn. The model HJ700 is 
designed for over-the-road transports 
whose cargoes range from petroleum to 
industrial chemicals. Its lightweight alu- 
minum alloy casing (other metals are 
available) and compoct size (11%, inches 
high, 11 inches wide, 17% inches long) 
facilitate mounting of the pump inside a 
truck's frame rail. High efficiency and 
long life are afforded by the lack of 
contact between moving parts in the 
pumping chamber, it is seid. 











LEAKAGE DETECTOR —A device, called 
the Eveready Cooling System Leakage De- 
tector, has been ed National 
Carbon Co., Division of Union Carbide 
Corp., 535 W. Fifth Ave., New York 17, 
N. Y. A significant improvement over the 
Eveready Exhaust Gas Leakage Detector in 
use the past 20 years, the new pressure- 
leakage detector will determine internal 
or external coolant leaks and exhaust gas 
leakage at the cylinder head joint, it is 
said. It is not intended as a tester of radi- 
ator pressure caps, The detector has four 
principal components: An indicating unit, 
@ pressurizing unit, air connection assem- 
bly and a rubber bulb (hand pump). Leak- 
age is shown in the glass sight tube of the 
indicating unit which fits on the radiator, 
replacing the cap. 








+ 


Glass Harder than Steel 
Developed by Russia 


A glass harder than steel yet 
lighter than aluminum is said to 
have been produced at Russia’s 
State Scientific Research Glass In- 
stitute, 

The material, called Sital, also 
has electrical characteristics better 








NEW PRODUCTS 








than ceramics, heat resistance su- 
perior to best glasses, and “does 
not soften even at 1,400 degrees,” 
according to the Department of 
Commerce. It is produced by heat- 
treating glass with a “special com- 
position” which renders its struc- 
ture monocrystalline. 

* * + 





FLOOR MAT MATERIAL — Burlington 
Mills, Inc., Burlington, Wis., has announced 
the addition of Bur-Tex No, 163 to its regu- 
lar line of Bur-Tex materials. The product 
has been specifically developed for the 
automobile industry, where rugged con- 
struction is required of luggage compart- 
ment moat material, it is said. This material 
is heavily coated on both the top and 
bottom surface with rugged vinyl plastics, 
which can be compounded in a great range 
of colors and shad In addition, this ma- 
terial can be decorated with either plain 
embossing design, or in a valley print em- 
bossment. 





* * + 


Motor Cleaner 
The standard Graymills Strip 
Grease formula is now available in 
self-spray aerosol cans for clean- 
ing motors and equipment. Gray- 
mills Corp., 3705 N. Lincoln Ave., 


Chicago 13, Il. 
. * * 





ADAPTOR PLATE—An adaptor plate 
that is said to insure mounting air con- 
ditioning compressor clutches concentric 
with the shaft has been made available 
without charge to system manufacturers 
and service garages by Warner Electric 
Brake & Clutch Co., Beloit, Wis. This 
adaptor plate was specifically designed 
for use with York automobile air condi- 
tioning compressors. | 





GAS LINE ANTIFREEZE—Simoniz Co., 
2100 Indiana Ave., Chicago 16, Ill., has 
introduced a gas line antifreeze that is 
said to improve fuel system efficiency. 
Called Dri-line, the antifreeze prevents 
fuel line freezeup, aids quick starting, 
prevents stalling from carburetor icing 
and keeps the entire fuel system clean, it 
is claimed. 








FOAM TAPE—Friction noises in auto- 
mobiles are said to be reduced with 
Foamade Foam Tape, a polyurethane self- 
adhesive tape manufactured by Foamade 
Industries, 14851 West Eleven Mile Rd., 
Oak Park 37, Mich. Available in colors, 
the tape is said to waterproof, seal, in- 
sulate, cushion, absorb sound and shock 
and dampen vibration. The tape is said 
to stick securely when pressed on. It is 
not affected by temperature, humidity, oils 
and most chemicals, i is claimed. 

= 


Car Wallet Offered 


A pocket-size “car wallet” that 
holds car records without folding 
has been introduced by Car Wallet 
Co., Dept. 193, 507 Fifth Ave., New 
York 17, N. Y. 

* 





LOCKING HUB — Selective drive hubs, 
model FL-2, for the Ford spicer axle 
four-wheel drives are available from 
Warn Mfg. Co., Riverton Box 6064, Seattle 
88, Wash. Other models of Warn locking 
hubs are available for conversion front- 
drive units by Napco and Marmon-Her- 
rington. Warn Locking Hubs make it pos- 
sible to disengage the front wheels from 
the drive train when the vehicle is to be 
used in two-wheel drive, thus eliminating 
drag, and whine caused by the wheels 
turning the front end assembly, it is said. 
The “free-wheeling” effect of Warn Hubs 
reduces wear on gears and tires, saves 
gas, makes steering easier, and increases 
vehicle usefuiness, a is cicimed. 


Auto Antenna Line 


A complete new line of auto an- 
tennas is offered by Telco Elec- 
tronics Mfg. Co., G-C Textron Inc., 
400 S. Wyman St., Rockford, III. 

* . + 





* 


FLOOR MAINTAINER—A line of floor 
maintainers, designed to perform a wide 
range of floor cleaning and renovating 
jobs, has been announced by Clarke 
Floor Machine Co., 30 E. Clay St., Mus- 
kegon, Mich, The machine, available with 
brush diameters of 14, 15, 17 and 20 
inches, and mounting motors of %, %, 
% and one horsepower, respectively, may 
be used on any type of floor. It scrubs, 
waxes, polishes, steel wools, dry buffs, 
disc sands, grinds, and shampoos rugs 
and carpets. An enclosed motor drives the 
brush at rated speed of 175 r.p.m. on any 
15 ampere circuit even when steel wooling 
wet floor seal or when disc sanding, it is 
said. 

+ * * 


Use of Jennite Cuts Cracking 
Of Blacktop, Firm Claims 


Cracking and crumbling of as- 
phalt and blacktop surfaces due to 
frequent thawing and freezing 








cycles can be reduced by early fall 
application of Jennite J-16, accord- 
ing to Robert A, Tissot, president 
of Maintenance, Inc., Wooster, O. 

Jennite, applied in a liquid coat- 
ing over asphalt pavements, seals 
out moisture and prevents water 
absorption, he said. Jennite-coated 


surfaces also are easier to clear of|# 


said. 


ice and snow, he 
a * * 


STEEL GRILLE—A tubular steel grille 
with distinctive horizontal lines to compli- 
ment the Triumph TR-3 front end has been 
announced by Amco, Division of American 
Carry Products, Inc., 13148 Raymer St., 
North Hollywood, Calif. The grille is a 
“full floating’ design supported by in- 
visible brackets and is chrome plated, it 
is said. Parking lights fit into receptacles 
in the unit and remain in the same posi- 
tion as in the stock grille, 


Snow Brush Introduced 


An improved snow brush, the No. 
60 Super Sn-Ice, has been intro- 
duced by Mark Mfg. Co., Inc., 
Owosso, Mich. The brush clips to 
the sun visor for convenient stor- 
ing, telescopes 11 to 18 inches and 
has a double row of white poly- 
ethylene bristles, the firm said. 

* * * 





No. BID 


MIRROR HEADS—These 5%, by 7',- 
inch mirror heads have been announced 
by Auto Lamp Mfg. Co., 2909 S. Indiana 
St., Chicago 16, Ill., for buses, tractors 
and trucks, including panel deliveries. 
These Pathfinder mirror heads are mounted 
in rattle-free rims of metal or rubber and 
are available in non-glare or clear glass. 
All Pathfinder heads have universal swivel 
ball-joint secured between two metal ten- 
sion plates. Screw adjustment maintains 
any desired viewing angle, it is said. 
Model No. 3812 has all-metal rim and 
back. Model No. 3813 has rubber rim 
and metal back, Both are available sep- 
arately or with long or short extension 
arm assemblies for three mounting types: 
U&L body and fender mounting, the 
hinge type and Ford truck mounting. 











HONING HEADS—Ammco Tools, Inc., 
2100 Commonwealth Ave., North Chicago, 
ill., has announced production of a line 
of low-cost long Stone honing heads. 
These honing heads are used for piston 
pin fitting with the Ammco models 2500, 
2600, and 2700 honing machines. They 
are extremely accurate and fast-cutting, 
yet are easy to use, it is said. Also avail- 
able are a set of truing sleeves and a 
special honing head storage rack. 








BATTERIES—Scranton Cellomatic Battery 
Corp., Archbald, Pa., has introduced its 
Cellomatic replaceable cell battery. The 
outstanding feature of the battery is said 
to be the ability to replace one cell rather 
than an entire battery, making it easier 
for the dealer to replace batteries as well 
as making it far less expensive to the con- 
sumer. Other features are said to include 
selenium plated grids, “ventair" air-cooled 
design to dissipate heat, and open gate 
element rests to give uninterrupted flow 
of electrolyte for added power and as an 
aid in retarding corrosion. Two basic 
assemblies and four frames, plus minor 
accessories, complete the entire line, it 
is said. 





STEAM CLEANER — The development of 
an instant heating portable steam cleaner 
designed for either oil or gas operation 
has been announced by Siebring Mfg. Co., 
George, la. Identified as model HO-3, this 
steam cleaner is of three-coil construction 
with approximately 82 feet of coils. Fully 
automatic and adjustable from an oper- 


‘lating pressure of 5 psi to 150 psi, it will 


deliver steam in less than a minute, it is 
said. Full operation is obtained in a minute 
and a half from a cold start. The Siebring 
HO-3 steam cleaner will handle 35 gallons 
per hour at the pump and 60 gallons per 
hour at the siphon for a total delivery of 
95 gallons per hour at the nozzle, it is 
claimed. 


OVERLOAD CUTOFF —Fast-acting me- 
chanical overload protection for the op- 
erator, load and the hoist itself, is said 
to be available on any type of electric 
hoist. Designed and built to fit any 
Wright Speedway Electric Hoist, the over- 
load cutoff unit has been introduced by 
the Wright Hoist Division, American Chain 
& Cable Co., Inc., York, Pa. Calibrated 
and sealed at the factory for the user's 
protection, the unit can take rugged abuse 
up to the critical point of overload; then 
it instantaneously “breaks” the raising cir- 
cuit of the hoist, it is said. This allows the 
load to be safely lowered to the floor and 
unhooked. Once this is performed, the 
raising circuit is automatically restored, 
it is claimed. 

* * * 


Washer Solvent 


An improved ANCO windshield 
washer solvent that is said to dou- 
ble as a glass cleaner has been 
developed for service station and 
home use by the Chemical Prod- 
ucts Division, Anderson Co., Gary 
40, Ind. 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * 


* 
LITTLETON, COLO. 


Colorado Auto Auction. Sale nee 4 Mon- 
day. Prices are for sale of Aug. 
wey: Mas Special 4-dr, Riviera. *51, 950* 
iS). 
ST a Estate Wagon, $1,695*; 4-dr. 
Riviera, $1,645*; Special 4-dr, Riviera, 
$1, a 
"56 RM 4-dr., $1,160* (ps); Special 2- 
dr., $890. 
"55 Century 2-dr, Riviera, $890*; 
conv., $750* (ps). 
CADILLAC — '59 de Ville 4-dr. hardtop, 
$5,235* (ps); (62) 2-dr., 4 at $5,000* 


(ps). 

*568 (62) Coupe de Ville, $3,850* (ps), 
$3,575* (ps); 2-dr. hardtop, $3,400* 
(ps), $3,175* (ps). 

57 (62) Coupe de ae - 715* (ps). 

’56 (62) 4-dr., $1,380* 


Special 





"54 (62) Coupe de an. $1,705* (ps). 
"53 (62) 4-dr., $900* 


'51 (62) 4-dr. 200°. 
CHEVROLET—’59 Impala (8) 4-dr., $2,- 
525* (ps) Bel Air (8) 


, $2,415* (ps); 
50. 


9 
"58 Impala. (8) 2-dr., $1,965* (ps); Bel 
Air (8) 2+dr.,. $1, 745° (ps); Biscayne 
$1,435*; Del Ray (8) 4- 

dr., $1,240 


57 Bel Air (8) 4- dr., $1,625* (ps), $1,- 
580*, $1,510*, 2 at $1,500*; Two-ten 
(8) 2-dr., $1,165. 

*56 Bel Air (8) 4-dr., $1,050. 

55 Two-ten (8) station wagon, $1,000*, 
$800; Bel Air (8) 4-dr. hardtop, $960*. 

’53 Two-ten station wagon, $495*. 

"52 y= 2-dr., $205, $200; Special 4- 


dr., $170. 
CHRYSLER—’55 (300) 2-dr., $805* (ps). 
DGE—’57 Custom Royal (8) conv., $1,- 
195* (ps); Coronet (6) 4-dr., $390". 
FORD—’59 Thunderbird (8), $4,150* (ps), 
$3, abe (ps); Custom 300 (8) 4-dr., 


$1,6 
58 Suen derbira (8), $3,025* (ps), $3,- 
000* (ps); Country Sedan (8) 4-dr., 
$1,655* (ps); Fairlane 


$1,750* (ps), 
500 (8) 4-dr., $1,685*, $1,450*; Cus- 





$1,095". 
(8) Skyliner, $1,715"; 
2-dr., $1,440*; Del Rio (8) 2-dr., $1,- 
250; Ranch Wagon (8) 2-dr., $1,200°; 
Fairlane (8) 4-dr., $1,050; Fairlane 
=. 2-dr., $865; Custom 300 (6) 2-dr., 


"56 Thunderbird (8), $1,935° (ps); 
lane (8) 2-dr, Victoria, $1, 125°, 


tom 300 (6) 4-dr. 
"57 Fairlane 500 


Fair- 
$985", 


$975*; 2-dr., $1,090*; Fairlane (6) 
2-dr., $1,040* 4-dr., $705, $$590*, 
$585"; ; Custom (8) 4-dr., $875*. 

"55 Fairlane (8) 4-dr., $700", $670* 


(ps). 

"54 Fuirtane (6) 2-dr., $320 
’53 Custom (8) 2-dr., $275; 4-dr., $260. 
"52 Custom (6) 2-dr., $175 
’50 Custom (8) 4-dr., $100. 

LINCOLN — '57 Premiere 4-dr., $2,200* 
(ps), $2,150*° (ps); Capri 4-dr., $1,- 
755* (ps). 

56 Premiere 4- dr., $1,410*. 
‘55 Cosmopolitan 4- dr., $800*. 

MEROURY—'58 Montclair 4- -dr., 
’57 Montclair 4-dr., $1,440* (ps 
’56 Monterey 4-dr., '$870*. 

‘55 Monterey 4-dr., $945. 

NASH—'54 Custom (6) 2-dr., $350 

OLDSMOBILE — ’59 (88) Fiesta, 


ay 640°. 


$3,900* 


ps). 
‘| PLYMOUTH—'59 Fury (8) conv., 





); 4-dr, 


(ps $3,025* (ps), $2,465 
"58 (88) 
) 


Super 4-dr. Holiday, $2,380* 


Ps). 
*57 (88) Super 4-dr., $1,635* (ps). 
’56 (88) Super 4-dr., $1,350* (ps); (98) 
4-dr., $1,305* (ps). 
"55 (98) 4-dr., $885* (ps), $805* (ps 
(88) 4-dr., $825* (ps), $715° wo. 
"54 (88) Super 4-dr. 
"$3,125° 


(ps); Savoy (6) oy $1,650, 
'58 Plaza (8) 4-dr., $1,085 
’S7 Suburban (8) 4- dr. $i, 495*. 
NTIAC — '59 Bonneville 2-dr. hardtop, 


$2,825" (ps). 
ae Chieftain Safari, $1,915*; 4-dr., $1,- 
‘6 Chieftain 2-dr., $950*; Star Chief 
4-dr, Catalina, $755*. 
*55 Chieftain 4-dr., $905; Star Chief 2- 


dr, Catalina, $895°*. 
RAMBLER—’55 Custom (6) 2-dr, hardtop, 


$745. 
STUDEBAKER-~'59 Regal 


(8) 2-dr. sta- 
tion wagon, $2,335. 
’57 Hawk (6) 2-dr., $860*. 
55 Commander (8) 4-dr., $355. 


MISCELLANEOUS—’59 Chevrolet El Cam- 
ino pickup, $1,920, $1,865; Ford \%-ton 


pickup, $1,610. 
'57 For %-ton pickup, $885*; 
pickup, $810. 
54 Ford 6%-ton pickup, $380. 
*52 Chevrolet truck, $185. 
*48 Chevrolet school bus, $420. 
‘47 Ford 2%-ton, $645. 


BANKSVILLE, N. Y. 


Greater New York Auto Auction, Inc. 
Sale every Tuesday. Prices are for sale 


of 3 11. 
BUICK—'57 Special conv., $1,375* (ps); 
Century 2-dr,. Riviera, $1,330* (ps). 
"56 RM 4-dr. Riviera, $1,000* (ps). 
’55 Century 2-dr. Riviera, $775* (ps). 
"54 Special 4-dr., $400*. 
CADILLAC—’57 (60) Special 4-dr. hard- 
top, $2,800° (ps); (62) Coupe de Ville, 


6%-ton 


$2,690* (ps); conv., $2,500* (ps); 2- 

dr, A on $2,500*° (ps). 

ht LET—'59 Nomad =(8) 4-dr., $2,- 
5. 

"58 Corvette (8) conv., $2,850*°; Impala 
(8) 2-dr. hardtop, $1,970* (ps); Bis- 
cayne (8) 4-dr., $1,510*, $1,490°; Bis- 
cayne (6) 4-dr, (taxi), $1,150, 

56 Bel Air (8) conv., $1,200*; Nomad 
(6) 2-dr., $735* (ps). 

‘SS Bel Air (8) 2-dr, — $975°* 
(ps); Two-ten (8)'2-dr., $720 

"54 Two-ten 4-dr., $465. 

'53 Two-ten 4-dr., $330°. 

bess oe Windsor 4-dr., $1,150*° 
ps). 

30 P Windsor 4-dr., $790* (ps); NY 2- 
dr, hardtop, $720* (ps). 

*53 NY 4-dr., $100* (ps). 

EDSEL—’'5S Ranger 2-dr. hardtop, $1,- 


120°. 
FORD—' 59 ea 2-dr. Victoria, 
. 


$3,400° (ps), ; (ps); Custom 
300 (8) 2-dr., $1,850*; 4-dr., $1,720. 
58 Fairlane 500 (8) skyliner, $1,850*° 
(ps); 2-dr, Vi $1,580* (ps); 
Ranch Wagon (8) -dr., $1,590* (ps); 
Country Sedan AY 4-dr., $1,500, $1,- 


425° (ps), $1,425 

*S7 Fairlane (8) 2dr, Victoria, $1,230*; 
Fairlane (6) 4-dr., §775*; Ranch 
baer (8) 2-dr., $1,195; Custom (8) 


4-dr., $945°*. 
"56 Parklane (8) 2-dr., $950*; 


Maine (6) 
2-dr. (police car), $350°, 

’55 Country Squire (8) 4-dr., $825°; 
Country: Sedan (8) 4-dr., $760; Main 
(6) 2-dr., $400. 

’S4 Crest (8) conv., $485*; Crest (6) 
conv., $295; Custom (8) 2-dr., $375; 


Main (6) 2-dr., $150 


‘53 Crest (8) 2-dr, Victoria, $375°; 
conv., $315*; Custom (6) 4-dr., $240. 
ee ate cs rd Imperial 4-dr. hardtop, 
$1,875* ( 
LIN pn ogre 58. “Premiere 4-dr. hardtop, 
* (ps). 
MERCURY-'5¢ Montclair conv., $950* 
(ps). 
’54 Montclair 2-dr., $485*, 
OLDSMOBILE—'5S8 (88) conv., $1,975* 


(ps). 





(Continued on Page 28, Col, 1) 











COLORADO 


MICHIGAN 








NEW JERSEY 


NEW YORK 











Denver Auto Auction 
4595 South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 








CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M, 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 














FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 








INDIANA 











AOL 


‘UCTION 


DYER IND. 
SALE EVERY FRIDAY 


CARS AT 12:30 P.M. 
TRUCKS, AUG. 28th, 11 A. M. 


Checks and Titles Guaranteed 





12 Years—same location—Rte, 30, 
2 miles west of Rte. 4! 


UNion 5-2361 Chicago line: REgent 1-6181 





INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 





Aptco 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


PNicue 








19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 

Exclusively for Dealers 
“DUAL RING" 2 lines running simultane- 
ously. 
®@ Conveniently located in the heart of the 
automobile world 
Ten acres of completely fenced parking 
area, 
Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers. 
Fair management, 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 
M. D. McCollum, Vice-President and Mana 
3711 Western Road Phone CEdar ?. 











MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
Twin Ring Selling 














Minutes from New York City 





AUTO AUCTION 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 
Insured By 
AUCTION INSURANCE AGENCY, 

labama 


EVERY THURSDAY AT NOON! 
ON. ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 








OVER 500 CARS EVERY WEEK 
NO HOUSE CARS? 


N-A-D-E 


Every WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 





NEW YORK 








LAFAYETTE—Syracuse Auto faction, 
Center of Empire State. Check an 
Title Protection. (Wed.). 





GREATER NEW YORK 

AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 


Guaranteed Checks and Titles 
Phonon beaten’ vilone 4-3100 


JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
Ail Titles and Checks Guaranteed 


Eve 














NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


PENNSYLVANIA 














COMETO 
Manheim Auto Auction’s 


$15,000 
14TH ANNIVERSARY | 
CELEBRATION 


» ie Big CASH PRIZES 
%& Free CHICKEN BARBEQUE DINNERS 


PLUS 2 BIG SALES DAYS 
SEPTEMBER 17-18 
| Manheim Auto Auction, Inc, | 
‘ Route 72, Manheim, Pa. § 
Telephone MOhawk 5-2401 _} 


{ 














CORRY A gp AUCTION 


6, Corry, 
EVERY PR FRIDAY—1 00 P.M. 
Gueranteed Checks— 


tion." Fer reserved numbers call C 
36-391. Auctioneers: Ray Austin, 

Odi Owner: George 
Hartley. 





TEXAS 











AMARILLO AUTO 
AUCTION, INC. 
10TH Phone: DR 2-9503 
WE PICK UP AND SELL 


FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 


——Auction Checks Issued—— 
SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


3202 E. 











WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattle 66, Wash. 
Phone PArkway 5-6490 
SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 
Write for free accurate market reports 

Bill Jehnsen Bob 











Crossroads 


+ « » ‘Where they meet... buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Avtomotive’ News. 
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; 4-dr., $1,420; Custom 300 (8) 4-dr., ‘oan Sedan (8) 4-dr, (9 pass.), 
, jane * ’53 Custom (8) 2-dr., 90° 25° 
Used-Car Auction Prices || "S23325.3e" “*| Model Brockdows | | ee eat me 
Ba! $1,015; 2-dr., $1,125, $1,005 — -dr., : 
‘56 Fairlane (8) ‘2dr. Victoria, $1,125, Of Auction Averages "53 Super Wasp 2-dr., $305°. 
$945*, $855"; conv., $1,005* (ps); 4- Aug., 1959 July, June, 52 Wasp 2-dr., $130*. 
t s $930; Ranch Wagon (8) 2-dr., Model To Date 1959 1959 a” toe a "Weeaee wm oo: F $2,- 
8 to! $865, 40; , 060 
(Continued from Page 25) Sar: 5835. gees toete ss 4 WB sedccsesvees $2,567 $2,618 by sf Pe). er pitied 
'S5 Fairlane (8) 4-dr. Victoria, $915*;| 1958 son 1,839 888 , onterey 2-dr. hardtop, ps 
} *57 (88) Fiesta, $1,275*. (pa); 2-dr. hardtop, $1,160* (ps), $1,- 2-dr., $875", $755*, $745, $655; pin 1957 1,312 1,300 1,333 "53 ra ad sport coupe, $350"; conv., 
56 (88) 4-dr. Holiday, $1,145* (ps); 2- 000*; 4-dr., $1,070*; oe. $1,000 $820*; Ranch Wagon (8) 2-dr., $805*| . °°" $340 
dr, Holiday, $875*; 4-dr., $850°*. Savoy (8) 2-dr., $905°; g000"" (ps); Country Sedan (8) 4-dr., $765*, . 918 910 949 OLDSMOBILE—'s9 (88) 4-dr, Holiday, 
"55 (88) 4-dr., $670*. "56 Belvedere (8) 2-dr. havates, $745* $720: Custom (8) 4-dr., $680°, $665; 686 674 711 $2, 
54 (88) 4-dr., $510* (ps). (ps); Savoy (8) 4-dr., $550, Custom (6) 2-dr., $605. 441 427 447 "57 (38) Super 4-dr. Holiday, $1,715* 
ha" Spy 2-dr. Holiday, $230* (ps); 4-| °S5 Belvedere (6) 2-dr., $450*; 4-dr.,| 54 Country Sedan (8) 4-dr., $800*, $635; (ps); 4-dr., $1,330* (ps). 
, $230. $420; Savoy (8) 4-dr., $410*, Ranch Wagon (8) 2-dr., $505; Custom| 1953.............. 296 286 298 "56 (98) 4-dr. Holiday, $1,360* (ps); 
; PACKARD— 57 Clipper 4-dr., $975* (ps). "54 Savoy (8) 4-dr., $250°. (8) 2-dr., $480; 4-dr., $325; Crest (8)| 1962.............. 221 192 198 = Super 2-dr, Holiday,  $1,290* 
f - ee oe es $610* (ps); 2-dr, hard- Sp com "59 Saetialn 9 2-dr., $2,365°. 4-er. 8345, 2 ; Overall if i. ia Me aiaiw cots ean 4 
op, F leftain 2-dr , y *: Cres ( per conv., ; 
PLYMOUTH 97 Belvedere (8) 2-dr, hard-| RAMBLER. '38 Custom (@) Cross Coun-| "2.5. Vito, as * ©) Average $1,029 $1,031 $1,056 2-dr, Holiday, $975* 
top, $1,200° (ps), $1,150* (ps); 4- try, $1,925*, $1,715. 52 Custom (8) 2-dr., $345; 4-dr., $165. *B4 (88) 2-dr, Holiday, $675". 
dr. hardtop, $1,080*. ’57 Custom (6) Cross Country, $1,400. MERCURY—’57 Montclair 4-dr, $1,385* PLYMOUTH—’58 Suburben (8) 4-dr., $1,- 
55 Belvedere (6) 2-dr, hardtop, $575; "55 Custom (6) Cross Country, 2 at $550. (ps); Monterey 2-dr., $1,355* (ps). $2,150* (ps), $2,120* (ps), $2,065*; 765*. 
Savoy (6) 4-dr., $485. STUDEBAKER—'55 Commander (8) sta-| 56 Monterey 2-dr., $1,025 conv., $2,100*, $2,095* (ps); Brook-| °57 Suburban (8) 4-dr., $1,720* (ps); 
PONTIAC—’56 Star Chief conv., $920* tion wagon, $175. 55 Monterey 2-dr., $1, ane. $685*: 4-dr wood (8) 4-dr., $1,995*, $1,905*; Bel Belvedere (8) 4-dr. hardtop, $1,245*; ry 
(ps); 2-dr. Catalina, $860*, MISCELLANEOUS—’55 Chevrolet (8) %- $895", $690. \- es Air (8) 4-dr, hardtop, $1,845* (ps); Savoy (8) 4-dr., $1,145*. 
po ao yy a gee 4-dr., ough sea, $605. 53 Seeaherey 2-dr., $485*. — 7 mo Sa’seees ee K - hed os $645*. | 
sT ‘53 Commander (8) 2-dr., ’ ‘ord (8) F-100 pickup, : LDS: tow" > ° (8) 2-dr., J ’ ’ ; yne "5 uxe 2-dr., $155. | 
"i NroUs— Willys J ik z ass voioniaae. z oe oc Tc Rage ates 1 nwo-tet “s) stats $1,630 PONTIAC” 7 Su or Baf $1,830* (ps) 
MISCELLA® "59 illys Jeep pick- ; ’ ; ° ‘ "57 ‘o-ten ) station wagon, < ’ Dy —"57 Super ari, ° Ps); | 
up, $1,900. FARGO Ore) aean Geen TOO” 8); | = 51,800; dade. $1,945", $1,278, $1,226; Star Chief 4-dr. Catalina, $1,620* | 
‘57 Chevrolet El Camino pickup, $760°*; Tri-State Auction Co., Inc. Sale every '55 (88) 4-dr., $705* (ps). Bel Air (8) sport coupe, $1,490* (ps); (ps); Chieftain Safari, $1,560*, $1,- | 
Willys Jeep pickup, $350. Thursday. Prices are for sale of August 13. "54 (98) 4-dr., $655; (88) 4-dr., $190°*. 4-dr, hardtop, $1,445. 550*, $1,145*. | 
’55 Chevrolet 3100 stake, $580. Steady, PLYMOUTH ‘59 Suburban (8) 4-dr $2,- 56 Bel Air (8) station wagon, $1,450* 56 Star Chief 4- dr, Catalina, $1,270* | 
BUICK—'6 Special 4-dr., $600*. 115° (ps ah ee ne Ole aes ae, yp ge | 
ETR "5 ial ’ *. en -ar., . "55 Chieftain ari 180* (ps). 
D oIr ‘83 Special 2dr, an as Fury (a) 2-de., $1,505*; Savoy (8)/ 55° Bel Air (8) station wagon, $1,015*;| °53 Chieftain 2-dr., $340", $210*, $200°, | 
Aptco Auto Auction, Sale every er: CHEVROLET—'58 Impala (8) conv., $1,- '56 Belvedere (8) 4-dr., $855, Two-ten (8) station wagon, $970", *52 Deluxe 4-dr., $220*. 
day. Prices are for sale of Aug, 12. 845* (ps); Brookwood (8) 4-dr., $1,-| °55 Plaza (6) 2-dr., $615 $940* (ps); 4-dr., $725"; Two-ten (6) | RAMBLER—’57 Super (6) 4-dr., $1,055. | 
BUICK—'57 Special Estate moet $1,- 740*; Biscayne (8) 4-dr., $1,595*,| PONTIAC—’57 Chieftain Safari 2-dr., $1,- 4-dr., $640; One-fifty (6) 2-dr., $550, ’55 Custom Cross Country, $900°. 
625°; 2-dr., $1,250*; Super 2-dr. Riv- $1,590*, $1,570; Biscayne (6) 4-dr., 205°. ‘ $505. a ‘i $775°; Two- STUDEBAKER — '56 President (8) 2-dr., 
jera, $1,525* (ps). $1,500. 'S5 Chieftain Safari 2-dr., $990* (ps);| "4 ih — a ‘oon 8000". A 
56 Special 2-dr., $1,015*. '57 Townsman (8) 4-dr., $1,575*; Two- Safari 4-dr., $255. eter 2-dr., $575, 5°; Two-t 54 Champion (6) 2-dr., $330 
as Suse oe Riviera, $665°. ten (8) 4-dr., $1,245°, $1,195°, $1,-| STUDEBAKER—'59 Regal (6) 2-dr., $1,- “=” ‘o-ten MISCELLANEOUS — ‘01 Ford (8) %-ton 
"54 Super 2-dr, Riviera, $380*. 5 69: : , , , / 
CADILLAC—'59 (62) conv., th 56 Two-ten (8) 4-dr., $875*, $855, $820. nomcniaaweeun——'ee Ford (6) %-ton| "52 Deluxe 2-dr., $185°. '56 Ford (6) delivery sedan, $625. 
"6S (62) 2-dr, - -e $3,290* (ps). ‘55 Bel Air (8) 2-dr., $500. pickup, $1,205. CHRYSLER—'58 Windsor 2-dr. hardtop, '55 Chevrolet (8) %-ton pickup, $1,130. 
’57 (62) Sedan Ville, $2,700° (ps),| °54 Bel Air 4-dr., $300*. 'S7 GMC (6) %-ton truck, $785, $1,085* (ps). 54 International (6) %-ton pickup, | 
$1,960* (ps). "52 Deluxe, $190*. '55 Chevrolet (6) %-ton truck, $655, '53 Windsor 4-dr., $315* (ps). : $525. 
‘56 (62) Sedan de Ville, $1,865* (ps). DODGE—'53' Coronet (8) 4-dr., $235*. DeSOTO — ‘57 Firesweep 4-dr., $1,360* '53 Chevrolet %-ton pickup, $400. 
56 (62) conv., $1,365* (ps). 51 (8) 4-dr., $100. SE ATTLE (ps). 51 Chevrolet %-ton pickup, $420. | 
CHEVROLET—'59 Bel Air (8) 2-dr. hard- | EDSEL—’58 Ranger 4-dr., $1,470*. 55 Fireflite 4-dr. , $890* (ps). j 
top, $2,100*; 2-dr., $2,065°. FORD—'59 Galaxie (8) 4-dr., $2,250* (ps);| south Seattle Auto Auction, Sale every| ‘53 Firedome 4-dr., $230. LOS ANGELES | 
58 Corvette (8) conv., $2,790*; Impala Fairlane 500 (8) 4-dr., $2,125* (ps);| Wednesday. Prices are for sale of Aug, 12.| DODGE—’56 Custom Royal (8) 4-dr. hard- 
(8) conv., $1,900* (ps); Yeoman (6) Fairlane (8) 4-dr., $2,100* (ps). Despite a large consignment, buyers are top, $1,190* (ps). Harold Henry’s Los Angeles Dealer Auto 
4-dr., $1,625; 2-dr., $1,510; Biscayne} ‘58 Fairlane 500 (8) 2-dr. Victoria, $1,-| buying only the better cars. Sold 152 cars| EDSEL—'59 Ranger 2-dr. hardtop, $2,-| Auction. Sale every Tuesday. Prices are 
(8) 4-dr., $1,535* (ps), $1,530*; 2-dr. 480° (ps); Fairlane (8) 4-dr., $1,400;| from 368 consignments. 150* (ps). for sale of August 11. c 
hardtop, $1,450*; Delray (6) | 2-dr., Custom 300 (8) 4-dr., $1,185°, $1,175*. | BUICK—'56 RM 2-dr. Riviera, $1,270° FORD—'58 Thunderbird (8) 2-dr. Victoria, BUICK—'57 RM 4-dr. Riviera, $1,775° 
$1,350. 'ST Fairlane (8) 4- dr., ‘$1, 195° (ps), $1,- (ps); Special 2-dr. % $1,090 $3,245* (ps); Ranch Wagon (8) 4-dr., (ps); Century 2-dr, Riviera, $1,720 
"57 Bel Air (8) 4-dr. hardtop, $1,400°; 045%; Custom 300 (8) 4-dr., $1,/125*,| '55 Contury 2-dr, Riviera, ‘gorse (ps), $1,690*; Fairlane (8) 4-dr., 3. 625°; (ps), $1,710* (ps); Special 2-dr. Rivi- y 
Two-ten (6) 2-dr., $1,040%; One-fifty $1,105*, $1,095. $740 Fairlane 500 (8) 2-dr., $1,575 ete, $1,495 4-dr., $1,335°. “S 
(8) 2-dr., $990. 56 Fairlane (8) 4-dr., $890; Custom 54 Super conv., $755* (ps). ’57 Country Squire (8) 4-dr., #1, 645° 56 Special Estate Wagon, $1,165*; 2-dr. 
56 Two-ten (8) 2-dr., $755*; Two-ten (6) 4-dr., $855*; Main (6) 2-dr., $615. | CADILLAC—'59 (62) conv., $5,200* (ps); (ps); Fairlane 500 (8) .4-dr. Victoria, ge a adh ‘tests ae ake, Soe 
(6) 2-dr., $610. '55 Fairlane (8) 4-dr., $755*, $660°. 2-dr., $4,640* (ps). $1,595*; Ranch Wagon (8) 2-dr., $1,- Riviera, $1,155: ry ag Fagg Rg | 
"55 Bel Air’ (6) 2-dr., $1,030°. '53 Custom (8) 4-dr., $365. 58 (62) 4-dr., $3,395* (ps). 320; Custom 300 (8) 4-dr., $1,305*, era. $1,130° (ps); Super 4-dr. Riviera, 
'53 Bel Air 2-dr., $375; Two-ten 4-dr.,| MERCURY—’51 Monterey 4-dr., $125. "57 (62) 2-dr., $1,150* (ps). $1,200*. meen” he BR Rivi e10° (ee): RM 
$210; 2-dr., $195. OLDSMOBILE--'59 (98) 4-dr., Holiday,| ‘54 (62) conv., $1,545° (ps); (6) Special] ’56 Fairlane (8) conv., $1,225* (ps);| "55 Super 2-dr. Riviera, $910° (ps); RM 
O—'57 Fireflite 2-dr. hardtop, $1,- $3,385* (ps). 4-dr., $1,515* (ps). 4-dr, Victoria, $1,095* (ps), $1,045°*; par. MEviErS, SECU" (pe); Rpecial 3- 
775* (ps). '54 (88) Super 4-dr., $655* (ps), OHEVROLET—'59 Corvette (8) conv., $3,- Custom (8) 2-dr. Victoria, $935*;| ,_ dF. Riviera, $850°. a‘ 
'55 Firedome 2-dr. hardtop, $670*. "53 (98) 2-dr., $440* (ps). 705; Impala (8) 4-dr, hardtop, $2,415* 4-dr., $810; Custom (6) 4-dr., $720. 54 Special 2-dr. Riviera, $700° (pa), 
DODGE—'57 Custom Royal (8) 2-dr, hard-| PLYMOUTH—'54 Savoy (8) 2-dr., $305. (ps); 4-dr., $2,300* (ps); Bel Air (6)| ‘55 Fairlane (8) 2-dr. Victoria, $1,070*, 9510", 450°; RM é-dr., 9600° (ps); 
top, $1,325; Coronet (8) 2-dr., $975*;| ‘52 (8) 4-dr., $135. 4-dr., $1,900"; Biscayne (6) 2-dr., $795*; 4-dr., $820*, $645°; Country| , Century 4-dr., $335* (ps). 
2-dr. hardtop, $735*. PONTIAC—'57 Chieftain 4-dr., $1,160*. $1,860. Sedan (8) 4-dr., $1,025*, $985*; Cus-| ‘53 RM 2-dr. Riviera, $325* (ps); 4-dr., 
| 55 Royal (8) 2-dr. hardto a 2 $580*. ’54 Chieftain 2-dr., $350*. ‘58 Impala (8) sport coupe, $2,165* (ps), tom (8) 4-dr., $680, $650. (Continued on Page 29, Col, 1) 
FORD—'59 Thunderbird (8) 2-dr., $3,410*| "52 Station Wagon 4-dr., $215*. 
(ps); Galaxie (8) gg " $2,555"; RAMBLER—’58 Custom (8) station wagon, ; 
iceSamee ce, wee | fae me 0 Oe oom New C ial-Car Regi 
‘u j= se 
‘58 ‘Thunderbird (8) 2dr’ Victoria, $3,-|MISCELLANEOUS—'56 International pick- ew COMmmerciali-Uar egistrations, 
060° (ps); Fairlane 500 (8) conv., $1,- up, $650; Ford %-ton pickup, $605. 
790* (ps); $1,690* (ps). ‘53 Ford %-ton pickup, $380. 
"57 Country Sedan (8) 4-dr., $1,440* ’52 Ford 2-ton 2sp., $510, $455. 
(ps), $1,350* (ps); Fairlane 500 (8)| °'50 Chevrolet, $550. tates or u - 
2-dr., $1,430 (ps), $1,330"; 2-dr, Vic-| °49 Chevrolet 2-ton 2sp., $240; Stude- 9 
seria, Sate ni +O ott bem baker, 1%-ton, $205. 
nec} agon ) 2-dr., $1 o ‘air- 
lane (8) 2-dr, Victoria, $1,175* (ps); Sue comewnens by siete pee 
Custom (8) 2-dr., $960*; Custom (6) DANVILLE, VA. ag ag & (Ti geen Fm age Brock-| Chev-| niey Mt. |netion- Stude- TO. 
2-dr., $860; 4-dr., $845, Danville Auto Auction, Sale every Wed- » A, ital way | rolet 7 |Dodge| Ford | oc al | Mack | baker | White | Willys | Misc. | TAL 
‘56 Fairlane (8) 2-4r. Victoria, $1,020"; | nesday, Prices are for sale of Aug. 12. 
2-dr., $950* (ps), $900*; 4-dr. Vie- Very active market for older clean cars— 
toria, $910*; conv., $800; 4-dr., $780*;|'54 thru ‘57. Light activity on new and| Delaware } 23 
Custom (8) '2-dr., $670; Custom (6) 4-| near new cars. 58 20 
dr., $650; Main (8) 2-dr., $615. BUICK—’57 Special 4-dr., $1,380° (ps). 
'S5 Country Squire (8) 4-dr., $875*;| ‘56 Super 2-dr., $1,130* (ps); Special 
Fairlane (8) 4-dr., $810*; Custom (8) 4-dr., $1,105": 2-dr., * soos": Century 
2-dr., $610, $550. 4-dr., $925* (ps). 
"54 Main (8) 2-dr., $360. 55 Century 4-dr., $1,055*; 2-dr., $835*; 
‘53 Custom (8) 4- dr., $250. Special 2-dr., $980*; 4- dr., $880*; RM 
HUDSON—’'56 Hornet (6) 4-dr., $450*. 2-dr., $805* (ps). 
LINCOLN—’58 Capri 4-dr., $2,650* (ps). 54 Special 2-dr., $525°. 
MERCURY—'58 Monterey conv., $1,750°;| CHEVROLET—’58 Impala (8) 2-dr., $1,- 
2-dr., $1,350°. 845; Bel Air (8) 4-dr., $1,580, $1,550*, 
ST Montclair |" 2-dr. hardtop, $1,290* e. 505° (ps); Biscayne (6) 2-dr., $1,- 39) 
(ps); Monterey 2-dr. hardtop, $1,255*. , 
ir * Monterey 4-dr., $960*; Custom 4-dr., ‘ot Bs Air (8) 2-dr., $1,295*; conv., 58 
Two-ten (6) 2-dr., $1,030; 4-dr., 
OLDSMOBILE — ‘54 (88) 2-dr. Holiday, a erent Oe 
Al (ps); 4-dr, Holiday, $2,100*| +56 Two-ten (8) 4-dr., $1,205, $980*, 194 
ps). 965*; Bel Air (8) 2-dr. ° 80. 
"BT (88) bn al $1,690*; 4-dr. Holiday, ‘sD Bel Air (8) ° Ry “, ae * 030", 39% 
mot 840" (ps). $765"; 4-dr., $850, $500*; conv., $735*; 
55 (98) 4-ar.., $1,050* (ps); (88) 2-dr., Two-ten (8) 4-dr., $805, $795*; Two- 
1m fd0* (ps); 4-dr., $530. ten (6) station wagon 2-dr., $800. 154 2% 126 4 9) 465 
54 (88) 4- -dr., $575°. 54 Two-ten 2-dr., $615; 4-dr., $545; Bel 
PLYMOUTH—’59 Savoy (6) 4-dr., $1,690. Air 2-dr., $415*. © Date for 1355 286] 1324/ 335) = 76! 89| 41 59 | 179| 4633 
57 Belvedere (8) 4-dr. hardtop, $1,270* ‘53 Bel Air 2-dr., $380; 4-dr., $340. ear 
DODGE—'s Royal of “de., $1,550"; To Date 396| 123978| 1424) | 99956| 25934, 43953| 5699 | S967, ‘9708| 14816) 352984 
’55 Coronet (8) 2-dr., $575. "The information in this report has been compiled from official state documents. Eve ble pr tion has been exercised to insure 
FORD—’'59 Custom 300 (8) 2-dr., $1,930*.| accuracy to the extent of the registrations received at the time the report is published. R. L, Polk & Co. cannot assume any liability by % 
‘58 Fairlane 500 (8) skyliner, $2,030*| reason of inaccuracies or omissions.""—R. L. Polk & Co. The Oregon registration count prepared | the Oregon State Motor Vehicle De “i 
(ps); Fairlane (8) 4-dr., $1,455*, $1,-| ment is included in this preliminary U. S. summary. These figures have not been subjected to auditing procedures usually applied by 
355*; 2-dr., $1,440; Ranch Wagon (8) | Polk & Co, The 1958 figures for Oregon are Polk” figures. 








New Passenger-Car Registrations, 9 States for July, 1959-1958 
































































































































Car registrations AMC Chrys- | Im CHRYS S-P |Miscel 
" pe-| De- Plym- Mer- | FORD Cadil- | Chev- | Olds- | Pon- | G.M. 
ee ‘er, compiled ony rot rial | Soto |2°d99¢! outh ‘A Ford | Edsel jLincoln) cury |TOTAL| Buick | “jac | rolet |mobile] tiac | TOTAL —— = TOTAL 
Delaware ‘59| %| 27 3) 3} ny 268; 393 7 2; $4] 457/71] 40) 430) 67H! 709) 2) s99) 1738 
‘58 | 49, 23] 4| 21) _39|_—«205|_—292| 95 1 5| __47|_:358| 30/492} —s 88; __—sb2|_—S717|_~—st6| 95] st 27 
District of Columbia ‘59 ies) 33; ~«10)~=S*«~ CS*CS|SC«i S| SSCS 9) 13; 41) 62; 65) 68) 603) 164) 194) 1094) 52) 294) 2562 
‘58 | 7| __54| 9| 31} 60} _~_—2t0|~— 364] ~—_—362/ 9| | 56] _436| —4;—~—S—6O|_—siS7I| _—stO7|—S——90|_——«892| 5| __232| 2005 
Idaho 59 i786) 17) é 13) 39) ~+129) +204) ~~«398)~=«20)~SC«~SC|~SCS)~S*«wW)S*«)~Si2) SS) SCS) ~S«SB) B02) 1) 171) 1908 
‘58 | 105, 15 | 5 12; 44|_—_—*18|__—*94|_—2463]__—i| 6} 40} 325] | 38] 372] 70] _—74|__—8| | ——236] 1495 
New Hampshire 8 212; «19 i] 9) 63} 1a1| 223, —478)~—SCS 4 53) $50; —-50|—«35/——~«Sor 95| 83) 764; ~-@5| 320) 2154 
117 i 3 2| 39} ~—_—*127|_~—=«t82|_—«308 | 4| 2| 37/35/49] 29] 382} 52] 3} 575] 8) 9 | 1434 
North Dakota ‘59 102) 27 5) 1) 68) 156) 267) 505 17 2 ¢i| 505) <43)—~=*«a)S SCS) Se) SSS) S| 
‘58 | 48; 30}_ Ss 4] SL S52} | 28] 334] 8} S| 31} 388] 65|_— 20] 375]_ | t5|_ 606] 23] 40] 1353 
Rhode Island ‘59| TT) 18| S| 10|  96| 179) ~«248| Sel! 8) 2 43; 624, ——~C*S|~S«MO)SC«iB|SCSL| SCS) SS*B A! —«258) 2000 
‘58 | 154] 28] ~——s}__—s|__—4tj_—_—sd92|_—s285] ~—sS2z} | Ss 35] 574] bt] 86] 440] 98] 49] 707|_——s3|_—=—239| ‘972 
Vermont *59| iol; 13] 7\ 32) 06) 138) _277| 6| 5 34) -322|~—~=C«MS| S23) SBN] ~—SCS| SSC) SOS) SCS) SCD) 1283 
‘58 | 84 12 10} 33) _—*104}~—«160| 280! 5| 2 32} 319] 45! 22] ag] 39 as. bike. 510; 13/_—«189| «1275 
— Wisconsi ‘59 i516) 144) 20) +74) +357) 700) 1375| 3159) 72) +38) +321) +9590) +497| +204) ~«3244| Bi ~~ 708; -230| —~—7i6| 13135 
Community Relation eer ‘58 | e971, tia 18| 68, _—-285| 601 ~—*1086| 2062, ~——60|_—=—23| =| 2359] 479/202] -—«2396| «529 _ Bl 4045) __103|_——«372| 8856 
His Honor, The Mayor, otherwise Dodge Wyoming 59) 91) it] i 8| 25 73; —«118| ~—«-284] ii| 2| 34). —«331| = 25; 300! 67| 79| ‘512! 30/87) «1169 
dealer J. K. Addy, Lexington, S. C., cul- ‘58 | 66} ‘14! 2} 10/_— 32} 0]_—sta|_—si9S}—sta} S| 34] eb] =| 32} 37) a9] gar 3/58) (1120 
inated his co ity relations program | 9 States Reported ‘59| 2650; +309 ~=«*SI| ~—=«d74/~=«~=«CNBow! 3146/6610! 169) —@9| ~—«690!—«7558/ —«950| —«490/ +6446) 1562/1738) 11386) 622) 2271) 27633 
by being elected to the highest office his|_To Date for July '58| 1610] 303/54} 181! 25/1768) 2931/4621; —t4t| 68} _—526| —5356| —952/_—— 489] 5748/1133) 955) 9277|_—2t| ‘1652121037 
4 Sakti Sie be abbbinnds shalt. Anes} TOAt "59|  179254| 32227| 9118! 23174) 73331| 197077| 334927| 740556| 24389| 15119) _77581| @57645| 135702! 76277! 762274 196233) 202676) 1373162| 69043| 294483) 3108514 
» ton ang gy a ar paar To Date ‘58 | 80196) 32761] 8503 26707 69374) 203713| 341058| 505486| 22198| 15557) _71478| 614719| 142529| 68577| 665761| 169274| 123363] 1169504) 21185| 1645641239126 








ing over a new-car order with Herman 
: "The information in this report has been compiled from official state documents. Every reasonable precaution has been exercised to insure accuracy to the extent of the registrations 

Ude, Dodge supervisor of courtesy, during retaiead at the time the hie is published. R. L, Polk & Co. cannot assume any liability by reason of inaccuracies or ommissions.""—R. L. Polk & Co. , 

a visit to the Dodge Hamtramck (Mich.) The 1958 figures for Metropolitan and Packard are included in miscellaneous. The Oregon registration count ew by the Oregon State Motor Vehicie Department is included in 

plant. this preliminary U. S. summary. These figures have not been subjected to auditing procedures usually applied by L. Polk & Co. The 1958 figures for Oregon are Polk figures. 














AUTOMOTIVE NEWS, AUGUST 24, 1959 29 ) 











” $265* (ps); myo 2-dr., $305. 
"51 Special 2-dr., $150 
ys CADILLAC—’58 po! conv., $3,675* (ps); 
* 2-dr., $3,400* (ps 

"57 (62) Coupe de “ville, $3,125* (ps), 
¢ $2,905* (ps), $2,890* (ps); Sedan de 
4 i Ville, $2,985* (ps); 2-dr., $2,785* 





4 (ps); 4-dr., $2,535* (ps). 
) ’ "56 (60) Special 4-dr., $2,160* (ps); 
(62) Sedan de Ville, $2,080* (ps); 2- 


dr., $2,035* (ps); conv., $1,885* (ps). 

"55 Eldorado conv., $2,005* (ps); (62) 

Coupe de Ville, $2,000* (ps); (60) 
. Special 4-dr., $1,645* (ps). 

‘5 "54 (62) 2-dr., $1,325* (ps), $1,290* 

J > (ps); (60) Special 4-dr., $1,105* (ps). 

| "53 (62) 4-dr., $650* (ps), $565* (ps), 

$440* (ps); Eldorado conv., $550* 


(ps). 

52 (62) Coupe de Ville, $580* (ps); 

4 (60) Special 2-dr., $390* (ps). 

"Bl (62) 4-dr., $285* (ps). 

"BO (62) 4-dr., $250*, $200*; (61) 4-dr., 

. $175*. 

| ’48 (62) 2-dr., $100*. 

CHEVROLET—’59 Parkwood (8) 4-dr., 
$2,860* (ps); Impala (8) 4-dr, hard- 
top, $2,575* (ps); 2-dr, hardtop, §2,- 
550° 


’58S Corvette (8) conv., $2,690; Impala 
/ (8) conv., $2,265* (ps), $2,135* (ps), 
4 $2,100*, $1,810* (ps); 2-dr, hardtop, 
] $2,235* (ps), $2,200, $2,100*; Bel Air 
: / (8) 2-dr. hardtop, $1,985* (ps); 4-dr., 
i $1,750*; Brookwood (8) 4-dr., $1,895* 
(ps); Biscayne (8) 4-dr., $1,685*; 2- 
te $1,585* (ps); Biscayne (6) 4-dr., 
$1,375. 
’57 Corvette (8) conv., $2,600, $2,380, 
$2,275*; Nomad (8) 2-dr., $2,010* 
(ps); Bel Air (8) 4-dr, hardtop, $1,- 
675*, $1,600* (ps); Two-ten (8) sta- 
tion wagon, $1,675, $1,655*, $1,645°*; 
4-dr. hardtop, $1,535*; 4-dr., $1,320, 
$1,235*; 2-dr. hardtop, $1,440*, $1,- 
405, $1,400*. 
56 Corvette (8) conv., $1,710*; Bel Air 
(8) 4-dr, hardtop, $1,250*; Two-ten 
(8) 4-dr., $1,045*; 2-dr., $705; Two- 
+ ten (6) 2-dr., 2 at $900*; One-fifty 
j (8) 2-dr., $1,005*; One-fifty (6) 2-dr., 


$935. 

‘55 Nomad (8) 2-dr., $1,195* (ps); Bel 
” Air (8) 4-dr., $1,050* (ps), 2 at 
$850*, $685*; conv., $1,000*, $865, 
| $755; 2-dr. hardtop, $965*; Two-ten 
“4 (8) 2-dr., $990*; 4-dr., $775; Two- 
ten (6) 4-dr., $750*, $750; One-fifty 

(6) 2-dr., $520; 4-dr., $470, 
’54 Bel Air 4-dr., $575*, $460, $420* 
(ps); Two-ten 2-dr., $515; 4-dr., $435. 
"53 One- fifty station wagon, $400; Two- 
ten 4-dr., $375; 2-dr., $370, $365; 
conv., $360; Bel Air 2-ar. hardtop, 


$370. 

’52 Sl Special 2-dr., $325, $200; S1 
Deluxe 4-dr., $260, $250*; Bel Air 2- 
dr. hardtop, $325*. 

’51 Sil Deluxe 4-dr., $200, $125; 2-dr. 
hardtop, $175*. 

OCHRYSLER—’57 Windsor 4-dr., $1,505* 


(ps). 
DeSOTO—’'56 Firedome 2-dr., $1,150* (ps). 
‘55 Firedome station wagon, $1,195* 
(ps); 2-dr, hardtop, $600° (ps). 
’653 Firedome 4-dr., $290 
a Seon dewnecch (6) 4-dr., 


$340 
"53 Coronet (8) 4-dr., $190*, 
FORD—’59 Thunderbird (8) conv., $4,250* 
(ps), $4,175* (ps), $3,650* (ps); 
Country Sedan 4-dr., $2,435*; Custom 
300 (8) 2-dr., $1,880. 

"58 Thunderbird (8) conv., $3,250* (ps), 
$2,975*; Fairlane 500 (8) 4-dr, Vic- 
toria, $1,835* (ps); 4-dr., $1,750*; 2- 
dr, Victoria, $1,700*, - 

’57 Thunderbird (8) conv., $2,720* (ps), 
$2,375* (ps); Country Squire (8) 4- 
dr. (9 pass.), $1,625* (ps); Country 
Sedan (8) 4-dr. (9 pass.), $1,610", 
$1,600* (ps); Fairlane 500 (8) conv., 
$1,535* (ps); 2-dr., $1,500* (ps), $1,- 
250*; 2-dr, Victoria, $1,240* (ps), 
$1,225* (ps); 4-dr., $1,265*; Ranch 
Wagon (6) 2-dr., $1,225; Custom (6) 
4-dr., $785; Custom (8) 4-dr., §780*. 

’56 Thunderbird (8) conv., $1,700; Coun- 
try Squire (8) 4-dr., $1,190; Country 
Sedan (8) 4-dr., $1,085*; Fairlane 
(8) 2-dr. Victoria, $900*, $850; 4-dr., 
$895* (ps); Custom (8) 2-dr., $785*; 
Ranch Wagon (6) 2-dr., $765. 

55 Thunderbird (8) conv., $2,050* (ps); 

¢ Fairlane (8) 2-dr, Victoria, $910* 
(ps), $900*, $875*; 4-dr., $800*; conv., 
$775*; Ranch Wagon (8) 2-dr., $785*; 
Custom (8) 2-dr., $590; Main (8) 2- 
dr., $520, 

'54 Fairlane (8) 2-dr. Victoria, $585*, 
$565* (ps); Custom (8) 2-dr., $555, 

e $400*, $385*, $380; Ranch Wagon (8) 
2-dr., $480, $385*; Crest (8) 2-dr. 
Victoria, $475* (ps); Main (6) 4-dr., 

85. 


$3 
"563 Crest (8) 2-dr, Victoria, $490*; 
conv., $335; Ranch Wagon (8) 2-dr., 
$410*, $385*; Custom (8) 4-dr., $350*. 
’52 Country Sedan (8) 4-dr., $345*, 
HUDSON—’56 Custom 4-dr., $590*. 
’52 Hornet 4-dr., $175. 
IMPERIAL—’58 Imperial Crown 4-dr., 
$3,300* (ps). 
’5T Imperial 2-dr., $2,455* (ps); 4-dr., 
$2,300* (ps). 
LINCOLN—’ 58 Continental Mark IV 4-dr. 
hardtop, $5,000 
’57 Premiere 4- = hardtop, Kr 460* (ps). 
*56 Premiere 4-dr., $1,615* (ps). 
aa Monterey conv., $1,840* 


st ga 4-dr., $1,505* (ps); 2-dr., 
$1,395*. 

"56 ‘Montclair 2-dr., $900* (ps); 4-dr., 
$885. 


’55 Monterey 2-dr., $780*, $750, $735*; 
4-dr., $635*; Montclair conv., $755* 
(ps). 

’54 Custom 4-dr., $525*; Monterey 2-dr., 
$475, $475* (ps), $405* (ps). 

"53 Monterey 2-dr., $510*, $485* (ps), 
$365*; 4-dr., $325*. 

"52 Monterey 2- dr., $205. 

’51 Monterey 2-dr., $100*. 

‘50 Monterey station wagon, $225. 
NASH—’'55 Custom (6) 4-dr., $315*. 
OLDSMOBILE—’59 (88) Super 2-dr. Holli- 

day, $3,080* (ps); (88) 4-dr, Holiday, 


’58 (88) 4-dr. Holiday, $2,000* (ps). 

’57 (88) Fiesta, $2,075* (ps); (98) 4- 
dr., $1,570* (ps). 

"56 (88) 2-dr. Holiday, §$1,275* (ps); 
4-dr. Holiday, $1,195* (ps), $995* 
(ps); (98) 4-dr., $1,145* (ps). 

"55 (98) 2-dr. Holiday, $1,100* (ps), 
$1,000* (ps); (88) Super 2-dr, Holi- 
day, $1,000* (ps), 








A 4-dr., $360° (ps); 2-dr., $320*, 
© e *% —e 4-dr., $315, $185*; conv., 
Used-Car Auction Prices || swiititins: non +a nnn. §. 
oe. (ps); Super cre } Country, $1,- 
"56 Custom Cross Country, $1,160*, 
(Continued from Page 28) ome Solem aus. eran” Powe 

‘54 (88) 2-dr. Holiday, $765° (ps); 4- ever reer 56 Commander 2-dr., 
dr., $495°; (88) 2-dr, Holiday, $685*, ’54 Commander 4-dr., $590*. 
$590 "53 Commander 4-dr. hardtop, $400, 

PACKARD—’ 56 (400) 2-dr. hardtop, $1,- $350. 
025* (ps). '52 Commander 2-dr., $260 

’55 Clipper 4-dr., $305*. MISCELLANEOUS—’59 Chevrolet El Ca- 

*53 Clipper 4-dr., $325* (ps). mino, $2,060. 

PLYMOUTH—’58 Suburban (8) 4-dr. (9 ‘58 Ford Ranchero, $1,695; Chevrolet 
pass.), $2,100* (ps); 2-dr., $1,735*; Cameo Carr, $1,415*. 
Belvedere (8) conv., $1,800* (ps); 4- ’56 Dodge (8) %-Ton pickup, $790. 
dr, hardtop, $1,790* (ps); 2-dr, hard- "55 Ford (8) %-Ton pickup, $725; (6) 
top, $1,785* (ps); Savoy (8) 4-dr., F-100 pickup, $710; Chevrolet Y. Ton 
$1,475*. panel, $450. 

"57 Belvedere (8) 4-dr., $1,325* ee). *54 Ford (8) F-100 %-Ton pickup, $550. 
$1,300* (ps); 4-dr, hardtop, $1,300 ’53 International pickup, $360, 
2-dr., $1,295* (ps), $1,270*; edertvan ’51 Ford F-6 Cab & Chassis, $235. 

(8) 2-dr., $1,250*; Savoy (8) 4-dr., 50 Ford F-1 Cab & Chassis, $275; 
$1,125*, $990*°; 4-dr, hardtop, $985*; Chevrolet %-Ton Sab R, $275; Inter- 
Plaza (6) 2-dr., $900. national (6) %-Ton pickup, $140. 

’56 Suburban (6) 2-dr., Pe Plaza (8) ‘49 Ford F-6 Cab & Chassis, $300; In- 

$ 2-dr., $790*; 4-dr., $790 ternational 1%-Ton, $200. 

55 Belvedere '2-ar., ’$880*; “4-dr., $685*; "47 Chevrolet %-Ton pickup, $320; %- 
Suburban (6) 4- ‘ar. , $775; Plaza (6) Ton Stake, $190 

of SeivSns Cpa; BANY 

elveder w, *; -dr., 
isos. e $450 voy 2-dr. ALB 

’53 Suburban 2-dr., $465; Cranbrook 4- Tim Anspach Auto Auction, Inc. Sale 

ete $265; Cambridge 4-dr., $230. every Monday. Prices are for sale of Aug. 

52 Belvedere 2-dr., $285. 10. Weather: Warm and humid. Sold 150 

PONTIAC—’58 Chieftain 2-dr., $1,575*. cars from 187 consignments. 

’57 Chieftain 2-dr., $1,205*, BUICK—’57 Special 2-dr. Riviera, $1,350, 

iat Chieftain station wagon, $1,110* $1,310; Super 2-dr, Riviera, $1,350* 

ps). (ps). 

*55 Chieftain 2-dr. Catalina, $835* (ps), '56 Special 4-dr, Riviera, $990* (ps); 
$585*; Star Chief 2-dr, Catalina, 4-dr., $980*; conv., $925*; RM 2-dr. 
$715* (ps). Riviera, $890* (ps); 4-dr., $860*. 

’54 Star Chief conv., $580*° (ps); Chief- '55 RM conv., §760*; Special 2-dr, Ri- 


viera, $710*, $450*. $1,460*, $1,375*; 2-dr. Victoria, $1,- 

'64 Super 2-dr., $490*; 4-dr., §300*; 270° (ps); Fairlane (8) 2-dr., $1,150°; 
Century 4-dr., $450*° (ps). Custom (8) 4-dr., $835, 

‘52 Special 4-dr., $150*; Super conv., "56 Fairlane (8) 2- ar. Victoria, $1,075°; 
$110°. Country Sedan 4-dr., 0. 

a (62) 4-dr. hardtop, $4,- cy ® i. eave. (8) 2-dr., §485*; Main (6) 

50*. 

6S (62) 4-dr, hardtop, $3,150* (ps). ‘54 Custom (8) 2-dr., $410, $300; Cus- 

"57 (62) 4-dr., $2,640* tom (6) 4-dr., $190; Main (8) 4-dr., 


"56 (62) Coupe de Ville, $1, sun > $400. 

"53 (60) Special 4-dr., $620 53 Custom (8) conv., $300. 

"50 (62) 4-dr., §225*. |, HUDSON—’55 Hornet 4-dr., $485 
OHEVROLET—'59 Biscayne (6) 2-dr., $1,- | DMPERIAL—’58 Imperial 4-dr., $2,488°, 











’54 Imperial 2-dr. hardtop, $540* (ps). 
‘58 “impale (8) conv., $1,950* (ps); No- cage og Capri var hardtop, $2,- 
mad (8) 4-dr., $1,860* (ps); Bel Air PS). 
(8) 4-dr., $1,725* (ps); 4-dr. hardtop, MERCURY.-57 Monterey 4-dr. hardtop, 
$1,483*, $1,370*; 4-dr., $1,125* (ps). 
’ST Two-ten (6) station wagon, $1,520*;| ‘56 Monterey station wagon, $1,070* 
2-dr., $1,125*; Two-ten (8) 4-dr., $1,- (ps); Montclair 2-dr., $1,000; 
475; 2-dr., $1,350* (ps), $1,350". tom station wagon, §$910*; 4-dr., 
56 Bel Air (8) 4-dr. hardtop, $1,100*;| | $480*. 
2-dr., $995, $820; One-fifty (6) sta- 54 Custom 4-dr., $400. 
tion wagon, $1,100*; 2-dr., $800; Two-| .’53 Monterey 2-dr., $360*. 
ten (6) station wagon, $1,065; 4-dr., | OLDSMOBILE—’57 a” conv., $1,750*; 
$930; 2-dr., $810*. (88) 4-dr., $1,050 
55 Bel Air (8) 4-dr. ., $925*; 2-dr, hard- ’55 (98) 4-dr. Holiday, $950°; (88) 4-dr. 
top, $850* (ps), $735*; Two-ten (6) Holiday, $830* (ps). 
2-dr., $825*%, $750*, $740, $665, $440;| ‘54 (88) 4-dr., $450°. 
4-dr., $720*, $600; Two-ten (8) 2-dr., "63 (88) 4-dr., $300*%; 2-dr. Holiday, 
$600; Nomad (8) 2-dr., $825; One- $280° 
fifty (6) 2-dr., $490. PACKARD—’55 seer 4-dr., $560°; 2-dr. 
'54 Bel Air 4-dr., $520*; 2-dr. hardtop, hardtop, $480 
$500; Two-ten 2-dr., $460; One-fifty| 53 Clipper 2-dr, hardtop, $200. 
station wagon, $380; 2-dr., $375. PLYMOUTH—’'58 Savoy (8) 2-dr., $1,140. 
’53 Bel Air 4-dr., $285; Two-ten 4-dr., "57 agg ® 4-dr., $1,400*, $1,070°*; 
$280, $250*, $160. Savoy (8) 4 
51 Deluxe 2-dr., $130. "56 Belvedere “t8) roe Sf $850*; Savoy 
CHRYSLER —'56 (300B) 2-dr. hardtop, (6) 4-dr., $510. 
$1,650°. "55 Belvedere (8) 4-dr., $600%; Savoy 
55 NY 4-dr., $650* (ps). (8) 2-dr., $535; 4-dr., $510*; Savoy 
53 Windsor 4-dr., ga40* ¢ (6) 4-dr., $370; Plaza (8) 4-dr., $370; 
DeSOTO —'55 Firedome Par: hardtop, Plaza (6) 2-dr., $360. 
$750* (ps); 4-dr., $725* (ps). "54 Belvedere 2-dr. hardtop, $440*, 
DODGE—’57 Royal (8) 2-dr. hardtop, $1,- $340*; Savoy 4-dr., $110. 


235°. 53 Cambridge 2-dr., $190. 
FORD—'57 Country Sedan (8) 4-dr., a -| PONTIAO —'59 Catalina 2-dr., $2,485° 
500* (ps); Fairlane 500 conv., $1,500*, (Continued on Page 30, Col, 1) 

















“We can always depend on our 
Gar Wood-St. Paul distributor 
for delivery and service...fast!” 








—says Don Pettyjohn, 
Ray Smith Ford, Inc. 






At left, Don Pettyjobn, Ray Smith Ford, Inc., Raytown, Missouri; and Thomas J. 
Davis, President of National Truck Equipment, Inc., Gar Wood -St. Paul distributor. 


Don Pettyjohn, Truck and Fleet Manager of Ray 
Smith Ford, Inc., says, “Our truck customers 
expect fast delivery ... and they expect a fully 
equipped truck, ready to go to work. That’s why 
we need a fast-moving truck equipment distrib- 
utor as a sales partner. National Truck Equip- 
ment, Inc., our Gar Wood-St. Paul distributor, 
gives us this kind of help. We can always depend 


on them for fast delivery and service, as well as 
for honest equipment recommendations and tech- 
nical sales help.” 

There’s a sales-making opportunity for you 
with your Gar Wood-St. Paul distributor... 
headquarters in your area for the most advanced 
line of truck equipment on the market. Get in 
touch with him soon. 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan « 


Richmond, California 


Plants in Wayne and Ypsilanti, Mich. © Findlay, Ohio * Mattoon, Ill. « Richmond, Calif. + Exeter, Penna. i 
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cnet . ° 4-dr., $600*. °56 (98) 2-dr. Holiday, $1,600*; (88) 'S7 Premiere yo $1,985* (ps); Capri 
Thunderbird (8) wre 33,- conv., $1,325* (ps); 4-dr, Holiday, 4-dr., $1,590* (ps 
* - 550°; ‘Guta (8) Skyliner, $2,500 +: $940°; 2-dr., $750*; (88) Super conv., MERCURY "87 Chicny vee 4-dr. " = 
"58 Fairlane 500 (8) 2-dr. Victoria, $1,- $1,145* (ps). (ps); Turnpike Cruiser r., 
: Used-( ar Auction Prices 600° (ps); 4-dr., $1,550° (ps), $1,815*,| "85 (88) 2-dr. Holiday, $895*, $825*, $1,630° (ps), $1, 385° (ps); Monterey 
$1,200 ipairlune (8) 2-dr., $1,400, $660*; 4-dr., t $725*. 2-dr., $1,230 
$1,175; 2-dr. victoria, $1,325"; Del PLYMOUTH "$0. Seburban (8) 2-dr., $2,- "56 Monterey _ conv., $900* (ps); 4-dr. 
Rio, $1,450. 050°; Belvedere (8) 2-dr. hardtop, $1,- hardtop, $825*, $550*; Custom 4-dr., 
’S7 Fairlane 500 (8) 2-dr., $1,190*; $1,- 650; Savoy (8) 4-dr., ots 610. . $805°*. 
j (Continued from Page 29) $1,135*, $1,055*; 2-dr, Victoria, * $$1,-| 58 Savoy (8) 2-dr., $1,250*, $1,200. 55 Monterey station wagon, $840* (ps); 
100;* 4-dr., $1,085*, $1,050°%, $950; ’ST Belvedere (8) 2-dr. hardtop, $1, 325° conv.» $495*. 
(ps). CADILLAC—'58 (62) Coupe de Ville, $3,- Fairlane (8) 2-dr., Lange Ad Fairlane (ps), $1,175* (ps), $1,150*, $910*; 54 Monterey 2-dr., $455*. 
"66 Star Chief 4-dr., $962* (ps); Chief- 480° (ps), $3,450*. (6) 4-dr., $950; 300 (8) 2-dr., conv., $1,220*; 2-dr., $1,215*, $1,025; NASH ny 54 Ambassador 2-dr. hardtop, 
oak teen tiled can gene; Chictheta 2 "55 Coan Bh bof $1,455*; (62) 2-dr. $1,050*; Ranch Wagon (6) 2-dr., $1,- io hardtop, $1,300* (ps), $1,140* PP nar vcimmsier tte. on0t°, 
conv '» ’ . 000. Ps). a 
Po + $770*; 2-dr., $650°; 4-| °54 (62) 2-dr., $1,075*. toe * Fairlane (8) conv., $970* ; 2- be eee (8) 2-dr. hardtop, $710*; nee ag 2 (88) Super 4-dr. Holl- 
¥ . — pala se Victoria, $925* (ps), $900* (ps), -dr., $670* (ps). : , 
‘54 Chieftain 4-dr., $350; Chieftain De- 450° (ps); 4 HR Figg Tt and $600, Country Sedan (8) 4-dr., $920*,| 'S5 Beivedere (8) 2-dr. hardtop, $570*;| "58 (98) conv. #2, bese (ps); (88) 2-dr. 
luxe 4-dr., $250° (ps). (6) 4-dr., $1,950°! $905*; 2-dr., $895 Savoy (6) 2-dr., $510. sp doliday, $2,070° (ps). a 
'52 Chieftain Deluxe 4-dr., $130°. ‘58 Impala (8) 2-dr. hardtop, $1,900*; 55 Country ‘Sedan “(8) 4-dr., $735*; 53 Belvedere 2-dr. hardtop, $240, $225; 57 (88) Super Ged $1,680* (ps); 2- ‘ 
RAMBLER—’57 Super 4-dr., $910. Biscayne (6) 4-dr., $1,450 Fairlane (8) 4-dr., $600*; Custom (8) Cambridge 4-dr., $210* dr. Holiday, $1,205* (ps); (88) conv., 
STUDEBAKER ‘55 Commander 4-dr "ST Bel Air (8) 2-dr. hardtop, $1,505* ; 4-dr., $520. PONTIAC—’59 Bonneville ‘conv., $3,000° F $1,545* (ps); 2-dr., $1,245°*. : 
: " 2-dr., $1,300*, $1,160*; conv., $1,460*;| '54 Ranch Wagon (8) 2-dr., $490* (ps); (ps). 56 (98) 4-dr. Holiday, $1,400° (ps); 
ed eod. @ *: : 1 Custom (8) 4-dr., $415; 2-dr., $325,| °'58 Star Chief 2-dr. Catalina, $1,960*° (88) 4-dr. Holiday, $1,230* (ps); 2-dr. 
53 Commander 2-dr., $290*. —_ $41, 2560; regi 250° $1. | $310"; Custom (65 2-dr., $300°, $250;| (ps) Holiday, $1,140* (ps); 4-dr., $1,015*. 
Sedan, $1, er Baar 080, $i 1,030, sak ae Tea Main (8), $350°*. pe 57 Star Lhiet 2-dr, Catalina, 91.300". = uo ).2-ar. (9). ties 25°. goto 
9 Bel Ai 4-dr., 055° ; Two-ten 53 Fairlane (8) 2-dr, Victoria, ’56 Chieftain station wagon, Pm; 2 $500* ; -dr., ; 
‘37 Willys {wheat drive, $1,270. 06 1 Air (8) sexs $1 60°; 2-dr., (ps); Custom mo ) 4-dr., $300, $200*; dr., $505. fdr, Holiday, $630° (ps 
Dodge Pickup, $235; Chevro- $875° s800%, S75 $700, $570; 2-dr. 2-dr., $265, $200; conv., $160;| 55 Star Chief 2-dr., $770*. 54 (88) 4-dr., $715*; ‘o-ar, Holiday, | 
let %-ton pickup, $220. come @ Two-ten (6)  2-dr., Crest (8) 4-dr., eb To. 54 Star Chief 2-dr. Catalina, $750*, | eal (98) 2-dr. Holiday, | 
$790°. IMPERIAL — '59 Imperial 2-dr, hardtop,| , ; 
DETROIT 'S5 Corvette (8) conv., $1,200*; Bel Air 3, 880°. 53 Chieftain 2-dr. Catalina, $200*. Fe ee gg ng 
(8) 2-dr., $750*, $700*; conv., $680°;| 57 Imperial 4-dr., $1,800°. RAMBLER—'58 Ambassador 2-dr., $1,300. UTH—'68 Belvedere (8) 2-dr. ha 
Motor a, Auto Auction. Sale every = . . te °° pe’ ’57 Custom 4-dr,, $990. top, $1,580* (ps); Suburban (8) cus- | 
Monday and Thursday, Prices are for sale Two-ten (8) station wagon, $665°, LANOOLN—'66 Premier 2-dr. hardtop, $1,-| 5% Super 4-dr., $690*. tom, $1,555. 
oe August 10, Sold 199 cars from 319 con- pom ‘eer’ $500; One-fifty (6) 2-dr., , | STUDEBAKER—’59 Lark 2-dr., $1,600*.| '57 Suburban (8) 4-dr., $1,430*, $1,285*; 
sear '54 Bel Air 2-dr. $415*; conv $390°; MERCURY — 58 Monterey 2-dr., $1,700 ST Ghauipten station wagon, $800. Belvedere (8) conv., $1,260* (ps), $1,- 
Bt "59 Special 2-dr. Riviera, $2,415°. Two-ten 2-dr., ’ * - (ps), $1,460*. ..| °53 Regal 2-dr., $210; Champion 4-dr., 250° (ps), $1,240° (ps); 4-dr., $1,- | 
58 Super 2-dr. Riviera, $1,950* (ps). "53 One-fifty 2-dr., s2ib. ’S7 Montclair 2-dr. hardtop, $1,350°; $190. 125* (ps), $925*, $900*, $880*; 4-dr. | 
"ST RM conv., $1,525* (ps); Special 4-| 20 Om $285°. $250 $250 Monterey 2-dr., $1,225 (ps), $1,140] mIscELLANEOUS—'56 Fora %-ton pick- hardtop, $1,000*; Savoy (8) 2-dr. i 
; dr. Riviera, $1,400*. phad (ps); 4-dr., $1, y up, $700, hardtop, $1,050*; 4-dr., $1,000* (ps), 
eS ed bed t-tr., 1.740% by = ay Baraton, sero, 56 Belvedere (8) 2-dr, hardtop,” $885 
; r., 10°, 5°, a m ; 9 . vedere ) 2-dr top, $ 
$690°: Special 4-dr., $700°. . '56 Firedome 4-dr., $1,015*. NASH — ‘55 Ambassador 2-dr, hardtop, CHICAGO Suburban (6), $630. 
"55 Century conv., $740° ; Super 4-dr. ’54 Powermaster 4-dr., $200*. 0*. Greater Chicago Auto Auction. Sale "55 Belvedere (8) 2-dr, hardtop, $815*; | 
Riviera, $740* (ps); Special 4-dr., | DODGE—’57 Custom Royal (8) 4-dr., $1,- ’S4 Super 2-dr., $100. .|every Thursday. Prices are for sale of Savoy (8) 4-dr., $535, $495°*. | 
$685°. 095* (ps). OLDSMOBILE — ’58 (98) 4-dr., $1,600*/ Aug 13. Market red hot. Sold 535 cars | PONTIAC—’59 Catalina’ 2-dr. hardtop, 
"64 Special 2-dr. Riviera, $490*, $425*,| 56 Custom Royal (8) 2-dr., gees: 4-dr., (ps). ,. | from 723 consignments. $2,510* (ps). 
3 a $760*; Coronet (8) 2-dr., 5. "57 P98) 2-dr, Holiday, $1,700*, $1,650°; | BUICK—’59 LeSabre 2-dr. hardtop, $2,-| ‘57 Super Safari 4-dr., $1,385* (ps); 
‘53 RM Estate Wagon, $400* (ps). ‘55 Custom Royal (8) 2-dr., = oO: Cor- 4-dr., $1,600* (ps). 325* (ps Star Chief 4-dr. Catalina, $1,345*; 
'58 Limited 4-dr., $2,575* (ps); 4-dr. conv., $1,300* (ps); Chieftain 4-dr., | 
Riviera. $2,450* (ps), $2,175* (ps); $1, 225°; 2-dr., $1,090°*. | 
Super 2-dr. Riviera, $2,065* (ps); 56 Star Chief conv., $1,010* (ps), | 
Special 4-dr., $1,900*. $760*; Chieftain 4-dr., $750*, $725*; | 
j ’57 RM conv., $1,800* (ps); Special $700*. i 
conv., $1,800* (ps); 4-dr. Riviera, 55 Star Chief 2-dr. Catalina, $810*, / 
i $1,415* (ps); 2-dr. ‘Riviera, $1,380*, $765* (ps), $710*; 4-dr., $690°; Chief- 
e $1,310*; Estate Wagon 4-dr., $1,285: tain Safari 4-dr., $675*; 2-dr. Cata- 
| Super 4-dr. Riviera, $1,470* (ps). lina, $675*; 4-dr., $605*. 
‘56 RM 4-dr. Riviera, $1,155* (ps), ’54 Chieftain 4-dr., $260. | 
ee $925* (ps); Special 4-dr., $940*,| RAMBLER—’59 Super (6) 4-dr., $1,880; 
$900*; Super 2-dr. Riviera, $900* (ps); American (6) 2-dr., $1,450. ] 
Century 4-dr. Riviera, $890* (ps). "58 Super (6) Cross Country, $1,800*, 
| "55 Super 2-dr. Riviera, $940* (ps), $1,590; Custom (8) 4-dr., $1,720*. 
: $830*, $735* (ps), $605*, $440*; conv., ’57 Super (6) 4-dr., $1,015. - 
$695* (ps); 4-dr., $570* (ps); Century ’56 Custom Cross Country, $975; 4-dr., 
e e 2-dr. Riviera, $840*; 4-dr. Riviera, $730". | 
A Truly Great Opportunity for those Sellin gf a a | 
y Pp y g 2-dr. Riviera, $635*; 2-dr., $595°*. STUDEBAKER—’ 59 Lark (6) 4-dr., $1,- + 
°54 Super 2-dr. Riviera, $450*; Special 600°. 
4-dr., $350*; Century 2-dr. Riviera, "58 Commander (8) 4-dr., $1,355*. 
to the Im ort Car Market $350°. 57 President (8) 4-dr., $1,165* (ps); 
Pp "53 RM 4-dr., $205*. Commander (8) 4-dr., $1,100* (ps); 
CADILLAC—’59 (60) Special 4-dr., $5,- 2-dr., $1,000*; Scotsman (6) station 
950* (ps); (62) 2-dr., $4,425* (ps). wagon, $765 
58 (62) Sedan de Ville, $3,680* (ps), "56 Commander (8) 4-dr., $690*; Cham- 
$3,675* (ps); Coupe de Ville, $3,475* pion (6) 4-dr., $545. 
ae (ps). 55 President (8) 4-dr., $485* (ps); 
‘57 (60) Special 4-dr., $2,750* (ps); 2- Commander (8) 4-dr., $390. 
P NPWS ae 
7 ) an de Ville, $1,795* (ps), 
$1,745* (ps); 2-dr., $1,395* (ps). FLINT 
"5S (62) 4-dr., $1,400* (ps), $990* (ps); Flint Auto Auction. Sale every Wednes- 


day. Prices are for sale of Aug. 12. 
No decided change in prices, which re- 
mained pretty much the same as last week. 
Consignment picked up some, good per- 
centage _ Sold 198 cars from 304 con- 


(60) Special 4-dr., $1,285* (ps). 
"53 (62) 4-dr., $590* (ps). 
CHEVROLET—’59 Impala (8) conv., #.- 


560* (ps); Impala (6) conv., $2,27! 

Parkwood (6) 4-dr., $2,095; Bel Ake 

pS es 4- dr. » $1,945*; Biscayne (6) 4-dr., 
"58 Rervoue (8) conv., $2,710*, $2,610; 


4 
































signment. 
BUICK— “59 LeSabre 4-dr., $2,580* (ps), 
$2,450°. 
Impala (8) conv., $2,000* (ps), $1,- 58 RM 4-dr., $2,315* (ps); Century 2- 
975" (ps), $1,940; 2-dr. hardtop, $1,- dr. Riviera, $1,995* (ps); Special 4-dr. 
970*, $1,880*; Brookwood (8) 4-dr., Riviera, $1,650. 
‘ $1,800*, $1,790°; Bel Air (8) 4-dr., ’57 Super 2-dr. Riviera, $1,510* (ps); 
Fe t ‘ $1,635* (ps), $1,615*; sport coupe, Special 4-dr. Riviera, $1,400, $1,390*; 
a uring: $1,630*, $1,630* (ps); sport sedan, 2-dr, Riviera, $1,315, $1,200*; Century 
$1,630* (ps), $1,540* (ps); Delray (6) 2-dr. Riviera, $1,360* (ps). 
‘oF ae ah nee” oy 085; rer sy ’56 Special Estate Wagon, $1,315* (ps); 
. . -ar., conv., $1,060*; 2-dr., Riviera, $1,000; 
e Specifications of All Imports bw eg 7 py 4-dr., $1,495*, $1,475; 4-dr.. $995*;' Century 4-dr., $930*, 
-ar., $905, $850*; RM 4-dr., $920* (ps). 
"57 Corvette (8) conv., $1,995*; Bel Air 55 Cent 4-4 iviera $755* : 
bd Dealer Census by Make (8) station wagon, $1,685* (ps); Bm mee 4 ar. ge hoy Bt 4 
POE Price Tables Sry ign SS” wealth’ weaees, Tater | ops ROM $008, BIO", Habe. 
e ‘o-ten ) station wagon, $1, ’ , jal 2-d % *: 4-dr., 
rice 1a +i po ae Two-ten (8) 4- a ger — Og ry Se Oe 
° one dr., $1,230°, 155; station wagon,/ 53 special conv., $460*; 4-dr., $175; 2- 
© List of Key Distributors $1,225°; 2-dr., $1,030°. ar. $105; ‘Super 2-ar., $250. 
"66 Bel Ate eh entation wagon, $1,270°; | '51 Super 2-dr. Riviera, $110°. | 
° conv., ,010*, *; sport coupe, ‘ 
¢ Current Sales Figures $970*; Two-ten (8) 4-dr., $850*; Two: | CADILEAG-'54 (62) conv., $815* (ps) 
d ten (6) station wagon, $780*; 2-dr., 49 (62) 4-dr.. $165. : : 
® les 00. HEVROLET—"59 Bel Air (8) 2-dr., $2,- 
Sa Ideas be ge Oe hy 4 caer Suess “oyeos ee (ps); Bel Air (6) 4-dr., $2, 006; | 
; J SPGES CORRS, Impala (8) 4-dr. hardtop, $2,340°. } 
© Meeting Competition from U. S. Compact Cars (ps); 4-dr., $760*; Two-ten (6) 4-dr.,| +54 Tonvale (8) ‘conv. $2,080" (pe); 4 
0 aan li ale Miata i dr. hardtop, $1,925* (ps), $1,920* (ps); | 
’ . an ‘of *. 
© Service Problems and How to Solve Them ‘ote ir conv., $510%; 4-dr., $350*| Brookwood (8) 4-dr., $1/870°, $1,800"; 
ps). Bel Air (8) 4-dr., $1,730* (ps); Bis- 
. * 53 Bel Air 2-dr., $525*, $325*. § oe tenes . 
e Imports in Operation CHRYSLER 87 Saratoga 4-dr, hardtop. = Sens deter; Lar aeeer, | | 
1,305* (ps). a-dr.,_ $1,085, | $1, ; ee ; 
. ray (6) 2-dr., $1,350. | 
© Dealer Relations (58 NY 4-dr., $920° (ps). a '5T Two-ten (8) 2-dr., $1,245*, $1,025; 
 aaape ten 2-dr. hardtop, $755*; 4-dr., 4-dr. hardtop, $1,180; Two-ten (6) sta- 
e Used Cars DeSOTO—'87 Firesweep 4-dr. hardtop, $1,- ae 
05° ,030. 
, ’56 Nomad (8) 2-dr., $1,010*; Bel Air 
ati re eee (8) 2-dr,, $955*; 4-dr., $815* (ps); 
di e i li h k hi ° DODGE—'57 Royal (8) 4-dr., $2,150* Two-ten (6) 4-dr., $675. 
An editorial climate that makes this issue (pe); Coronet” (8) 2dr, s,d00e,"$1,-|_(Continued on Page 31, Col, 3) 
’55 Royal (8) hardtop, $765* (ps), Ld . | 
tural for your advertising message see acre foes sion "| Manheim Auction | 
00* | 
a na ura oO yo g g FORD—' 59 Galaxie (8) conv., §$2,495* t 
(ps); 4-dr. Victoria, ere Ranch I C ] b 
Wagon (8) 4-dr., $2,190* O e€ e€ ra € | 
’5S Fairlane 500 (8) conv., > $1, 925* (ps); e 
4-dr. Victoria, $1,620*, $1,505*; Coun- Its 14th Birthda 
© ‘ try Sedan (8) 4-dr., $1,650*%; Ranch 
Wagon (8) 2-dr., $1,580; Fairlane (8) 
osing ate: ptem er r 4-dr., $1,550, $i,410*; 2-dr., $1,360;| _MANHEIM, Pa.—A 14th anniver- | 
Custom 300 (8) 4-dr., $1,320, sary celebration will be held by ; 
"57 gy 500 (8) Skyliner, $1,750*| Manheim Auto Auction, Inc., Sept. 
(ps), $1,725* (ps), $1,685*, $1,675*; 17-18, accordin to J b Ruhl . 
conv., $1,465* (ps), $1,380* (ps), $1,-|7~‘"*% g to aco unl, 
Regular Advertising Rates Apply $00" (psi; 2dr.’ Victoria,  '$1,340%; | general manager. 
rng h, 22 Hd we res ; Ruhl said the company will give 
Fairlane (8) 2-dr. Victoria, $1,180°, | 2W@Y $15,000 in cash prizes and free 
$1,110*; 4-dr, Victoria, $1,080; 4-dr., | chicken barbecue dinner during the 
$950* (ps); Custom 300 (6) 2-dr.,| two-day sale. Dealers who attend 
» $985; Custom (6) 2-dr., $555. : : 
56 Country Sedan (8) 4-dr., $980;| the sale will be eligible for the cash 
i Ranch Wagon (8) 2-dr., $900; Fair- | drawings. ’ 
lane (8) 4-dr., $820*, $785*; 2-dr. “A bi ent will be 
Victoria, $780*; conv., $675*. vrata t . = Bem coach on the ' 
'S5 Thunderbird '(8), $1,580; Fairlane | 8° S and free en dinners 
965 EAST JEFFERSON ¢ DETROIT 7, MICHIGAN is) Crown Victoria: $080" ips) Bar| Will be served to everyone.” Ruhl : 
‘ bmi ee ae wl “sreae yon said. “This all-you-can-eat feed 
ps), ps); -ar., ps), 
WOodward 3-9520 $610* (ps); Custom (6) 4-dr., $625*.| Promises to be a popular attrac- 
54 Custom (8) 2-dr., $500*, $500. tion. 
OE aaat ten Imperial 4-dr. hardtop, Ruhl said the sale is expected to 
1,960* (ps), 
LINCOLN—'58 ‘Premiere 4-dr. hardtop, | 8¢t @ record in the number of auto- 1 
$3,000* (ps), mobiles sold. 
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Used-Car Auction Prices 








(Continued from Page 30) 


"55 Nomad (8) 2-dr., $1,065*; Bel Air 
(8) 4-dr. hardtop, $760, $720; 4-dr., 
$715*; conv., $745*; Two-ten (8) 2-dr. 

; 4-dr., $565*°, $550*, 

$540; 2-dr., $450; ‘Two-ten 
(6) station wagon, $635°; 2-dr., $570, 
$475, $530; One-fifty (6) 2-dr., $300. 

54 Bel Air 2-dr., $285; Two-ten (6) 


4-dr., $285, $160. 

"653 Bei Air 2-dr. hardtop, $400*; 2-dr., 
$285; One-fifty (6) 2-dr., $185; Two- 
ten (6) 2-dr., $140, $130. 

CHRYSLER—’54 NY 4-dr., $385*. 

"53 NY 4-dr., $375°*. 

7 Firedome 4-dr., $1,500* (ps); 


5 
Fireflite 2-dr. hardtop, $1,305* (ps). 


DODGE—’'55 Royal (8) 4-dr., $555*. 
*64 Coronet (8) 4-dr., $190*. 
EDSEL—’'58 Pacer 
625; 4-dr., $1,195 
FORD—'59 Thunderbird (8) 2-dr., 
Galaxie (8) conv., $2,480 
’58 Thunderbird (8) 2-dr., $2,875" (ps), 
$2,670* (ps); Fairlane (8) conv., $2,- 
000* (ps); Fairlane 500 (8) 4-dr. 
Victoria, $1,675; 2-dr., $1,505* (ps). 
’57 Fairlane 500 (8) 4-dr., $1,350*, $1,- 
285, $1,170*, $950°; 2-dr., $1,275*; 
Ranch Wagon (8) 2-dr., 
*56 Country Sedan (8) 4-dr., 
$810*; Fairlane (8) 2-ar., $800", 


station wagon, §$1,- 
° 


$745*, $700* (ps); 2-dr., $640°; Cus- 
tom (8) 2-dr., $730°*. 
"55 Country Sedan (8) 4-dr., $770*, 


Ranch Wagon (8) 2-dr., 
$700; Main (6) 2-dr., $550*; Custom 
(8) 4-dr., $540, $500, $440°; 2-dr., 
$505; Custom (6) 2-dr., $480; Fair- 
lane (8) 2-dr., $475, $350; 4-dr, Vic- 
toria, $475. 


$730°, $390°; 


’54 Country Sedan (8) 4-dr., $550; Cus- 
tom (6) 4-dr, Victoria, $450*; 4-dr., 
$330; 2-dr., $390. 

’53 Custom (6) 2-dr., $245; Custom (8) 
2-dr., $130. 

’51 Custom (8) 2-dr., $400. 

°35 Deluxe (6) 4-dr., $225. 

HUDSON—’'56 Hornet 4-dr., $550*. 

IMPERIAL—’'52 Imperial 4-dr., $135* 
(ps). 

LINCOLN—’55 Capri 2-dr., $610. 


MERCURY—’56 Monterey station wagon, 
$950° (ps); 2-dr., $685*; Medalist 2- 
dr., $665°. 

"55 Monterey station wagon, $805* (ps). 

"64 Monterey 4-dr., $375. 


OLDSMOBILE—’57 (98) 2-dr. Holiday, 
$1,655* (ps); (88) 4-dr., $1,475*, $1,- 
400. 

56 (S8) Super 4-dr., $950*° (ps); (88) 
2-dr., $925*, $535; 4-dr. Holiday, 
$820; 4-dr., $695°. 

’55 (88) 2-dr., $535°. 


"54 (88) 2-dr., $465*. 
PLYMOUTH—' 57 Fury (8) 2-dr. 


French Seeking 
Bigger Share of 
Canadian Market 


MONTREAL.—Automobile manu- 
facturers from France hope to give 
Canada’s highways a very notice- 
able French look—and they have 
already made a good start, 

Last year, 7,360 French-made mo- 
tor vehicles were shipped to Canada 
according to a report of the De- 
partment of Trade and Commerce. 
The figure compares with 33 during 
1956 and 188 during 1957. Further- 
more, French manufacturers hope 
this year to top last year’s mark. 

Cc. T. Charland, Canada’s assist- 
ant commercial secretary in Paris, 
states that most of last year’s ship- 
ments were by the state-incorpor- 
ated Renault company, which sold 
6,254 cars to Canada in 1958 and 
Plans to sell 10,000 in 1959. 

Charland states that some French 
automakers, in order to woo the 
Canadian consumer and cut into 
the foreign car market hitherto 
dominated by the United Kingdom 
and Germany, have.set up Cana- 
dian sales divisions. Renault of 
Canada has a large plant in Mon- 
treal. 

Behind all this remarkably large 
and vigorous automobile industry 
that turned out 1,128,000 vehicles 
last year, states Charland. In the 
last five years, it has marked up 
production gains ranging from 10.5 
to 21 percent. 

Exports, which account for about 
one-third of production, rose by 43 
percent in 1957 and by another 42.5 
percent in 1958. 

Charland states that the French 
industry hopes to follow Germany’s 
lead in boosting sales in the Can- 
adian small-car market despite the 
preferential tariff favoring Great 
Britain. 


$145,000 Fire Destroys 
Jamison Deal, 18 Cars 


RADFORD, Va—H. J. Jamison 
Motor Co. (Dodge), covering half a 
city block, and 18 new cars worth 
about $30,000 were destroyed by 
fire attributed to spontaneous com- 
bustion in the paint department, 

Owner H. J. Jamison estimated 
the total loss at $145,000. He said 
the building was partially insured, 
but the new cars were not. 


hardtop, 











$1,190; 2- ny $1,175; Belvedere (8) 
2-dr., $1,0 

"56 Subadions: %) 4-dr., $790*. 

’55 Belvedere (6) 4-dr., $480*, 


a 59 Chieftain 4-dr., $2,575* 
) 
’58 Star Chief 4-dr. & $2, 060* (ps). 
’57 Safari 4-dr., $1,5: 
56 Star Chief 2- dr., rh 155° (ps); Chief- 
tain 2-dr. Catalina, $845*. 
$675*, $605*, 
conv., $390; Chieftain 4-dr., 


‘55 Star Chief 4-dr., 
$550*; 
$645*" (ps); 2-dr., $445*; 2-dr, Cata- 
lina, $445°; Super Chief 2-dr, Cata- 
lina, $490 

*S4 Star Chief 4-dr., $330*. 

=o 59 Super 4-dr., $1,990* (ps), 
’58 Rebel station wagon, $1,590. 
"57 Super 4-dr., $1,065. 
STUDEBAKER—’55 President (8) 
hardtop, $550*, $480*, 
MISCELLANEOUS—’ 57 Ford %-Ton pan- 
e 605, 

56 Dodge %-Ton pickup, $615. 

’55 Chevrolet %-Ton picku B. B ar 
Dodge %-Ton pickup, $340*; rd %- 
Ton pickup, $305. 

= * * 


— Auctions in Brief — 
ATLANTA 


Dixie Auto Auction. Sale every Tuesday 
(Aug. 11). Weather: Clear and hot, Ac- 
tivity here today was brisk, Bidding was 
brisk, and sales soared as buyers were 


2-dr. 





after the cars. Prices seemed to soften on 
some units especially the ’56 models, but 
sharp units still Keet ag —_ dollar, 


BORDENTOWN, N. J. 
National Auto Dealers Exchange, Sale 
every Wednesday (Aug. 12). Prices were 
firm with 1958-59 group taking a slight 
dip, Early model cars still bringing top 
dollar, Sold 71 percent of 508 consign- 
ments. 


PRESERVE AND PROTECT 
THE INVESTMENT OF YOUR CUSTOMER'S CAR 


With BLUE CORAL your customer's car acquires 
and keeps a better-than-new, sumptuously rich, 
gleaming protective finish that defies the 
inevitable corrosive action of weather 

and road film. This "Chromaphylactic” 
treatment is the enduring protection known 
everywhere as — the BLUE CORAL 


* * * 
CALDWELL, N. J. 

Skyline Auto Auction, Sale every Thurs- 
day (Aug. 13). Still strong for clean cars. 
Sold 122 cars from 162 consignments, 

* * * 


DYER, IND. 


Len are Dyer Auto Auction, rey Treatment for 
every riday (Aug. 14), Weather: ‘ot. ° .¢ 
Market hot, Sold 220 cars from 319 Acrylic and all present-day finishes. 
consignments. 
+ AE SE FOR MORE THAN A QUARTER OF A CENTURY 
MANHEIM, PA. 


Manheim Auto Auction, Sale every Fri- 
day (Aug. 14). Weather: Clear. Sold 74 
percent of 901 consignments. 

* * 


TENN. 

Nashville Auto Auction, Sale every 
Wednesday (Aug. 12). Prices remained 
high and firm on all models, particularly 
the late models. Sold 130 cars from 191 
consignments, 

* * + 
SYRACUSE 

Syracuse Auto Auction, Sale every 
Wednesday (Aug. 12). Very firm—shortage 
of clean cars. Sold 40 cars from 54 con- 
signments. 


7 * * 

WEST PALM BEACH, FLA. 
West Palm Beach Auto Auction, Sale 
every Thursday (Aug. 13), Loaded with 
buyers as everything from average to 


AVAILABLE TO ALL NEW CAR DEALERS 











sharp sold well, 










Every car owner is a prospect for this 
amazing new undercoating. Cork, one 
of nature’s most efficient insulating 
materials, 


YOUR MARK-UP IS 
100% OR MORE ON 
LION 


Nokorode 


UNDERCOATING 


the new, improved undercoat that insulates as it protects 





against rust, prevents squeaks and 
rattles, stops dust leaks and deadens 


: ; ; , road noises. 
is a primary ingredient, 


bringing increased efficiency to both 


car heaters and air conditioners. Just 
one-eighth inch dry film thickness ap- 
plied to the underside of a car will 
decrease heat loss or gain by 40%! 


In addition to its superior insulating 
qualities, 


WRITE TODAY FOR FULL DETAILS 
ABOUT LION NOKORODE CORK 
UNDERCOATING AND HOW IT 
CAN OPEN A BIG, NEW PROFIT- 


Lion Nokorode protects ABLE MARKET FOR YOU... 


A DIVISION OF MONSANTO CHEMICAL COMPANY 





GULION OIL COMPANY : 





EL DORADO, ARKANSAS 


SS EE SSP [une Ghee au aus ames 


| LION OIL COMPANY 

A Division of Monsanto Chemical Company 

; Dept. AN-G, El Dorado, Arkansas 

| Please send complete information about Lion Nokorode Cork Under- 
| coating and how it can increase my market and profits. No obligation, 
of course. 

! 
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Colorado Independents Meet— 


Albert H. Schwartz, president, National Independent Automobile Dealers Assn., 
and Robert J. McKinsey, NIADA assistant manoger, were the guest-speakers at a 
dinner-meeting of the Independent Automobile Dealers Assn. of Colorado in Denver. 
Schwartz and McKinsey discussed the Monroney Territorial Security Bill. “We will | riat—'59 station wagon 2-dr., $1,400; 


continue to fight this bill as long as it is before Congress,’ Schwartz said. From left, 
seated, are Mae Smith, Denver; McKinsey; and Mrs. Howard Stark, wife of the Colorado 
association manager; William Dreiling, IADAC president, is at the mike. 








Used Imported Cars 





hardtop, $1,975; Combi 2-dr., $1,520. 
Volvo—2-dr., $930. 


SACRAMENTO 
DKW—’57 2-dr. hardtop, $750. 
Lioyd—’58 station wagon 2-dr., $450. j 
MG—’58 roadster, $1,715. 





’57 roadster, $1,500. 








back every 
Others are reaties from AUTOMOTIVE NEWS WANT AD8! Are you? 


of AUTOMOTIVE NEWS contain the WANT AD 





Ford 


BORDENTOWN, N. J. 


Austin—’58 Healey conv., $1,610. 
Fiat—'57 4-dr., $610 
Metropoli 


tan—'56 2-dr., $610. 


Renault—’'57 4-dr., $950. 


CALDWELL, N. 


Fiat-—'58 station wagon 4-dr., hick 
Morris—’58 conv., $735. 


"54 2-dr., $165. 
DAYTONA BEACH, FLA. 


(English)—'59 Anglia 2-dr., $1,165, 


$1,050. 
58 Consul 4-dr., $1,200; Anglia 2-dr., 


$990; station wagon 2- ‘dr., $740, 
*S7 Anglia 2-dr., $710. 


MG—’57 2-dr. roadster, $1,475, $1,415. 
Opel—’58 station wagon 2-dr., $1,460. 
Simea—’58 2-dr., $1,425. 

Taunus—’59 station wagon 2-dr., $1,460. 
Volkswagen—'56 2-dr., $755. 


DYER, IND. 


Triumph—’59 TR-3, $2,200. 


PA. 


Deteun-’80 4-dr., $940. 


dr., $1,025. 
"57 4-dr., 


$800. 
Ford (English)—’'57 Anglia 2-dr., $650. 


55, 


$590. 
Goliath—’'59, $1,425. 
Hillman— 


’57 station wagon, $400. 
"53 4-dr., $225. 


MANHEIM, 
pte yes 59 Isabelle station wagon, §$1,- 


4- 





Jaguar—’58, $2,400. 
Lancia—’'59 4-dr., $1,820, $1,775. 
Lioyd—’58 station wagon, $400. 
MG—’58 2-dr., $1,685. 

°56 4-dr., $810. 
Mercedes—’'59 4-dr., $4,000. 
Morris—’56 Oxford 4-dr., ee 
Opel—’59 station wagon, $1,8 

"59, $1,250, $1,120, *3875. 
"58 4-dr., $1,070. 
’57 4-dr., $745. 


ener 58 4-dr., $840; station wagon, 
$750. 

Vauxhall—’ 58, $90 ny 

Volkswagen—’'59 nv., $2,470, $1,690; 
$2,260, $1, 655, * $1, 610, $1,575; 2-dr., 
$1,650, $1,520. 


’58 2-dr., $1,555, $1,300. 
"57 2-dr., $1,250; Karmann-Ghia, $1,- 
0. 


PORTLAND, ORE. 


Austin—’58 Sprite 2-dr., $1,485. 
Lioyd—-’58 station wagon 2-dr., $475. 
MG—’'58 2-dr., $2,000. 

Simea—’58 station wagon 2-dr., $780. 
Triumph—'57 roadster, $1,750. 
Volkswagen—'58 Karmann-Ghia 2-dr. 





Battjes Joins Bank Board 


ELKHART, Ind.—Clarence F. 
Battjes, president, Enyard-Battjes 
Chevrolet, Inc., has been elected 
to the advisory board of the North- 
side branch of the First National 
Bank. 





Look for the beauty of Stainless Steel on your new automobile. 


Its bright finish will make your car look better, stay in style longer 


and have a higher trade-in value. 


No other metal offers the freedom of design and fabrication, 
economy of care and the durable beauty that serves and 


sells like Stainless Steel. 


McLOUTH STEEL CORPORATION, Detroit 17, Michigan 


specify 


HIGH QUALITY SHEET 


for automobiles 





McLOUTH STAINLESS STEEL 


AND STRIP 


beauty is stainless steel 





Metropolitan—’57 4-dr. hardtop, $950. 
Renault—'59 Dauphine 4-dr., $1,200. 
"58 Dauphine 4-dr., $1,190. 
Simea—’56 4-dr. Aronde, $550. ' 
Volkswagen—’59 Karmann-Ghia 4-dr., $2,- j 
400 


00. 
"57 conv., $1,230; 2-dr., $1,175. / 
'56 sunroof, $1,125, $1,050. 
Volvo—’57 2-dr., $1,160, $1,120. 


SALT LAKE CITY 
Jaguar—’'58 4-dr. hardtop, $2,500*. 
Renault—'59, $1,220. 


‘ 
WEST PALM BEACH | 

Borgward—’'58 Combi 2-dr. station wagon, 

$1,340. 

Hiliman—’58 station wagon 4-dr., $1,360. 

Isetta—’57 conv., $160. 

MG—’'59 roadster, $2,005. 

Metropolitan—’58 2-dr. hardtop, $1,065. 

Prinz—’'59 2-dr., $910. 

Renault—’58 Dauphine 4-dr., $905. 

Triumph—’ 59 4-dr., $1,035. 


Austin—’56 Healey roadster, $1,350. 
Renault—’'57 Dauphine 4-dr., $610. 
Volkswagen—’58 station wagon 2-dr., $1,- 


070. 
’56 station wagon 2-dr., $790. 


BANKSVILLE, N. Y. 
MG—’58 MGA conv., $1,725. 
Porsche—'53 conv., $725. 
Renault—’'58 4-dr., $825. 
Volkswagen—’58 2-dr., $1,255. 

"57 2-dr., $1,050. 


Se gg oy 
Borgward—'59 Isabella, $1,7 
Ford (English)—’58, $1, bes, Consul, $1,- 


065. 
Mercedes—' 56 conv., $2,350 
icgs Sh TR-3 roadster, $1,805, $1,- 


Vaushail—'S8, $1,035. 
Volkswagen—’'58 2-dr., $1,190. 
‘57 Karmann-Ghia, $1,320. 


DETROIT 
Ford (English)—'58 Thames, $1,200. y 
Renauit—’58 Dauphine 4-dr., $1,100. 


Volkswagen—’59 2-dr., $1,625. 
56 2-dr., $870, $810. 


FLINT 
Metropolitan—’58 2-dr., $1,105. 
Renault——'57. Dauphine 4-dr., $340. 4 


Volkswagen—'59 4-dr., $1,605. 


oo agg gel on 
| Hiliman—’59 conv., $1,7 

| Volkswagen—'59 2-dr., 2 y* $1,735. 
| °S8 2-dr., $1,585. 


LOS ANGELES 
Austin—'56 Healey roadster, $1,310. 
’55 Healey roadster, $1,260. 
Fiat—'57 (600), $755. 
MG—’'59 MGA roadster, $2,035. 
Metropolitan—’58 2-dr., $1,190. 
"54 2-dr., $490. 
Porsche—'56 (1600), $2,115. 
Renault—'59 Dauphine 4-dr., $1,300. 
"58 Dauphine 4-dr., $1,200. 
‘59 TR-3 roadster, $2,200. 
’58 station wagon, $1,150. 
’57 TR-3 roadster, $1,485. 
Volkswagen—’56 2-dr., $1,035. 


SEATTLE 
Volkswagen—’57 Kombi, $1,225; 2-dr 





1,150. 
"56 Kombi, $1,250. 


GM’s Rochester 
Expands Facilities 
At Test Track 


ROCHESTER, N. Y.—Plans to 
double the size of the engineering 
and test facilities of the Rochester 
Products division at the General 
Motors Proving Ground at Milford, 
Mich., have been announced by 
Wallace E. Wilson, general man- 
ager. ° 

“The additional space and per- 
sonnel at this location will enable 
us to work more closely and ra- 
pidly with the GM: car divisions on 
carburetor and fuel injection de- 
velopment and test work,” Wilson 
explained. 

It is expected that the expansion, 
now under way; will be completed 
this fall, Wilson said, The present 
staff at the proving ground will be 
augmented by nine engineers and 
other technical personnel for a 
total work force of 20. 

The division now has in its build- 
ing at the proving ground a flow 
box to measure carburetor flow 
characteristics and air-fuel ratios, 
a fuel injection test stand, other 
test equipment and office and en- 
gineering garage space. The ex- 
panded building will make room 
for two more flow boxes, a 400- 
horsepower dynamometer, a ma- 
chine shop, design facilities and a 
50 percent increase in the engineer- 
ing garage. 

“The division’s basic engineering 
work will continue to be performed 
in Rochester,” Wilson pointed out. 
“However, the enlarged facilities 
will accelerate greatly our develop- 
ment programs because of the 
proximity to GM engine develop- 
ment work in Michigan as well as 
|immediate access to the 65 miles 
\of test roads at the proving 
| ground.” 
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Moving Cars in Cleanup .. . 





Factory Invoice Ad Stirs Storm 


(Continued from Page 2) 


Dobbs, urged customers to “order 
your 1960 Ford today.” 

The dealership said it would de- 
liver a new ’59 now and exchange 
it for a ’60 model within 60 days 
after the new cars are introduced. 
The exchange was to cost the 
buyer $189. i 

ULL-DOBBS also offered to 

help buyers become two-car 
families. “Trade in your ’54 or older 
Ford, Chevrolet or Plymouth, and 
we will sell it back to you for only 
$10.” the company said. 

In Portsmouth, Va., Davenport- 
Lewis Chevrolet injected a second- 
car theme into its 13th birthday 
party. The first 13 new-car buyers 
during a two-day sale were allowed 
to select one of 13 used units as a 
gift. 

A new Pontiac was advertised 
at $2,395 (including Kentucky tax) 


Field Men See 
Valiant, Plymouth, 


DeSoto at Preview 


FRENCH LICK, Ind.—The na- 
tional field force of Plymouth-De- 
Soto-Valiant division is attending 
a preview of those lines here. The 
four-day conference began yester- 
day (Aug. 23). 

Some 250 area, regional and dis- 
trict sales representatives of the 
new division also will hear factory 
executives outline 1960 marketing 
and advertising plans for Plym- 
outh, DeSoto and Valiant autos. 

Harry E. Chesebrough, division 
general manager, will direct the 
meetings, assisted by Edward P. 
Letscher, general sales manager; 
Jack W. Minor, marketing direc- 
tor; Jack E, Charipar, chief en- 
gineer and product director, and 
W. Heartsill Wilson, assistant gen- 
eral sales manager. 








by Sledge Pontiac, Jeffersonville, 
Ind., a Louisville suburb. Sledge 
said it was selling cars “below 
dealers’ regular cost,” but offered 
no explanation of that intriguing 
statement. 

Simcas were “discounted down to 
our cost” by Perkins, Louisville, 
while an 18 percent discount from 
the sticker price was offered by 
Vandergrif Enterprises (Chevrolet- 
Buick), Arlington, Tex. 

* * + 


TRANSISTOR auto radio was 

given to Renault purchasers by 
Bluff City Imports, Memphis, and 
English Ford buyers were offered 
6,000 miles of free gasoline (200 
gallons) by Thurston Cooke Mer- 
cury-Edsel, Louisville. 

Cooke priced the import at $1,676 
and mentioned such come-ons as 
“change-oil for $1.15” and “fill the 
gas tank for about $1.85.” 

In Youngstown, O., Buckeye 
Pontiac asked the ladies to write 
what they liked most about the 
59 Pontiac. The four winning en- 
trants received mink stoles which 
the dealership said were worth 
$1,000 apiece. 

Another Youngstown dealership, 
Economy Motors (Chrysler- 





Hamilton’s Anniversary 


Recalls Long Service 

PORT JERVIS, N. Y.—Hamilton 
Bros., Inc., 56 Jersey Ave., has cele- 
brated its 25th anniversary as a 
Ford dealership. 

The Hamilton family has been 
furnishing transportation to Port 
Jervians from the same location 
since 1900, when the elder J. B. 
Hamilton sr. manufactured wagons 
and sleighs. The present firm was 
started in 1929 by James B. Ham- 
ilton jr. and Emerson L. Hamilton 
as a service garage. They he'd the 
Oldsmobile franchise from 1932 to 
1934, switched to Ford in 1934, 
added Mercury in 1939, signed Lin- 
coln in 1948 and added Edsel in 
April. It is one of the few firms 
handling the complete Ford Motor 
Co. line on the Eastern Seaboard. 





Rollert Unafraid of Compacts ... 





20% Buick Gain Mapped 


(Continued from Page 2) 


diction in concrete terms about out- 
put or sales, however. 

“Our goal is to win back for 
Buick the position of prestige it 
once enjoyed in the medium-priced 
market,” he declared. 

Rollert has completed one deal- 
er swing and is about to embark 
on another in an effort to buoy 
up the Buick retailers. The make 
has fallen to seventh place in 
sales this year, trailing both 
Pontiac and Oldsmobile by sub- 
stantial amounts. 

Among the 1960-model features 
with which Buick will try to recoup 
its losses are the “ventiports,” or 
portholes which adorned Buicks in 
the early 1950s. The Electra 225 
models will have four ventiports, 
as the old Roadmasters once pre- 
sented. Lower-priced models will 
offer three portholes. 

A new concave grille will replace 
the ice-tray effect of recent mod- 
els. Headlights will be placed side 
by side, instead of on a slant. 

New sheet metal will be tailored 
to revamp Buick’s image in the 
consumer mind—a commonly ad- 
vanced source of the car’s troubles 
this year. Chrome trim will be less 
evident, and the rear fenders will 
end in rounded wingtips, departing 
from the '59-model finniness. 

Carryovers for the new models 
will include aluminum front 
brake drums and the controver- 





Antique Tire Prices Cut 


AKRON.—A 25 percent reduction 
in the price of all antique automo- 
bile tires and tubes has been an- 
nounced by Firestone Tire & 
Rubber Co, The company also an- 
nounced the addition of a 37 by 4% 
rib tread tire to their antique 
tire line. 





sial year-old series redesignations 
of LeSabre, Invicta and Electra. 
Rollert said that 111,000 Buicks 
are scheduled for production be- 
tween the Sept. 1 startup and the 
end of December. Total output for 
1959 is estimated at 272,000 cars, 
compared with 257,000 last year. 
Approximately 18,000 employes 
will be building Buick by early 
October, up about 4,000 from the 
payroll when '58-model output end- 

ed, according to Rollert. 
—Maynarp M. Gorpon. 





Imperial-Plymouth), asked show- 
room visitors to guess the day and 
hour at which the steel strike will 
end. Nineteen prizes were offered, 
ranging from $25 Savings Bonds to 
a $300 certificate toward the pur- 
chase of a car valued at $1,000 or 
more. 

Glenn Burdick Rambler, Syra- 
cuse, extended its program of free 
service on new cars for a year or 
10,000 miles. The plan includes 
parts and labor on such services 
as brake and steering adjustments, 
spring and fall tuneups, winterizing 
and wheel alignment. 


Pontiac to Sell 
425,000 in ’60, 
Knudsen Predicts 


(Continued from Page 2) 


system, carburetion and insulation. 
Rubber bushings in the suspension 
system have been enlarged and 
shock absorbers redesigned, Knud- 
sen said. 

Pontiac is not ignoring the cur- 
rent economy kick. Increased fuel 
economy was claimed by Knudsen 
for the make’s no-cost-option econ- 
omy engine as the result of an 
improved engine-axle combination. 
Twenty-six percent of Pontiac buy- 
ers the past model year ordered the 
economy engine, he said. 

“Wide track wheels” will be 
re-emphasized by Pontiac, though 
other cars may offer them, Knud- 
sen said. 

Knudsen spoke with enthusiasm 
of the “revolution in Pontiac sell- 
ing” that propelled the car into 
second place among GM divisions. 

“The magic triad of our market- 
ing concept became performance, 
image and style,” he said. “This 
revolution—still in its early stages 
—was designed to bring vast 
changes in the way families spend 
their automotive dollars to upgrade 
themselves. 

“In 1960, indications are that the 
public again will buy our modern 
look—our successful look—our look 
of something different. As it ex- 
amines our '60—the public’s feeling 
about Pontiac’s competitive superi- 
ority will become conviction.” 

” La + 

Gmena Sales Manager Frank 

V. Bridge reported that Pontiac 
penetrated 27.7 percent of the me- 
dium-priced field in June sales—a 
1959 peak. July sales of 35,518 Pon- 
tiacs, he added, exceeded the same 
month’s total last year by 109 per- 
cent, 

Pontiac’s dealer announcement 
show; after opening in Detroit last 
week, moved on to San Francisco, 
Los Angeles, Dallas, Chicago and 
Atlanta, Public showing of the new 
Fe i is scheduled at dealerships 











Chrysler Cites Ingram— 


D. L. Ingram, right, of Ingram Bros. 
(Chrysler-Plymouth-Imperial), Clovis, N. M., 
receives the Chrysler Motors Corp. “Qual- 
ity Dealer Award" from Fred Harris, left, 
Chrysler-Imperial Dallas regional manager, 
while the Governor of New Mexico, John 
Burroughs, center, looks on. 





Customers Unhurt 
In Cleveland’s 3rd 
Auto Title Case 


CLEVELAND. — Another Cleve- 
land dealership has become involv- 
ed in auto title irregularities, but 
the customers will not suffer in 
this case. 

The situation came to light when 
Angelo Dragonetti, a salesman for 
Zahner Motor Co., was arrested 
and charged with embezzling $169. 
Police said the total involved was 
expected to reach $5,500. 

Police said Dragonetti had with- 
held money paid to him for used 
cars. He was manager of a Zahner 
used-car branch, Customers com- 
plained they had not received titles 
to their autos. 

The complaint in the case was 
signed by Charles M, Fairchild, 
dealership general manager, He 
said his firm would absorb the 
losses and provide the customers 
with their titles. ‘ 

According to police, Dragonetti 
was supposed to bring each day’s 
proceeds from the used-car branch 
to Zahner’s main office, The neces- 
sary paper work on transferring 
of titles would be done there. He 
allegedly held out the money for 
about 20 cars. 

Other recent auto title cases in 
the area have involved N. J. Popo- 
vic, Inc., then a Chrysler-Plymouth 
dealership, and Super Auto Sales, a 
used-car concern. 





‘Economy’ Engine Due . 





Olds, Mediums on Upswing 


(Continued from Page 2) 


dium-priced cars had increased by 
16 percent so far this year, the 
first increase since 1955, and pre- 
dicted a further increase in 1960. 
Wolfram explained that in periods 
of a rising economy, more people 
want better things. 

While he predicted a general 
increase for all cars of 10 percent 
next year, he expected Oldsmo- 
bile sales to increase by 13 percent. 

* * 


OLFRAM noted: “We already 
have 3% million Oldsmobile 
owners—whose degree of loyalty to 
our product is one of the highest 
in the industry. Many of these own- 
ers will be back in the market 
again this year.” 
Wolfram revealed that Oldsmo- 
bile will introduce on the 1960 Dy- 
namic “88” series a redesigned 


Scotland (N. C.) Dealers 
Elect New Officers 


LAURINBURG, N. C.—Benjamin 
Owen of Owen Motor Co, has been 
elected president of the Scotland 
County Automobile Dealers Assn. 

Others officers include A. R, Bur- 
gess of Burgess-Corbett Motor Co. 
(Dodge-Plymouth), vic e-president, 
and Robert Hill of P&T Pontiac 
Co., secretary-treasurer. 











Pontiac's Dealer Council Meets— 


Pontiac's 1959 National Dealer Council is pictured as it opened its two-day meeting with factory officials at Pontiac. From left 
are Anthony Ursomarso, Wilmington, Del.; Frank V. Bridge, Pontiac general sales manager; Fred W. Lentz, Beatrice, Neb.; Ben 
Mizell, Texarkana, Tex.; Carl £. Fribley, ‘Norwich, N. Y.; Walter Grabski, Cleveland; S. E. Knudsen, Pontiac general manager; 
John Haddock jr., McAlester, Okla.; Joseph N. Bartell, Cicero, Ill.; A. E. England, Hollywood, Calif.; Elmer Blauvelt, Montclair, 
N. .J.; R. J. Cutri, South Gate, Calif.; ira J, Woodfin, Baton Rouge, la.; G. D. Dennis, in charge of Pontiac dealer relations; and 


D. W. Davenport, Rocky Mount, N. C. 


Rocket engine previously requiring 
premium fuels, for use with less 
costly, regular grade gasolines. 
Horsepower will be 240, compared 
with 270 for the standard Olds en- 
gine in 1959. 


“This regular Rocket engine,” 
he stated, “will give our custom- 
ers an improvement of 15 per- 
cent in miles per dollar.” 
Compression ratio of the new en- 
gine will be 8.75:1. The Super “88” 
and the “98” will use the 9.75:1 
compression ratio engine. 

Lower axle ratios in all models 
will result in up to 7 percent lower 
engine speeds. Ratios for the three 
series will be 2.87, 3.07 and 3.23. 

“And that means quieter engine 
operation, improved economy, less 
wear and greater durability,” Wol- 
fram added. 

He also said that the 1960 Olds- 
mobile will be more maneuver- 
able — easier to park in tight 
places. 


“Because of the swept-back de- 
sign of the front fenders and bump- 
ers, the 1960 Oldsmobile owner will 
have from 2% to 3% inches more 
maneuverability in parking situa- 
tions,” said Wolfram. 

In the 1960 Oldsmobile the front 
seat angle has been changed for 
more comfortable seating, seat 
springs have been revised for im- 
proved back support and cushion 
softness, and rear entrance room 
has been improved by increasing 
the door opening angle. 

Wolfram stated that production 
of the 1960 Oldsmobiles will start 
early in September, 


Willys Earnings 
Top $5 Million 
During First Half 


TOLEDO, — Earnings of Willys 
Motors in the first half totalled 
$5,308,000, compared to a profit of 
$709,000 in the like period of last 
year. 

The second-quarter profit was 
$2,968,000 this year and $1,035,000 
last year. 

The figures are those reported by 
the parent firm, Kaiser Industries 
Corp. The Willys totals include the 
profit of wholly owned subsidiaries 
but include no deductions for inter- 
company and other interest on 
long-term debt. 

The entire Kaiser complex re- 
ported a first-half profit of $8,289,- 
000, compared to $4,057,000 a year 








earlier. 
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Revolutions, Revelations, Reservations . . . 





Compact Cars Inspire Thinkers 


T= nation’s press agreed last 
week that a revolution wag un- 
der way in the U. 8. 


more attention than all other 
makes combined. 

* o * 
A SURVEY in Albuquerque, 
. M., that found dealers luke- 


ad 
Z 


indication that much state 
d local government business will 
to the compact lines. This was 


pact car has already done a lot to 
auto marketing from the Federa- 
tion of Automobile Dealer Assns. of 
Canada. 

The Wall Street Journal gave 


GMC Launches 
e 
Big Sales Drive 

PONTIAC.—About 700 GMC deal- 
ers, field sales personnel and fac- 
tory representatives opened a three- 
day sales convention in Detroit 
oo (Aug. 24). 

R. C. Woodhouse, genera] truck 
sales manager, said the sessions 
will launch a concerted merchan- 
dising drive that will give truck 
operators the greatest number of 
product advances ever offered by 
a truck builder. 

He said the dealers will see the 
results of GMC’s long-range prod- 
uct development, which includes the 
new V-6 and V-12 engines. The 
first two days will be devoted to 
product studies and merchandising 
plans, with a tour of the GMC 
plant scheduled on the final day. 








this information on the Chevrolet 
Corvair: 

The Corvair will look more 
like its big brother than the Fal- 

will look like a Ford or the 
aliant will leek like a 
Corvair will go easy on or- 
namentation. 

The Corvair’s measurements were 
listed as wheelbase, 109 inches; 
Overall length, 180 inches; width, 
68 inches; height, 52 inches; weight, 
2,300 pounds, and horsepower, 90. 
All figures were printed with an 
“about” before them. 

* . . 
Ford Falcon will emphasize 
curves, rather than the sharp 
lines that have appeared recently 
on Ford, Thunderbird and Mer- 
cury. The Falcon, like Corvair and 
Valiant, will not have fins. 

The Falcon wiil be two inches 
wider and two inches higher than 
the Corvair. It will have a cast-iron 
engine but will not be much heav- 
ier than the Corvair, with its alu- 
minum engine. 

The Valiant will be three inches 
longer in overall length and 
three inches shorter in wheelbase 
than that of the Corvair and Fal- 
con. Other dimensions will be 
comparable to those of the Fal- 
con. 

The Valiant will be the heaviest 
of the three compacts and will fea- 
ture what is termed European or 
Italian styling. 

The Journal observed that, since 
the compact cars will be entirely 
new while the standard-sized cars 
will be much the same as in 1959, 
the compacts will be the top at- 
tention-getters. 

The Albuquerque Tribune sur- 
veyed dealers in the city and found 
that they had noted little interest 
in the compacts among their cus- 
tomers. The dealers and their em- 
ployes seemed to be taking the 
whole revolution in stride. 

. + - 
TYPICAL comment came from 
Jack Blackshear, new-car sales 
Manager at Jones Motor Co. 
(Ford), He said: 

“We haven’t had too many in- 
quiries (about the small cars) 
but I think they'll do well. They'll 
be mainly competitive with Lark 
and Rambler, not so much the 


yes 





YOU HAVE ANY WATER 


WITHIN 


150 MILES! 


IF you want to SUPPLEMENT your car sales! 

IF you want to become one of the many 
CAR DEALERS selling our craft! 

IF you want to realize your FULL PROFIT! 


Then Sell Tewece *§ Meher” 


AMERICA'S ice! COMPLETE LINE 


UALS CRUISERS 





Complete Facilities, 


Fiberglas Insulated 


BUILT-IN TRAILER FOR EASY DISPLAY 





5 Models, Retail $1,695-$3,695 F.O.B. Factory 
Dealer Franchises Available—Wrife or Phone 


Towcoe * hows fovce MO. CO., INC. 


2214 Washington Ave. 


Houston 10, Texas 


CA 2-6535 





foreign makes and won’t bother 
the other price ranges.” 

Ted Ramsey, sales manager at 
Wayne Lovelady Dodge, said: 

“Not too much inquiry. Dodge's 
new model, the Dart, will have a 
118-inch wheelbase and will com- 
pete with Plymouth, Chevrolet and 
Ford. It’s not a compact car. 

“I don’t believe the compact cars 
will hurt us any. I doubt they have 
too much future. There’s not 
enough cost differential.” 

The Roanoke Times said the in- 
troduction of the compacts will 
make the six-cylinder engine the 
hottest item on the market and 
that the compacts will be sold on a 
“Buy American” theme. 

The paper said the introduction 
of four new small cars this year 
will lead to a small Edsel in 1961 
plus “compact cars for the Buick, 
Oldsmobile and Pontiac divi- 
sions” in the same year. 

The 1960 Rambler will be restyled 
with the fins removed and the new 
Lark will have “significant engi- 
neering changes to allow more 
a and fuel economy,” the paper 


” * * 
Ts Paper sees standard-sized 
cars continuing to dominate the 
market in 1960 but their share of 
the market dropping from the pres- 
ent five-sixths to less than three- 





fourths. A hint that much govern- 
mental business would go to the 
compacts could be seen in the an- 
nouncement that Connecticut, as 
an economy measure, go in for 
oe ra purchases ra compact 


“state Finance Commissioner 
George J. Conkling said that bids 
would be sought on small cars 
when the state buys an estimated 
400 cars next year. If the cars 
offer a saving, “we will be most 
interested,” Conkling said. 

He said that the average state 
car travels 60 miles per day and 
any improvement in gas mileage 
would mean a big saving for the 
state. 

The Federation of Automobile 
Dealer Assns. of Canada reviewed 
how the auto market was built up 
on small carg which offered eco- 
nomical transportation and how 
imports began to supply the mar- 
ket when the Big Three moved out 
of it. 

“Perhaps our manufacturers in 
Canada have been among the slow- 
est to admit, especially in their 
merchandising policies, the impact 
of this tide (of imports),” FADA 
said. 

“In many instances in the U. S. 
and in some cases in Canada, too, 
the small or compact car has 
meant survival to many faltering 
dealers and genuine strength to 
substantial dealers whose market 
for domestic lines underwent a 
sharp decline.” “ 


ADA added that ‘the small-car 
market is here to stay and is 





Georgian Lauds Compacts; 
Sees Lower U. C. Prices 


SAVANNAH, Ga.—The Big Three 
compact cars should result in lower 
prices for used cars, James J. 
Holmes, retiring president, told the 
annual convention of the Georgia 
Automobile Dealers Assn. 

“The small car has a very 
definite place in the American 
economy,” he said. “Many people 
who could not previously afford 
to own a car will now be able to 
purchase one.” 

Delegates also heard from A. H. 
Schwartz, Pittsburgh, president of 
the National Independent Automo- 
bile Dealers Assn.; Savannah 
Mayor W. Lee Mingledorff jr. and 
Garland Byrd, Georgia’s lieutenant 
governor. 

Schwartz said that the Georgia 
association, “unlike other pressure 
groups, represents the interests of 
the nation’s forgotten man— the 
consumer.” He declared that the 
“consumer's interests run parallel 
to ours.” 

Mayor Mingledorff called upon 
dealers to halt Sunday auto sales. 

“One dealer selling cars on Sun- 
day forces others to start the prac- 
tice,” he said, “but all will lose in 
the long run because of the expense 
of being Open seven days a week. 

“This is a that we (the 
city government) must face and 
you must face as an 

R. G. Moseley, Atlanta, was elect- 





Obituaries 


Theodore C. Wood 
CARSON CITY, Nev.—Theodore C. 
Wood, former automobile dealer here, died 
Aug. 14 at the — m4 a, 


Francis M. Young 
Nev.—Francis M, Young, tormer 
died Aug. 14 after a 
63. 





RENO, 
Dodge dealer here, 
long illness. He was 

* 7 


R. Long Sr. 
DANVILLE, Va.—Clifton R, Long sr., 
60, owner of Long Auto Sales, died Aug. 
8. Long, a native of Ringgold, Va., for- 
merly was a partner in the Crowell-Long 
Ford Co. - 
. # 


Mannie Brash 
APALACHICOLA, Fla.—Mannie Brash, 
58-year-old Ford dealer, died Aug, 8 of a 
heart attack. 
ao + + 


Tom C. McCall 

WINDSOR, Ont.—Tom C. McCall, 49, 
public relations director for Chrysler Corp. 
of Canada, Ltd., died of a heart attack 
Aug. 16. He was a member of Chrysler 
Corp.'s Executive Council and the Detroit 
branch of the Public Relations Society of 
America. 

* * * 


Andrew A. Paul 
CLEVELAND.—Andrew A. Paul, 59, a 
former inspector for the old F. B, Stearns 
Motor Car Co., died Aug. 11, 
* + + 


Charles A. Jones 
NEWBURYPORT, Mass.—Charles A. 
Jones, a Cadillac-Oldsmobile dealer for 
many years, died here at the age of 79. 





ed president of the association to 
succeed Holmes. 

Other officers are: James F. 
Smith, Macon, first vice-president; 
Paul Bennett, Augusta, second vice- 
president; T. Mack Day, Columbus, 
secretary, and Pete Bunch, Savan- 
nah, treasurer. 


VW Announces 
More Change 
For 1960 Models 


BONN, Germany.—A number of 
changes in the 1960 models have 
been announced by Volkswagen. 

All of the cars. will have a new 
transmission support and a rede- 
signed “fork,” the part of the frame 
in which the engine is located. All 
export models and convertibles will 
have a front stabilizer. 

The cars will have softer rear 
springs, easier-closing doors and 
better defrosting, the company said. 
The generator output has been in- 
creased from 160 to 180 watts. 

Changes in the frames of the 
back of front seats, their springs 
and upholstery will provide addi- 
tional riding comfort, VW added, 
and there will be a quieter operat- 
ing blower for the engine cooler. 

A new rod in place of the cable 
between the pedal and clutch in the 
rear will assure softer clutch opera- 
tion, the company said. 

The armann-Ghia will have 
new wipers and windshield wash- 
ers, new rear lamps, better noise 
insulation, an arm rest for the 
driver, larger door windows and 
grille openings and better front 
seats. 

Volkswagen also said that on the 
1960 models lubrication will be rec- 
ommended every 3,000 miles in- 
stead of the current 1,500. 





Prep Science Teachers 
Attend GM Conference 


WARREN, Mich.—The fourth 
annual General Motors Conference 
for High School Science Teachers 
began today (Aug. 24) at the GM 
Technical Center with 37 teachers 
attending from Michigan, Indiana, 
New York, Illinois, Ohio and Con- 
necticut. 

The teachers will see various lab- 
oratory experiments and engineer- 
ing demonstrations illustrat- 
ing mathematics and basic science 
applications and will attend dis- 
cussions of GM’s personnel, educa- 
tional, training, public relations, 
scholarship and other programs 
aimed at aiding or supplementing 
both student and teacher education. 


important to the total auto indus- 
try. There has been too much “men- 
tal blindness” and “sneering” at 
small cars, the federation said. 
The astute, wide-awake dealer 
will set himself up to make the 
most of the smal!-car owner—in 
attitude—in service—above all in 
the used-car department. He will 
recognize the importance of the 
small car in future trading—he will 
develop men who like small cars. 
“Let us recognize the new trend 
in the automobile market and each 
find his place in it or in relation 
to it. Thinking men will fit into 
this new world and will be better 
off for having done so.” 
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With Pensions, Pay Raise .. . 





By Frank Gawronski 
Staff Writer 


St. Louis Strike Ends 


the wage reopening provision, is 
subject to cancellation at midnight 
Aug. 31, and the union could strike 





if it hasn’t reached an agreement 
with the company by that time. 
Only one subject—wages—is up 
for discussion, in contrast to the 
recent prolonged and complex se- 
ries of negotiations between the 
union and rubber firms covering a 
wide variety of issues. That round 
of talks was marked by strikes at 
— = Rubber, Firestone and Good- 
ch. 





Guess Who Didn't Win— 


Comedian Art Carney registers disappointment as Singer Jimmie Dean receives the 


“Oil Can Trophy,” 
Scap Box Derby finals. 


emblematic of victory in a 
From left are Carney, Dean, Cartoonist Walt Ditzen, who 





“celebrities race" which preceded the 


flagged the race; Actor Wendell Corey, who finished second, and W. G. Power, 


Chevrolet advertising panager. 


2-Minute Job Wins $5, 000 
For Soap Box Derby King 


AKRON.—It took Barney Town- 
send just two minutes and 19 sec- 
onds to nail down a college educa- 
tion at the 1959 All-American Soap 
Box Derby. 

A 13-year-old from Anderson, 
Ind., Barney used the time for 

five trips down the slope of 
Derby Downs to outlast 170 local 
champions in the finals of this 
year’s international coasting 
event. 

His victory earned him a $5,000 
scholarship awarded by Chevrolet. 
The auto company also presented 
scholarships to the next four finish- 
ers for an overall total of $15,000 
in college grants. 

It was the second national crown 
in three years for the Townsend 
family. Barney's brother, Terry, 
won the event in 1957. 

Barney was sponsored by the An- 
derson (Ind.) Herald. He achieved 
his victory before a sellout crowd 
of more than 60,000, which included 
Vice-President Richard M. Nixon. 

After being congratulated by 
Nixon and receiving a trophy 
from Edward N, Cole, Chevrolet 
general manager, Barney admit- 
ted that he was somewhat stun- 
ned. He hadn’t realized he was in 
the final heat. 

In the finals, Barney edged Ace 
Edward Fogarty, 15, Tampa, Fia., 
by a quarter of a length, Half a 
length farther back was Jon T. 
Hesskamp, 14, St. Charles, Mo, 

Ace received a $4,000 scholarship, 
and Jon a $3,000 award. A $2,000 
scholarship went to Robert C. 
Weaver, Elkhart, Ind., who finished 
fourth, and a $1,000 grant went to 
Mike Costello, Pasadena, Calif., 
who placed fifth. 

A “celebrities race,” which pre- 
ceded the championship, was won 


by Singer Jimmie Dean, who 
=— 





bested Actor Wendell Corey and 
Art Carney. 

Comedian Carney and W. G. 
Power, Chevrolet advertising man- 
ager, indulged in some good-na- 
tured high-jinks when Power at- 
tempted to present an “Oil Can 
Trophy” to Dean. Carney grabbed 
the award and protested that the 
race was fixed. His protest was 
overruled. 































Redesigned Interior— 

Interiors of the Mercedes-Benz 220, 
220-S and 220-SE models feature shock- 
absorbing padding on the dashboard, 
around the instrument cluster, on the sun 
visors, window ledges, door pillars and 
on the large center hub of the steering 
wheel as standard equipment. The cars 
also feature a vertical speedometer with 
changing colors as speed increases. Ex- 
tras are a steel sliding roof and the au- 


tomatic clutch. 
7 * 





One of Three New Mercedes-Benz Models— 
Daimler-Benz has introduced three new, six-cylinder Mercedes-Benz models—the 







220 (shown above), the 220-S and the 220-SE. All three have the same wheelbase 
and new body with identical exterior and interior measurements. However, they are 
said to differ in performance and equipment. Passenger and luggage space has been 
considerably increased, the trunk by 50 percent. The ridges along the rear fenders 
are designed to be visible in the rear-view mirror as guides in backing and parking. 
The 220 engine, with overhead camshaft and 134 cubic inches, two downshaft car- 
buretors and a compression ratio of 8.7 to 1, has an output of 105 horsepower at 


5,000 r.p.m. 








TM bow 70-day strike-lockout at 
service facilities of 83 dealer- 
ships in the St. Louis area ended 
last week when 1,800 mechanics, 
parts department employes and 
porters approved a new five-year 
contract. 

The mechanics, all members of 
the International Assn. of Machin- 
ists, District 9, voted 451 to 265 
to accept the contract submitted by 
the Greater St. Louis 
Automotive Assn. 
The union represents 
1,100 mechanics, 

The new contract 
provides for a 35- 

cent-an-hour wage increase during 
the life of the contract, broken 
down as follows: 10 cents retroac- 
tive to Aug. 1; another 7% cents on 
Aug. 1, 1960, and on Aug. 1, 1961, 
and an additional 5 cents on Aug. 
1, 1962, and Aug. 1, 1963, 

Under the new five-year pact pro- 
vision is also made for a pension 
plan in which the dealers will pay 
$17.35 a month, per employe, begin- 
ning Aug. 1, 1962. 

There also will be an increase 
in the employers’ contribution to 
the Machinists Union’s health and 

welfare fund from $9.10 per 
month per employe to $14.50 ret- 
roactive to July 1. 

Three weeks paid vacation will 
be given employes with 15 years or 
more service, instead of two weeks. 

Current pay scale is $2.25% an 
hour for flat rate mechanics, $2.52% 
for hourly mechanics, and $2.62% 
for hourly body mechanics. 

The pension plan, proposed by 
the union, was the key issue in the 
long and costly dispute. 

x * * 
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EALER service facilities in the 

St. Louis area closed June 8 
when members of the Machinists 
Union and Teamsters Loca] 618 
struck seven dealerships, Al] but 
five of the 88 dealers affiliated with 
the association decided that a 
strike against some members was 
a strike against all, so they closed 
their shops. 

Meanwhile, the rejection of the 
Teamsters and Machinists Unions 
as bargaining agents for em- 
ployes at Paul Motor Co, (Ford), 
Charleston, was hailed “as good 
news on the labor front in the 
State of South Carolina” by the 
South Carolina Automobile Deal- 
ers Assn. 

Paul Motor employes voted 63 to 
9 against representation by the 
unions in an election conducted by 
the National Labor Relations 
Board. 

In the rubber industry, negotia- 
tions that could set an industry 
wage pattern opened last week be- 
tween the United Rubber Workers 
and Goodyear Tire & Rubber Co. 

The union’s policy committee, 
which has called for a general wage 
increase, claims the industry is pro- 
ducing 3.7 percent more an em- 
ploye-hour than a year ago. 

*” ” ~ 


thems average hourly Wage among 
the big four producers—Good- 
year, B. F. Goodrich Co., Firestone 
Tire & Rubber Co. and U. S. Rub- 
ber Co.—ranges from $2.48 to $2.71. 
The Goodyear figure is $2.61, 

The URW will begin wage talks 
with U, 8S, Rubber tomorrow 
(Aug. 25) in Cincinnati, with 
Firestone Aug. 31 in Cleveland 
and with Goodrich the same day 
in Canton, O. 

The Goodyear contract, under 


Willys July Sales 


Record for Year 


TOLEDO. — Domestic retail de- 
liveries of Jeep vehicles by Willys 
dealers during July were the high- 
est of any month this year and 55.6 
percent higher than the correspond- 
ing month a year ago, it was re- 
ported by Cruse W. Moss, sales 
vice-president, Willys Motors, Inc. 

Moss also said that retail deliv- 
eries during the first seven months 
were 46 percent higher than the 
first seven months of 1958. 

Supporting the high level of re- 
tail sales, factory sales to dealers 
during July reached an alltime 
monthly mark for Jeep vehicles, 
according to Moss. 
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MOTOR OIL 


VALVOLINE OIL COMPANY 
Freedom, Pennsylvania 


Division of Ashland Oil & Refining Company 


























ASK YOUR DISTRIBUTOR HOW 
THE NEW ELECTRONIC 


GLIDE CONTROL 


can make money tor you" 


THIS NEW FUEL-FEED THROTTLE HOLDER main- 
tains constant driving speed automatically... cuts 
gasoline use up to 25%... relieves driving fatigue 
. provides safe toe-tip control ...can be installed 
in ANY car in less than one hour. Retails for only 
$29.50—with BIG, BIG profits for you! 





Merits the 
MOTOR TREND 
Seal of Approval 


*Trade Mark 







GLIDE CONTROL CORPO 
1608 Centinella Ave., Inglewood, Calif, 7 
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Caught in Financial Squeeze . . . 





Rise and Fall of an Auto Dealer 


(Continued from Page 1) 

are still checking a number of 
things and details in the case are 
still developing.” 

As Woody and his attorney tell 
it, this is what happened this 
summer: — 

Woody Motor Co. was expanding 
rapidly, winning customers by offer- 
ing them more services. A branch 
had been opened in Warrensburg 
but, like all new ventures, it was 
losing money in its early stages. 

+” * + 


oo company was using bor- 
rowed money for working capi- 
tal. The money had been obtained 
from a bank and the loan was 
soon to fall due. Woody talked to 
the bank about a new loan or re- 
newing the old loan. He also talked 
to Commercial Credit about a long- 
term capital loan. 

Neither Woody nor his lawyer 
can present a clear picture on just 
what happened at this point. 

The bank loan did not come 
through, Instead, the bank froze 

the dealership’s account which 
contained nearly $10,000. This ap- 





parently was to insure collection 
of bank advances to Woody but, 
to date, there has been no ex- 
planation of why the money was 
frozen. 

Faced with a pressing need for 
cash to cover checks in transit, 
Woody said he asked Commercial 
Credit for a loan on July 1. He 
says the CCC men he normally 
deals with were out of town so he 





Canadian Rental Firms 
To Offer Compact Cars 


TORONTO.—Canada’s three ma- 
jor car-rental companies plan to 
offer the new Canadian-made com- 
pact cars as soon as they are for 
sale. 

Tilden Rent-A-Car System is ex- 
pected to buy between 400 and 500 
units; Avis Transport of Canada 
has been renting Studebaker Larks 
in Toronto and Winnipeg, and 
Hertz Rent-A-Car System igs dis- 
cussing the purchase of compacts 
for its licensees, All three firms of- 
fer small imported cars and all 
report a strong demand. 
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Wotr’s Heap starts 
Pure Pennsy 


DOUBLE 






quality oil, 
with the best—100 00% 
lvania, nature’s richest crude. 
Then Wotr’s HEap is Tri-Ex refined three 
important extra steps for truly superior per- 
formance. These are: 


THOROUGH DEWAXING 


. . . to remove wax impurities but 
preserve all of the essential lubricat- 
ing properties often eliminated by 
excessive or improper dewaxing. 


DISTILLING 


. by close fractionation in special 





reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


through a special and costly 
“filtering medium”’ under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and heavy residual materials . 
without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 


There is no finer motor oil. Give your customers 


the best . . 


. Wotr’s Heap, Tri-Ex refined, 100% 


Pure Pennsylvania, scientifically fortified. 





WOLF’S HEAD OIL REFINING CO., INC. 


OIL CITY, PA. 





agreed to sign a demand note for 
$42,448. 
* * * 

OODY felt that he needed no 

legal advice about the demand 
note. He said that Commercial 
Credit was advancing the money 
on the demand note to meet the 
pressing need for cash. A long-term 
arrangement was to be worked out 
later. 

A demand note is a form of loan 
instrument that is not often used 
in business. It provides that the 
creditor may demand his money at 
any time he chooses. Demand notes 
are most often used by banks and 
stock brokers in transactions where 
large amounts of money change 
hands frequently over short periods 
of time. 

Two days after Woody signed 
the demand note, Commercial 
Credit exercised its demand op- 
tion and asked for the repayment 
of the money on July 3. On July 
8, CCC filed suit to reclaim 56 
new cars which it said had lent 
Woody $98,000 to buy. 

“One hour after the U. S. mar- 
shall notified me of the suit, Com- 
mercial Credit had men here to 
take everything,” Woody said. 
“They ripped out all of my fine 
equipment. 

“They came in here with crow- 
bars and cleaned the place out.” 
* * * 

OODY said that he had 19 

Cadillacs and Oldsmobiles plus 
some used cars, not the 56 men- 


tioned by Commercial Credit. He|, 


said the finance company took the 
cars, his office equipment, parts, 
tools and other equipment, valued 
at $150,000. 

“I don’t know why they were 
so anxious to get everything off 
the premises,” Woody said. “My 
franchise guarantees me a certain 
return on my parts from General 
Motors. But that guarantee is no 
good once the stuff is hauled 
away.” 

Woody said the Commercial 
Credit representative told him they 
were foreclosing because he was 
insolvent. 

While facing the bankruptcy 
proceeding, Woody has begun a $1- 
million suit against Commercial 
Credit, charging a conspiracy to in- 

jure and destroy his business and 
carrying out of the conspiracy. 
- * . 


HE Commercial Credit side of 

the story remains untold, and 
that is one of the reasons why it 
is impossible to get “all of the 
facts.” When asked about the case, 
Commercial Credit said it had been 
advised by counsel that Woody’s 
suit is groundless. 

The company declined to make 
any other comment, pending trial 
of the case. 

Many of the people of Clinton 
are solidly behind Woody. Their 
comments in the area’s news- 
papers tell this story: 

Woody was born in Calico Rock, 
Ark., 45 years ago. His mother died 
when he was 8 and he went to work 
when he was not quite 13. He 
worked with machines and studied 
in his spare time. 

* * * 


Fpeewe the depression, he went 
to work in Ibera, Mo., as an 
$18-a-week mechanic to learn the 
automobile business. During World 
War II, he was a dealership service 
manager in Clinton. 

In 1945, Woody went into busi- 
ness for himself, opening a small 
repair shop with $200. He added a 
wholesale parts business later and, 
in 1948, became a Cadillac-Oldsmo- 
bile dealer. 

He figured then it would take 
10 years of hard work to build 
up the dealership. And build it 
up, he did. In 1958, the dealership 
sold 125 Oldsmobiles, 30 Cadillacs 
and 250 used cars. 

Typical of the pro-Woody senti- 
ment was an editorial in the 
Clinton Hye, which began: 

“There is something decidedly 
fine and a bit heart-twisting about 
a man who stands with his world 
shattered about him, yet sets his 
lips in a firm line, squares his 
shoulders and says quietly ... ‘I 





Magazine Endorsement— 


American Motors’ Rambler has been 
granted McCall's Use-Tested Tag repre- 
senting endorsement by the magazine's 
consumer testing service, Rambler's Cross 
Country Station Wagon and the American 
Super Sedan won the tag after being 
“Use-Tested" under consumer driving con- 
ditions and through technical laboratory 
checks. These cars are being displayed at 
dealers bearing the magazine's tag as 
point-of-purchase display. McCall's Use- 
Tested program is an informative labeling 
service for the nation’s consumers and is 
currently being used successfully by prom- 
inent manufacturers of more than 100 
products. 





have good health and I can work 
... and the rest of my life will be 
dedicated to clearing my name and 
paying my creditors.’” 
* 7 * 
ANOTHER observer summed it 
up this way: “He could really 








sell cars but just couldn’t handle 
those books.” 

There were other conflicting opin- 
ions and unanswered questions. 
These included: 

A number of residents of Clin- 
ton had invested in Woody’s 
dealership. They are the ones 
who sought the involuntary bank- 
ruptcy proceeding but their role 
in the dealership refnains cloudy. 
There was one report that Woody 
had been selling the investors 
cars at dealer’s cost. 

Woody said that he was averag- 
ing $400 in gross profit on cars 


E | sold this year. He was known in 


the community as an honest busi- 
nessman, but one Clinton resident 
commented: 

“Woody was a fine salesman. But 
he wasn’t the best trader, and that 
can hurt you in the car business.” 

* ~*~ * 


OODY was a civic leader in 

Clinton, active in the church 
and service clubs. He lived mod- 
estly. There was the suggestion 
that he might have been too gener- 
ous with credit. 

“Yes,” he said, “I was a little 
overextended on some loans. That’s 
why I went to Commercial Credit 
and asked for a loan from them.” 

He said that all of his retail 
auto paper was good. His em- 
ployes were devoted to Woody. 
Some of them are delaying in 
seeking other jobs, hoping he will 
reopen the dealership. His me- 

chanics reportedly were paid 
about one-third more than me- 
chanics in other dealerships of 
the area. 

His lawyer said his troubles 
stemmed from the pressing need 
for capital for expansion plus the 
fact that he might have been ex- 
panding a little faster than his 
market. 





‘If You Can Serve, You Can Sell’... 





20 Years as a Supplier 


(Continued from Page 8) 


His concept of financial manage- 
ment is an interesting one. 

“It is simply,” he said, “a man 
with a big stick standing over 
the money pot to see that the 
right amount goes into the pot, 
the right amount goes out and 
that there is always some left.” 
So, until the company got on its 

feet financially, Hirsch checked 


Nylon Price Cuts 
Seen as Bid to 
Hike Tire Sales 


WILMINGTON, Del. — Cuts of 
from nine to 14 cents a pound in 
the price of nylon tire cord have 
been announced by duPont. The 
company said the action “reflects 
duPont’s increased productivity and 
improved technology in yarn man- 
ufacture.” 

In New York, Allied Chemical 
Corp. reduced the price of its 840 
denier nylon yarn by 14 cents per 
pound. This yarn is used mainly in 
passenger-car tires. Allied also cut 
prices 12 cents per pound on nine 
other types of nylon yarn from 
2100 to 15000 denier. 

Some observers saw in the move 
a new bid for original-equipment 
tire business, and said the cuts 
would result in stiffer competition 
with rayon products for a major 
share of the tire-cord market. 

In Akron, a Goodyear official 
called the price cuts “quite sub- 
stantial,” and said he believed the 
difference between nylon and Tyrex 
tire cord now will be “very thin, 
if any at all.” 

Nylon suffered a setback a year 
ago when Chevrolet, after a series 
of tests, rejected nylon tires for 
its 1959 models. The company re- 
ported that nylon’s tendency to 
“flat spot” was objectionable. 


Buffalo Auto Show 


Planned for Jan. 


BUFFALO. — The 1960 Buffalo 
Automobile Show will be held in 
the Masten Avenue Armory, Jan. 
9-17, according to the Buffalo Auto- 
mobile Dealers Assn. 

Association directors will serve 
as the show committee. G. M. Tin- 
ney, association president, will be 
general chairman. 











every requisition and every expendi- 
ture personally. 

Incidentally, Hirsch suggests that 
it is more realistic to plan expan- 
sion when times are tough than 
when they are good, 

* * * 
EN Hirsch took over Hall, he 
sold a large part of the equip- 
ment of Indiana Die Castings, Inc., 
a subsidiary operating in Elwood, 
Ind., and moved the best of the 
machinery to Detroit. 

He started a million-dollar mod- 
ernization program which included 
installation of a 450-ton press for 
stamping dual headlight shells 
from strip steel at the rate of 
2,000 an hour. The former top rate 
was 500 an hour. Hall began to get 
in step again. Producing and de- 
livering, it impressed the makers 
and began to recover business, 

Hall began to diversify, and 
is still interested in diversifica- 
tion, but not so much in a hurry 
that it wants to get into unfamil- 
iar and possibly unprofitable 
lines. 

Half the business is still in light- 
ing, but essentially the company 
is a metal fabricator, also building 
speedometer cables, instrument 
panels, flexible-shaft cores, rear- 
view mirrors, antitheft alarms, 
chrome-plated rocker-arm valve 
covers, locking gas-tank covers and 
a stainless steel honeycomb core 
for aircraft and missiles. 

” * * 

IRSCH thinks of himself more 

as a tinkerer than a production 
genius. He notes that he has been 
tearing down and rebuilding ma- 
chinery ever since he was 11. He 
was graduated from the Wharton 
School of Business. He went into 
retailing for a short time after 
graduation and then became pro- 
duction manager of Herptone Mfg. 
Co., Newark. Later he headed a 
number of companies of his own, 
including Barrie Devices. 

After five years of rebuilding an 
automotive supplier, he offers no 
magic formula for the business. 

“You have to be prepared to 
roll with the punches,” he said. 
“As a small supplier, if we have 
any advantage, it is being flexible 
enough to move faster than big 
companies. They can’t think in 
all directions at once. 

“That gives us an opportunity, 
and that is all we ask.” 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 











Week Week Jan, 1 Jan, 1 
Ended Same Ended Output, To To 
Aug. 22, eek, Aug. 15, August, Aug. 23, Aug. 22, 
1959 1958** 1959* To Date 1958** 1959 
AMERICAN MOTORS 
NUNIT >: ancucivtiieabdahdugies . siecierene” - » apdeesaarl.-_—Seseoengey 8,217 110,834 267,758 
CHRYSLER CORP. ..... 20 2,180 il 784 389,824 512,144 
UE icctecctocrtociothscnss “civecershs .,) soseglacedenk. 2 etesninont <<. oepes 35,545 50,277 
ME. Ecucsdnditinemalaces  Asiicheiee, | ays crate -Sygelaltes 22,956 33,969 
Dodge _............... geetpqeers ashes, sellin: x. pan linns . acivagien 66,820 108,950 
ONE, sccscrcccrteiccssovsvins ae en 11 31 8,330 11,950 
TRO PRIITEE | evscescuntacssscecayns dormniees BASD © ccivisnnce 753 256,173 306,998 
FORD MOTOR ............. 29,780 21,880 37,567 109,766 752,465 1,217,575 
ED. ere 460 225 493 1,367 8,448 26,637 
OG Ricisinseveicmneinenies 25,775 17,894 33,448 97,589 643 263 1,067,321 
Thunderbird ............ 1,635 1,571 1,594 4,924 32,662 52,084 
Lincoln 366 362 1,061 16,369 18,808 
Mercury 3,395 3,264 9,749 83,885 104,809 
GENERAL MOTORS .. 2,300 2,058 34,975 95,992 1,450,628 1,959,035 
ING) sap Bisvesntiannesrnsiaess sivtrateen BOO 2 < wintrw 2,650 135,741 161,076 
UENO. Gclaslussccuevivedsdvecse. sckiuseass ” \Séecbééuse,. - apapuunas 2,713 89,510 106,281 
COV TORRE oiiscccsvesesccceeee.. BOO © © sccesssers 30,491 69,413 885,556 1,117,089 
CI chsccisnecsoncstsd . Béstetines” "” Srtnveecce 2,340 11,072 203,146 275,216 
SPMD. - 5 Ginassnuctvadacaiies... ipstadete”~" “stesdomcg 2,144 10,144 136,675 299,373 
S-P CORP. 
Studebaker .................. BapGe | Vgtleonais 44 1,056 21,572 99,107 
Total Cars, U. S.***.. 33,100 26,118 72,597 215,815 2,727,068 4,055,619 
*Revised. 


**Totals for 1958 include 


uction. 


Packard prod 
***Thunderbird included in Ford division figures. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Aug. 22, Week, Aug. 15, August, Aug. 23, Aug. 22, 
1959 1958* 1959* To Date 1958** 1959 

CHEVROLET _ ......cccccccce  sssseseeee 100 358 927 183,386 251,407 

DIAMOND T .................. 100 108 85 256 3,419 4,049 

36 80 240 1,680 2,030 

ee Set 1,191 2,841 38,464 51,304 

) ESS Semreie err 6,685 3,793 6,204 19,671 145,461 229,357 

GED kndivitscsntoninadudnns 500 918 1,753 3,982 39,824 61,086 

INTERNATIONAL 2,905 1,248 342 3,576 59,756 95,037 

Be  csicinensscesisecesetine 380 312 380 1,136 9,756 11,471 

STUDEBAKER. ............... :  -aakeasoans 160 479 3,730 8,759 

I  vsrcascnsesscsoesecins 430 286 421 1,281 10,710 12,836 

AFIT — tis ecsciccntescievcrescces 2,975 pe ee are 2,975 51,654 715,109 

MISCELLANEOUS** .. 85 63 85 260 3,139 2,758 

Total Trucks, U. S..... 15,800 8,760 11,059 37,624 550,979 805,203 
Total Cars, Trucks, 

Mla ib easbansnsicoulavnctingeeene’ 48,900 34,878 83,656 253,439 3,278,047 4,860,822 
Total Cars, Trucks, 

CMI ai essevistesevensce 2,635 3,280 427 3,311 248,340 279,999 

Grand Total, 

Cars and Trucks, 

U. S. and Canada... 51,535 38,158 84,083 256,750 3,526,387 5,140,821 





*Revised. 


**Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


N.B. All U. S. totals include cars and trucks for military orders. 





Auto Costs Rise Faster 
Than Cost of Living 


WASHINGTON.—The costs of 
buying and operating an automo- 
bile are going up faster than the 
overall cost of living, with rising 
auto insurance rates leading the 
way, the Bureau of Labor Statistics 
reported. 

In June, the cost of buying a new 
car was 38.3 percent higher than it 


VW Control Fight 
Seen Up to Court 


BONN, Germany.—The fight be- 
tween the West German Govern- 
ment and the State of Lower Sax- 
ony over ownership of the Volks- 
wagen operations is almost certain 
to be decided by the Federal Court, 
sources here believe. 

Both the Bonn regime and Lower 
Saxony, in which the plant is lo- 
cated, have threatened court action 
if either takes steps to exercise its 
ownership claims. 

The Federal Government wants 
to sell the company’s shares to the 
German people, and Lower Saxony 
said it plans to turn the firm into 
a public foundation. Any court ac- 
tion could last years, economic 
circles said, adding that it is now a 
case of who acts first. 








was in 1947-49, the base period for 
most cost-of-living figures, The 
overall cost of living went up by 
24.5 percent in the same period. 
Even sharper increases have been 
noted in the cost of auto insurance. 


The insurance index is up 82.3 per- | 


cent since 1947-49. Auto repairs in- 
creased by 44.6 percent in the per- 
iod. 

The boosts in auto-operating 
costs include new tires, up 36.6 per- 
cent; gasoline, up 31.1 percent; mo- 
tor oil, up 27.2 percent; auto regis- 
trations, up 30.4 percent. 

Used-car prices have fallen in re- 
cent years but the index figures 
are not comparable since a differ- 
ent base period is used for the 
used-car index. 

While auto costs are soaring, 
there are other expenses which are 
going up even more sharply. Riding 
a bus, having a baby and going to 
the hospital are three costs which 
have really taken off since 1947-49. 

Transit fares are up 106.1 per- 
cent, obstetrical care has increased 
by 58.5 percent, and a bed in a 
men’s ward is up 129.9 percent, 

On the other hand, some costs 
have been falling for the last dec- 
ade. The cost of nylon hose is down 


New Larks, Imperials Roll. . . 





Car Output Falling 
To Trickle of ’60s 


(Continued from Page 1) 


day turned out 1,000 cars before 
its lines went down Friday night, 
and Imperial, in its second week 
of 1960 model output, turned out 
just 20 cars. The previous week 
Imperial turned out 11 cars, 

Chevrolet’s output of 2,300 Cor- 
vairs last week brought 1960 model 
production of the “compact” car to 
above the 8,400 level, or more than 
enough to assure each dealer of at 
least one car at introduction time. 
Chevrolet had 7,246 dealers as of 
January. 

Capacity at the Willow Run plant 
is said to be “a car-a-minute,” but 
production currently is running 
about 35 units an hour, with two- 


shifts daily since the beginning of 


August. 

The Corvairs also will be built at 
Kansas City and Oakland, Calif., 
but output at those plants will not 
begin until Chevrolet starts assem- 
bling its other cars in September. 

The 29,780 cars of this year’s va- 
riety were all turned out by Ford 
Motor Co.—Ford division with 25,- 
775 assemblies; Mercury with 3,245 
cars; Edsel with 460 units, and 
Lincoln with 300 assemblies. 

The previous week saw Ford di- 
vision turn out 33,448 cars; Mer- 
cury, 3,264 units; Edsel, 493 cars, 
and Lincoln, 362 units. 

Only U. S. car plants working 


six days last week were Ford plants | * 


at Norfolk and St. Paul. 
* o* oe 


yeucs output climbed from 11,- 
059 assemblies during the week 





Auto-Lite’s Falvey Named 
To Defense Dept. Post . 


TOLEDO. — James P, Falvey, 
board chairman of Electric Auto- 
Lite Co, has been appointed a 
deputy assistant secretary of de- 
fense (supply and 
logistics). He will 
assume his duties 
Sept. 1. 

Falvey became 
Presidentof 
Auto-Lite in 1954 
and has been 
board chairman 
since last April. 
During World 
War II, he was an 
industry member 
of the War Labor 
Board and Wage Stabilization 
Board for the Fifth Region (Ohio, 
Kentucky and West Virginia). 


J. P. Falvey 





Optional for '60— 


Safer, more courteous nighttime driving 
will be possible for the driver of a 1960 


Oldsmobile with the highly sensitive 
Guide-Matic power headlight control 
being held in the model's left hand. 


Here's how it works: When an Oldsmo- 
bile is on the road at night with all four 
bright beams on, they remain on until 
the beams of an oncoming car energizes 
the Guide-Matic mounted on the dash. 
Instantly, power to the four headlights 
is reduced, dimming them to a glare-free 
glow. Half a second later, the inboard 
lamps wink off, leaving the outboard 
lamps on dim. The unit, offered as op- 
tional equipment, can be overriden at 





at any time by touching the foot-dimmer. 
The Guide-Matic supersedes the Autronic 


30.9 percent and refrigerators are| Eye held in the model's other hand and 


off 35.3 percent. ° 


| takes up less than one-half the space. 











ended Aug. 15 to an estimated 15,- 
800 units last week as Willys and 
International both resumed assem- 


DiSalle Opposes 


Auto-License Hike 


COLUMBUS, O.—Saying he be- 
lieves the State already is collecting 
too much money for distribution 
to local governments, Gov. Michael 
V. DiSalle has announced he will 
veto any increase in motor-vehicle 
license fees. 

The Legislature has been con- 
sidering a bill to increase the auto- 
license fee by $3 to $13, and the 
fees for trucks and farm vehicles 
by $10 and $5 respectively. 

Sponsors of the proposal have 
said all of the $18 million to be 
raised under the bill would be 
turned over to local governments 





| bly operations after vacation shut- 
downs and Dodge and Ford jumped 
output over the previous week. 

Only truck maker down last week 
was Chevrolet, which is in the mid- 
dle of its changeovers to 1960 mod- 
els. 

Canadian assembly operations 
also rose sharply last week as Ford 
Motor returned to work after 2 
two-week vacation. 

Ford’s output of 2,100 cars and 
310 trucks plus 225 assemblies at 
International gave the Canadian 
automotive industry a production 
of 2,635 vehicles last week, com- 
pared with 427 cars and trucks a 
week earlier, 

A breakdown of Canadian output 
showed the industry making 2,100 
cars and 535 trucks last week, com- 
pared with 120 cars and 307 trucks 
a week earlier. 

The upsurge will be shortlived, 
however, as Ford Motor goes down 
for changeovers to 1960 models 
this week, General Motors, Chrysler 
and Studebaker are closed for 
changeovers at the present time, 
and few cars are scheduled to roll 
from the lines before Sept, 1. Only 
maker in production in Canada this 
week will be International, 








for highway financing. 
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FOR RATES, ETC 


, SEE 


NEXT PAGE 








HELP WANTED 


tsie35 








Are You a Top Salesman 
Now Earning $10,000? 


You can earn $15,000 or more the first year 
as exclusive agent selling Childers Carports 
to car dealers. National advertising and di- 
rect mail support, No investment. 300 car 
dealers already using, If you have sales back- 
ground with annual earnings of $10,000, air 
mail your experience with business references 
to Bob Childers, Childers Mfg. Co., P, 
Box 7467, Houston 8, Texas. Our references: 
First City National, Houston; Dun & Brad- 
street Rating B+-1. 











Aggressive Automobile Importer 
Requires 


REGIONAL PARTS 
REPRESENTATIVE 


(Eastern Region) 


Should have solid parts administration back- 
ground at factory warehouse level, Will be 
responsible for program of efficient and 
progressive parts department operation of 
distributor and dealer network; this will in- 
clude inventory control, parts handling, stor- 
age techniques, busi m 9 t, sales 
promotion and merchandising. All company 
benefits. 

Box 698, c/o Automotive News, 








Detroit 7. 








GENERAL SALES 
MANAGER 


U. S. company of leading European Auto- 
mobile Manufacturer requires experienced 
General Sales Manager. 


Applicants required to have full knowledge 
of accounting and administrative procedures, 
as well as proven record of sales manage- 
ment. Experienced men only need apply. 


Applicants must send full details, which will 
be treated in complete confidence, 


Box 699, c/o Automotive News, Detroit 7. 





COMPTROLLER - BUSINESS MANAGER 
for Palm Beach Ford dealership, 1800- 
2500 car franchise. Only Ford dealer 
trained—we insist on the very best. Ex- 
cellent position and future for the am- 
bitious, honest and very capable. Phone 
after 8:00 P.M. Victor 4-5877 or write: 
Dealer, 1529 N. Dixie, West Palm Beach, 
Florida. 

POSITION AVAILABLE for a top notch 
general manager capable of managing 
import car agency, Renault and Volvo, 
with a potential of from 200 to 350 
new cars per year. Pay scale will be 
prorated on profits made for the com- 
pany. Please reply to R. C. Lilienthal, 
Lilienthal’s Auto Agency, 1209 E. Sec- 
ond 8t., Jamestown, New York, 

WANTED—THREE QUALIFIED heavy 
duty truck salesmen. Full line GMC 
truck dealership in rapidly expanding 
area of- Southern California, Sales po- 
tential of 400 trucks per year: Top com- 
pensation program and fringe benefits. 
Only well experienced, aggressive truck 
salesmen need apply. Send qualifications 
and references. Box 704, c/o Automotive 
News, Detroit 7. 











SALES EXECUTIVE 


VOLKSWAGEN 


One of the largest Volkswagen distributors 
is seeking an aggressive sales executive with 
10 to 15 years in marketing and sales man- 
t with aut tive background. Knowl- 





O.| edge of retail automobile’ dealerships and 


sales promotion, strong personality, ability 
to plan, delegate, supervise and evaluate 
work of subordinates and field men, are 
very essential qualifications. 


Applications must be complete in every 
respect, Send resume with recent photo to 
Box 713, c/o Automotive News, Detroit 7. 


PARTS MANAGER: Chevrolet, for semi- 
metropolitan dealership in northern Cal- 
ifornia on San Francisco peninsula, 35 
miles south of San Francisco, Dealer 
seeking aggressive, experienced parts 
manager capable of ing plet 
responsibility for rapidly expanding parts 





business. Current sales $13,000 per 
month. New physical facilities construct- 
ed June of this year. Compensation $600- 
$700 per month on salary and percentage 
arrangement, Must be available immedi- 
ately, Write: H, G, Hatch, Hatch Chev- 
rolet Co., Los Altos, California, giving 
full resume of experience and references. 





DISTRICT MANAGER, leading imported 
distributor. Reasonable salary, company 
benefits. Must headquarter Cincinnati. 
Send brief resume with picture. Inter- 
views in Cincinnati. Replies confidential. 
Box 667, c/o Automotive News, De- 
troit 7. 





TIME SALES FINANCE COMPANY 
SALESMAN who has dealer following in 
Philadelphia area. Must be able to pro- 
duce volume of profitable dealer con- 
sumer goods retail paper. Salary com- 
mensurate with results. Send full partic- 
ulars including recent employment and 
references. Box 683, c/o Automotive 
News, Detroit 7. 





SALES MANAGER — Rambler — 600 unit 
franchise—Large midwestern city. Old 
established deal, carry own contracts. 
You must have good, rounded automo- 
tive experience to qualify, Good salary 
and incentive bonus, etc. Send all per- 
tinent data first. inquiry. Box 642, c/o 
Automotive News, Detroit 7. 


EXPERIENCED AUTOMOBILE FIELD 
REPRESENTATIVE, preferably 24 to 40 
years old, to represent Renault distribu- 
tor in Virginia, West Virginia and the 
Carolinas, Excellent future for aggres- 
sive man, Liberal salary, Send resume to 
Box 643, c/o Automotive News, Detroit 7. 


SALESMEN—ALL LARGE CITIES, Call 
on fleets. Product for engines. Liberal 
commission, Box 702, c/o Automotive 
News, Detroit 7, 











SERVICE MANAGER—Must have proven 
record of ability and experience to di- 
rect and operate Service Department. 
Permanent position with salary and in- 
centive payment plan assuring liberal 
compensation, Completely modern Service 
Department and facilities—long time es- 
tablished Pontiac, Cadillac, GMC trucks 
-—GMC dealer in Bristol, Connecticut. 
Ideal climate with country surroundings, 
excellent schools and a fine place to live. 
Population of city is 45,000; size of deal- 
ership is 300 cars, Write: Stephen Pon- 
tiac-Cadillac, Inc., 450 Riverside Ave- 
nue, Bristol, Connecticut, giving experi- 
ence and references. 
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HELP WANTED 


HELP WANTED 





OFFICH MANAGER — Ford dealership, PARTS DEPARTMENT MANAGER for 
750-800 potential. Bookkeeping and Bur-| major imported car distributor. Extensive 
roughs Sensimatic ex experience in organization and supervi- 


perience necessary, 
Northwestern U. 8. city, 60,000 popula- 
coat . 694, c/o Automotive News, De- 





Business Management 
Systems Manager 


Ma rubber pany has lient oppor- 
tun for men interested in installation of 
—— management systems with dealer ac- 





This job requires pw of present business 
management and the reorganization 
of such methods in tine with good manage- 
ment practice, 


Business Administration degree and previous 
experience in sales 9, sys- 
tems with dealers, or as business manager of 
dealer organization desirable. Job hea Sat 

em- 





ters would be San Francisco, Denver, 
phis, Pittsburgh, Chicago or St. Louis 


Salary and Expenses 
Some Travel 


Write details of education and experience to 
Box c/o Automotive News, Detroit 7. 








SALESMEN WANTED 
To Call On 
New Car Dealers 


You'll sell the highest quality, best promoted 
line of station wagon mattresses. 1960 models 
ready now. Exclusive territory, liberal com- 
missions. Write stating present lines, experi- 
ence and territory traveled. 


Travel-Ease Corporation 


2185 East i4th St. Cleveland, Ohio 











sion for volume operation. New York 
metropolitan area. Box 692, c/o Auto- 
motive News, Detroit 7. 


SALESMEN ATTENTION! We need two 
top salesmen. Must be of good character, 
aggressive, and with proven background, 
to sell for one of Southern California's 
largest Mercury, Edsel, Lincoln, Contin- 
ental and English Ford dealers. Located 
in one of the fastest growing cities in 
Southern California with a population of 
over half million in the city and over 
one million including the metropolitan 
area, This corporation has been in the 
same location for over 32 years and our 
physical layout is cne of the finest in 
Southern California, covering four cor- 
ners of the downtown metropolitan area. 
In addition to the M-E-L line, we have 
two separate Studebaker dealerships. The 

is well fi d; we have a suc- 
cessful leasing plan in conjunction with 
our own finance company, Our commis- 
sions are the highest with all fringe ben- 
efits, such as paid vacations, group in- 
surance, free demonstrators, gas and up- 
keep. All correspondence strictly confi- 
dential, Please write giving background 
of experience and all pertinent personal 
facts and references, Box 693, c/o Au- 
tomotive News, Detroit 7. 











Wanted 
ROAD MAN 


Contact Dealerships in Midwest for One of 
Germany's Finest Cars 
Write Box 681, c/o Automotive News, 
Detroit 7 











Agents Wanted 


To Sell Volkswagens 
For Direct Shipment 


Geod proposition for aggressive avto- 
mobile men who know the trade. 
For further information apply: 


Rudi Arons, International Agencies 
GmbH, Neve Rebenstr. 32, Hamburg 36, 
Germany 


Germany's Largest Exporter 








~ DEALERSHIPS AVAILABLE 











$1,398 


@ PRINZ $1 
Owes Se completely 
cars may 


@ PRINZ economy—55 m.p.g.! T 
0 ee oS See all 


ae ye: 


Now Accepting Dealer Applications for 


NSU PRINZ 


Latest West German Import Automobile 


ap, SSS, New York, 
front rear bumper 
immune from 


speed—72 ht 
aie-costed 26 hp. rear engine. Famous 
, trouble-free ormance. 


@ PRINZ is through . . . made by West German precision 
founded in 1873. 
© caine Smee. face 1S EXCELLENT! 


Write Us Today! 


MID-WEST IMPORTS COMPANY 
Box 708, c/o Automotive News, Detroit 7. 
Exclusive distributors for the NSU PRINZ in Ohio, Michigan, Indiana, Kentucky, 
Mlinols, Wisconsin 


FULL 
RETAIL PRICE! 
heater, defroster, turn 


mirror. 
any impact the “Big 3" compact 








DEALERSHIPS AVAILABLE 








to Capitalize 


all New England states by 


yet it retails for only 


you! 


car. 


coast. 





DEALERS WANTED 


Profit-Potential of the 


SKODA 


Now distributed in New York, New Jersey, Pennsylvania and 


CHARLES KREISLER 


Skoda is a substantial car, weighing 2,050 Ibs. on a 9412" 
wheelbase, with 53 hp. all-aluminum engine, twin carbure- 
tors, delivering up to 40 miles per gallon. Skoda is larger and 
heavier than Volkswagen, Renault Dauphine and Fiat 1100, 


$1575 


AND the price includes a very substantial profit margin for 


SEDANS & CONVERTIBLES 


1 firmly believe you'll sell more SKODAS . 
and greater customer satisfaction . . 
Your sales are backed by a well-organized and thoroughly trained 
organization now establishing parts depots and service facilities coast to 


TODAY ... RIGHT NOW! 


Visit, phone or write Mr. Walter Vogel, Vice-President, or myself. It costs 
nothing and places you under no obligation to get the facts in complete 
confidence. You'll be glad you did. Thanks a lot... 


CHARLES KREISLER IMPORTED CAR DIVISION, INC. 
1700 Jerome Ave., Bronx, N. Y., CYpress 9-4700 


on the Huge 


. with bigger profits . 
. than any other imported economy 


CHARLES KREISLER 

















POSITION WANTED 


USED CAR MANAGER—Young, age 33, 
aggressive, pleasing personality, loads of 
ambition and initiative. Presently with 
large metropolitan GM dealer—six years. 
Remarkable record of profits. Would 
consider sales manager position. Prefer 
Rocky Mountains or southwest area. 
September interviews at my expense. 
a 705, c/o Automotive News, Detroit 








ACCOUNTANT. OFFICE MANAGER, age 
34, family man, 11 years’ GM experi- 
ence, Excelient references, South or 
west preferred. Box 696, c/o Automotive 
News, Detroit 7 

ACCOUNTANT, BOOKKEEPER, Insurance 
broker desires management position with 
progressive dealer. Eastern Pennsylvania 
or Philadelphia area preferred. Write 
Box 711, c/o Automotive News, De- 
troit 7. 

SALES REPRESENTATIVE desires auto- 
motive product or service that has repeat 
sales and full time work. Have been 
successfully selling non-repeat products 
to auto dealers, independent shops and 
gas stations in New Jersey and Philadel- 
phia areas. Am well qualified and have 
excellent reputation. Box 685, c/o Auto- 
motive News, Detroit 7. 

BUSINESS MANAGER — ACCOUNTANT. 
Florida resident desires Florida connec- 
tion, Twenty years’ experience with large 
GM dealers, Forecasts, operating con- 
trols, expense controlling, overall man- 
agement experience and capabilities, Can 
furnish best of recommendations, Box 
661, c/o Automotive News, Detroit 7. 

WANTED BY A YOUNG, AMBITIOUS. 
EXPERIENCED MAN—An opportunity 
to manage and buy into a Chevrolet or 
Ford dealership with a planning poten- 
tial of one hundred fifty units. Have had 
dealer experience, Capital for investment 
readily available. Will locate anywhere 
in the United States. Box 670, c/o Auto- 
motive News, Detroit 7. 

CHEVROLET-OLDSMOBILE PARTSMAN 
—12 years’ experience, 4 years parts 
manager. Box 695, c/o Automotive News, 
Detroit 7. 

BOOKKEEPER-OFFICE MANAGER, fam- 
ily man, 11 years’ GM experience, desires 
Florida position, Box 706, c/o Automo- 
tive News, Detroit 7 

GENERAL MANAGER or SALES MAN- 
AGER for young man, 32 years old, 
married, with 10 years’ automotive sales 
management experience in Chevrolet deal- 
ership. Graduate of Chevrolet Graduate 
School. Willing to relocate if position 
will offer security and a future, Im- 
mediate availability. Salary requirement 
$10,000. Write Box 712, c/o Automotive 
News, Detroit 7. 


ALERSHIPS AVAILABLE 























HANDLING 
CADILLAC-OLDSMOBILE 
AND FOREIGN CARS 


Beautiful building, large used-car lot, 150-car 
potential. Located on main highway in Ver- 
mont. Owner will assist buyer in selling tem- 
porarily, if needed. Owner wishes to retire 
eventually. Write Box 660, c/o Automotive 
News, Detroit 7. 


SIMCA, 350 potential, modern facilities, 
favorable lease. Write Box 674, c/o Au- 
tomotive News, Detroit 7. 

FRANCHISE HANDLING DODGE- 
CHRYSLER, 150-200 car potential, in 
one of the ten best industrial and 
agricultural counties in Ohio. ‘‘Nothing 
to buy.’’ Will lease building, used car 
lot, shop and office equipment. Phone, 
write or come at once, Glenn Walraven, 
1415 North Main, Marion, Ohio, Phone: 
2-4135—Nights: 2-5708. 

IMPORTED CAR DEALER will sell con- 
trolling interest for $12,000. Monthly 
profit over $1,000. Box 679, c/o Automo- 
tive News, Detroit 7. 








Available for Quick Sale—Central New York 
Franchise handling Chevrolet Passenger 
Cars, T s and Corvair 
200 plus contract, Necessary to purchase 
parts and equipment. Chevrolet approved 
building can be leased from present ljand- 
lord. State qualifications and available capi- 

tal. Factory approval necessary. 
Box 701, c/o Automotive News, Detroit 7. 





FOR RENT—Completely equipped modern 
sales and service building, plus used car 
lot, in Great Neck, New York. Ready for 
immediate use, Good lease, excellent lo- 
cation, Write or call: Monarch Motors 
Co,, Inc., 1751 Broadway, New York 19, 
N. Y. Phone: JUdson 2-7470. 

TO SETTLE ESTATE, Agency handling 
Chrysler, Plymouth, Goliath; active west- 
ern New York community, Established 
20 years, Business and real estate $49,- 
500—Without real estate $28,500, Con- 
tact: W. 8S. de la Plante Associates, 847 
Washington 8t., Buffalo 3, New York. 


BOOMING CAPE CANAVERAL FLORIDA 
—Handling Plymouth-Lark-Simca in Ti- 
tusville. Lease new facilities, well 
equipped, low overhead, Owners other 
interests reason selling. Eight thousand 
dollars will handle. Contact: J. A. Hoop- 
er, Box 526, Cocoa, Florida, NE 6-8161. 

HANDLING BUICK AND OPEL—Central 
Florida. Good profit, great potential. 











Must be able to get factory approval. 
- 707, c/o Automotive News, 


Detroit 


AGENCY HANDLING CHEVROLET-Olds- 


DEALERSHIPS AVAILABLE 


Buick, average 300 new car sales yearly. 
Good money maker, close in to Phoenix, 
Arizona, Fine resort town and excellent 
living conditions. No blue sky asked. 
Selling due to other interests. Must be 
assured of factory approval, Contact: 
W. D. Smith, P, O, Box 848, Wicken- 
burg, Arizona, or call MUtual 4-5436. 





DEALERSHIP WANTED 





WANTED TO BUY—Ford or General Mo- 


WANTED — GM, FORD OR CHRYSLER 


tors dealership in city of 30,000 to 50,000 
population, Individual with 15 years’ 
experience as Ford dealer, Prefer mid- 
west. Assured of factory approval, Re- 
plies strictly confidential, Box 680, c/o 
Automotive News, Detroit 7. 


product franchise in Chicago suburb, 
Wisconsin, Michigan, 
Iowa. Pay all cash, lease or buy facili- 
ties. Factory approval assured, Confi- 
dential, Box 689, c/o Automotive News, 
Detroit 7. 


Illinois, Ohio or 





BUSINESS OPPORTUNITIES 











BEST “ONE-MAN" BUSINESS 
IN AMERICA TODAY 
Every Automobile 
Dealer Is a 
Potential 
Customer 
Amazing Machine 
uto and High Speed 
Method of Cleaning 
Valet Automobile 
Interiors 
AN ‘On Location'’ SERVICE 
Enables the Dealer to sell 
his used cars faster . . . and 
get a better price. 
CAR INTERIORS ARE 
@ Clean and dry in minutes 
@ Spotless and germ free 
@ Without musty odor 
THE MAN WHO PROVIDES THIS 
NEEDED SERVICE will never have 
to worry about his future. 
His income will be high from the 
day he starts, his market is ready- 
made and waiting, and his volume 
will be steady the year around . 
in good times and bad. 
NO COMPETITION FROM 
OBSOLETE METHODS 
Auto Valet cleans automobile interiors 


faster, better than they have ever been 
cleaned before. Average car takes just 45 
minutes. Dealer pays 10.00 to $12.50 and 


is happy to do so, for Auto Valet adds 
many times that amount in the saleability 
of a used car. 

MAXIMUM PROFIT FROM 

A MINIMUM INVESTMENT 


You can earn up to $14,028.00 annually 
by cleaning just four cars per day. You'll 
make considerably more if you are an 
eager beaver, Your total investment is 


INVESTIGATE TODAY 


Success comes fast to those who follow 
our proven plan . .. and we supply you 
with everything you need to get started. 
So, why not take that first step right now 
to get full information about Auto Valet. 


Write - Wire - Call 


HERMAN SMITH CO. 


1803 Dallas Houston 3, Texas 
Phone CA 7-9545 








DEALER SERVICES 








AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. 
WEbster 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Perts, accesseries and similar goods. 


APPRAISAL SERVICE 
‘Senn ae earn Aen teal 
Write for free 
“Hidden Earning Pewer" boekiet. 





Detroit 27, Michigan 
3-6445 





DEALER SERVICES 








Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
a + « . because: 
- We finance up to 36 months, 
: Cars may be taken overseas without 
refinancing. 
We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
L— “saving rates, for officers ‘and non- 
— officers of pay oes i=. 
yo bove . . . on a simplified, non- 
rooseree basis. 
MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 eye 
San Antonio, Texas—Telephone CApitol 6-268! 
“Worldwide Financing for Military Personnel" 
U Insurance available 
to qualified officers) 








H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 
LOCATOR AND 


REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources, Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks, Fast, daily 
service Cherry, Point, rt Bragg, ‘Camp 
Lejeune, N. C., Wilmington and all of 
Carolinas. Write ” ©. Box 862 or phone 
BR 2-2034, BR 5-3757, Greensboro, N. C. 














CAR RECOVERY 





$50.00 REWARD—For information leading 
to the recovery of a 1955 Pontiac fordor 
Star Chief; Texas license #PR 7934; mo- 
tor #T855H 9726; registered in the name 
of John W. Young, Contact: Wright 
Chevrolet Co., West Columbia, Texas, 
Phone collect, Dickens 5-3133, 





CARS FOR SALE 


CADILLAC 1957 LIMOUSINE, air condi- 
tioned, fully equipped, 1956 Cadillac 
eight-passenger sedan, air conditioned. 
1955 Cadillac eight passenger sedan, real 
sharp. 1952 Cadillac limousine $500. 
1955 Cadillac ambulance, also 1950 Ca- 
dillac ambulance. Write or wire for fur- 
ther details. Box 710, c/o Automotive 
News, Detroit 7. 


VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 
Exporter in Germany 
1959, '58 and '57 Sedans, Ghias, Con- 
vertibles, Micro Buses, All commercial 

models. 


ALL CARS COMPLETELY AMERICANIZED 
ae OUR OWN CONVERSION 


Bank and Trade references will 
be furnished. 
RUDI ARONS, INTERNATIONAL 
AGENCIES G.M.B.H., 
Neue Rabenstrasse 32, Hamburg 
36, Germany. 
Cable address: 
RARONS HAMBURG. 


Contract your conversion work 
through our plant. All American 
requirements met to perfection. 
Quotations on request. 














VOLKSWAGENS 


Order Now 1960 Medels For 
Early vag rd 
Immediate Delivery 
1959-58 sedans, convertibles, Karmann- 


Ghias, Micro Buses, All Commercial 
models—All cars fully Americanized, 


* 
English — Available 


America's Largest 
TOD-O-CAR, INC. 


On Hand at Our Two Locations 


1415 HAINES STREET 
PHILADELPHIA 26, PA 
Phone: WAverly 7-3500 


aa ineron SOUTH CAROLINA 
LANTON'S AUTO AUCTION 
Phone: Express 3-286 
NOW for the Midwest at big transporta- 
= aye = deliveries to Great Lakes 
alo, Cleveland, Detroit, Chi- 
— Duluth. 
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CARS FOR SALE 


CARS FOR SALE 





If desired, arrangements can be 
made to ship direct to your near- 
est port of destination. 


Volkswagens 
and 


Ghias 


ALL MODELS— 
ANY QUANTITY 


Titles & State inspection guaranteed 


LONG IMPORTS, Inc. 
44 Whitehall St. New York 4, N. Y. 
Whitehall 3-0650 
N. Y. OFFICE 








VOLKSWAGEN 


Sedans, Sunroofs, Ghias, 
Convertibles 


MERCEDES 220S 


Immediate delivery, direct shipments to New 
York, Philadelphia, Houston, Jacksonville, Los 
Angeles. 


BENTON ENTERPRISES, INC. 
1860 Broadway, New York 23, N. Y. 
CIRCLE 5-0630 
Jacksonville: EL 6-7551 
Houston: WAlnut 8-2671 








1958 TAXICABS 
FOR SALE! 
Over 100 


Fords - Studebakers 
FROM $350 EACH 
F.O.B. NEW YORK 

These cars are all 6-cyl., 

standard shift. From 11 to 

13. months old (taken in 

trade on new Studebakers), 

sold on first come, first 
served basis. Good tires ... 
good mechanically. 

Write ¢ Wire ¢ Call 
STUDEBAKER TAXICAB 
CORP. OF MANHATTAN 
787 11th Ave., New York 19, N. Y. 


6th Floor. Phone: Plaza 7-2400, 
Ext. 28 











1957 CADILLAC 75 4-door Hardtop. 
Black, premium tires, full power, air 
conditioned, Excellent condition, Evan 
Thomas, Gilbert H. Large & Company, 
phone: VA 4-2255, Taylorville, Illinois. 


Attention 
Foreign Car Buyers 





VOLKSWAGENS 
OPELS - MERCEDES 
TAUNUS 


"56 to "59 Models 


Specializing in direct shipments to your 
closest port. Eliminate the middie man, 
save with our low, direct to you prices. 
Guaranteed titles. 


GERMAN IMPORTS, INC. 








We Buy and Sell 
All Types of Foreign Cars 


Call or Write for Prices. 
Always a Selection of: 


MERCEDES « VOLKS- 
WAGENS ¢ HILLMANS 
MGS ¢ RENAULTS 
AND OTHER MAKES 


We Quote on All Quantities, 
1 to 100. 
Immediate Delivery 


Charles Motor Co., Inc. 


Foreign and Sports Cars of Quality 
488-494 N. Main $t., Providence, R. I. 
Phone: TE 1-6686, 1-7736 


CARS FOR SALE 


TRUCK PARTS FOR SALE 





PELLET LE LIEN MELE LNT OE 
VOLKSWAGENS 


All Models—All Colors 








Nana Trading Corp. 
120 Wall St., New York 5, N. Y. 
BO 9-4747 TWX: NY 1-4811 








FOR SALE 
150 
1958 STUDEBAKER 
TAXICABS 


SCOTSMAN MODEL — 6-CYL, 
In vse 12 months. 


SID LAVENE 


Henry Hudson Hotel, 353 W. 57th St., 
New York, N. Y. 


Phone COlumbus 5-6100 Extension 2135 
or Tivoli 2-9921 














Mercedes Benz 


We Import and Distribute Direct 
No Middlemen 
All Models 1951 — 1959 
Cars are serviced and cleaned, 
ready for resale. Cabriolets our specialty. 
Supply on hand, Telephone: NEwburgh 2248 


Globe Automotive imports, inc. 
Box 508 Montgomery, New York 

















Introducing Fer the First Time 
DRIVE-O-MATIC 
Volkswagens 
pa clutch—fully automatic transmissions— 

for ieuiiien, Ga een 
NANA TRADING CORP. 
120 Wall St., New , -¥ 5, N. Y. 
BO 9-4747 X: NY 1-4811 








CARS WANTED 


FOR EXPORT—1954 Chrysler, 1954 
Soto 7-passenger limousines, Call 
in the morning: Michael Alexander, 
SChuyler 4-4532 or write 132 West 73rd, 
New York City. 

LIMOUSINES—S passenger—new and used. 
Dennis Distributor, 4804 N, Saginaw 8t., 
Fiint 5, Michigan. 





De- 
early 





ONE TIMKEN SINGLE SPEED AXLE, 
15000 CAP, complete with spoke wheels. 
Ratio 7.20.1, model #F-145, will fit any 
1%- or 2-ton truck, new, run only 120 
miles—factory to dealer, $250. C. H. 
Rumpf & Sons Truck Line Inc., P. O. 
2 Adrian, Michigan, Phone: CO 





BUSES FOR SALE 


1951 FORD SCHOOL BUS, A-1 condition, 
new motor, 46-passenger,. C. V. Long- 
man, Lacon, Illinois. Phone: 6-6785, res- 
idence: 6-592 35. 


GMC GREYHOUND Silverside Diesel bus, 
4l-passenger $2,600. 1947 Beck 37-pas- 
senger full Silversides, Reo Gold Crown 
motor, just completely rebuilt $1,500. 
1948 A.C.F. 41-passenger, model 1C41, 
$1,750. Two 1951 Fixibles 33-passenger 
One 1949 Fixible 37-passenger. Will fi- 
nance, Located near New York City. 
- 709, c/o Automotive News, Detroit 











TRUCKS FOR SALE 


DIESEL TRACTORS—W h it e—Cummins 
175 H. P. Model 9000T, Excellent condi- 





Plainfield, N. J, Phone: PL 6- 
SHOP EQUIPMENT FOR SALE 








FOR SALE—1 brand new 12 station com- 
plete Flash-A-Call Service Control Sys- 
tem, including signal light panel and 
— feet of cable, 12 speakers, etc. 

Cost $3,872. All material still in original 
crates—Will sell for $2,000. Call or 
write: Monarch Motors Co., as -» 1751 
Broadway 19, N. Y,. Phone JUdson 
2-7470. 

DKW TOOLS—Complete set special tools 
for DKW paye and trucks. 
new. List 
Offer! Liberty iaeters, Inc., Spokane 63, 
Washington. 


= Sa (eae ae aa 


Public Auction 


Shop and Office Equipment, Tools, Parts 
Garage Service Equipment. 
Friday, Aug. 28th, 1 P.M. 
Until Sold 


Court Street Garage 
120 Court St. 


Bowling Green, Ohio 
Former Chrysler-Plymouvth Dealer 


Sale conducted by The Montpelier Auction 
Company, Montpelier, Ohio 























WANTED— 
"peat me meae). R Bas + yng Hy (Opera SHOP EQUIPMENT WANTED 
wi 
Wanted To Buy 
USED INLAND RADIATOR 
Always Buying REPAIR EQUIPMENT 


USED CORVETTES 


Any Year—Any Equipment—Any Condition 
Will Pay High Dollar. 


Call: Don Bennett or Bill Wink, Jr. at 
wien Cuevactsr © co. 
2-5400, Detroit 





CARS FOR SALE 








Cash In On Profits While They Last! 


Ghias @ Volkswagens @ Renaults 
WHOLESALE ONLY 


Choose your colors and models from large stocks always available. 
We Supply English Manuals. 


Trade with America's Largest and Most Reliable Independent 
Volkswagen Organization: 


CRANE TRADERS, INC. 


Small Car Division, Sales and Service 
29-11 35th Ave., Long Island City 6, N. Y. 


V.W. BUSES 


EMpire 1-1690 


MERCEDES-BENZ 








BUSINESS OPPORTUNITIES 





ea Sea: 


oa ee ean aa =a = 





rangements may be made to exclude 





Attention!! 
Prosperous Florida 
Business 


is being offered for sale by owners. Excellent business opportunity. Located in 
Central Florida in the fastest growing area of the state, this business does 
over a million dojlars a year, with a continuous upward trend. Distributes com- 
plete line of International Harvester Spee including injoonnnenet Motor 
Trucks, industrial and farm tractors, imp , 
service parts, together with other allied equipment. 
ideal location. Will require approximately $400,000 for entire business, or ar- 


in excellent cash position. Inquiries may be directed to: Bex 700, c/o Auto- 
motive News, Detroit 7, Mich. All replies confidential. 


. lad 





trial equip t, and 
Real estate situated in 


real estate and furnish lease, Business 








Give condition, price and serial number of 
equipment. 


. 


TERMINAL GARAGE 
217 W. Depot St. Knoxville, Tennessee 








WILL TRADE 





Always Buying 
USED THUNDERBIRDS 


Any Year—Any Equipment—Any Condition 
Will Pay High Dollar 


Call: Vince Furio or Earl Baugh 
RALPH HORGAN, INC. (FORD) 
1842 Broadway, N. Y. 19 — Plaza 7-1700 








PARTS FOR SALE 


CHEVROLET PARTS, antique or classic. 
Louls Chevrolet, Box 51, Thompsonville, 
Connecticut. 

LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 

LLOYD PARTS — complete stock, Prompt 
shipment, aout and distributors for 
Lioyd cars and trucks, Greene County 

Motors, Catskill, New York, Phone: 1582. 


LLOYD PARTS: Large stock available. 
Immediate shipment, J, C, Lewis Moto: 
Co., Savannah, Georgia. 


FIAT PARTS INVENTORY — List price 
$2,342—Will sell for $1,000 and ship in| 
four bins already set up, Also new Fiat | 
special tool kit and board—List $784— 
Will sell for $250. Call or write: Mon- 
arch Motors Co., Inc., 
New York 19, N, Y, Phone: 
2-7470. 




















ABOUT $4,000.00 ACTIVE 


BUICK PARTS 


30% Under Dealers’ Cost on Orders 
of $100 er more. For Complete List 


Write or Wire 
GRANT MOTOR COMPANY 


P. ©. Box 8, Kannapolis, Nerth Carolina 











WILL EXCHANGE beautiful large lake 
block home with everything, including 
private beach, boating, swimming, fish- 
ing, in West Palm Beach, for property in 
Georgia, Alabama or South Carolina, or 
sacrifice. Write to: P, O, Box 6393, West 
Palm Beach, Florida for details, 








SEE PAGE 25 
for the nation's 
TOP AUTO AUCTIONS 








(BLUE @ CHIP, 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 





Four —— 
DEALERS’ SPECIAL (F.O.8, Net) 
85 Fed. Tox incieded 


Liberal 
i = 
Write for Mastrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Eastern: 
Five Wheels Ltd. Five 
599 Y St. a a 
Toronto, dy 


eo ome NRE 


1960 PRICEMASTER 


With new model changes and new will 
be ready before long, The opedia of 
dealer cost prices of all large and the new 
small ican ae cars trucks, 25 
foreign cars— plus all optional eccessories. 
Shows all standard equipment for ali models. 
Yearly subscription price $10.00, oH discount 
for cash with all rs received before Oct. 
|. All supplements free with all the addi- 
tional information about the new small 

can cars, makes the 1960 PRICEMASTER 


Ameri- 
and automotive “aitate y to : 
you the of service. Snpen VoUaE now 


co., 
DEPT. 3A, 924-1ith St., Rock Island, Ili. 


























DECAL TRANSFERS 


= es Durable, brilliant col- 
a your ications, Low 
a, % te for —— 
Allied y * Inc., ease ge. -— 
land 3, Ohio. 


ACCESSORIES WANTED 


WANTED: Surplus auto air conditioners 
and parts—any make, Price must be 
right. Also a. top for 1957 Ford 

ird, ute Service, P. O. 
Box 4052, Columbia, ‘pouth Carolina, 
ANTIQUE, CLASSIC CARS FOR SALE 


CLASSIC — 1947 Continental convertible, 
‘56 Eldorado engine and Dual-Range 
transmission, Godfrey's Used Cars, Box 
584, Caldwell, Idaho. 


1940 CADILLAC SEDAN, original black. 
Car like new, mechanically perfect, sev- 
en new tires. Show . $750, Cart- 
wright Motors, Elgin, Illinois, 


1926 BUICK ROADSTER, Fully restored. 
Must sell, Sacrifice, $1,750. Ideal for 
Buick dealer's showroom, Bob Thomas 

CA 8-3538 collect, 33 North High Street, 
Columbus, Ohio. 


1928 STUDEBAKER DICTATOR 6 cylin- 
der sedan. 45,000 miles, all original con- 
dition. A real collectors item. Price $600. 
R. O. Moen, 475 Luther St, South, Sa- 
lem, Oregon. Ph. EM 4-7205. 
































New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [J 
All Other Countries — One Year $13 [] or Two Years $22 [J 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH, 


WOR sie csen Sweskekns Cee cece esesecresecdsodcecesecesedecececessece 
Street Address........ ésesmee eocccccscccccccccscccce LOMO N@ssccccccs 
CH. swiecsccsecedes ccoecceves Coccccccccccccces GMOs cosccevcccesves 
TRADE CONNECTION: 
Car Dealer () Truck Dealer (] Manufacturer [] 
Jobber [] Insurance [] Financial [) Supplier CT] 

Make of Car......... Coemecccccescaresrececcese Mee cceeneescsesacene 

8-24-59 
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HOW MUCH ADVERTISING CAN A 


RENAULT peater in MIAMI cet ror $20.66 ? 


That amount buys 25 lines (little less than two inches) in the leading Miami newspaper or — a colorful, big ad in The 
Saturday Evening Post! Every Renault ad page in the Post is exposed 188,289 times to prospects right in Miami — 
Post-Influentials who not only buy cars, but help sell them, too! Yet, the factory’s cost per Miami Renault dealer is only 
$20.66. That’s efficiency, that’s sales power . . . at the local level! Proved! Renault gets more than 29 million 
Ad Page Exposures—29 million face-to-face contacts with Post-Influentials—with every ad it runs! 
Like to know how many of your local prospects your. factory’s ad page will be exposed to .. . and at what cost? Drop me 
a card. Let me know the make of car you sell and your city: Jim Gavagan, Vehicle Marketing Manager, The Saturday 
Evening Post, Independence Square, Philadelphia 5, Pennsylvania. 


YOU CANT BEAT 


ij | ? | 
» A CURTIS MAGAZINE 


FOR LOCAL IMPACT ! 














